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F. S. Webster Co., 
Webster warehouses in New York ~-+ 


Chicago 


SALES TRAINING 
aT BULLETIN 


How do you rate on 
prospecting for sales? 


Answer true or false 
to the following statements ...and be honest 
TRUE FALSE 


Ou 


Oo 
t] Oo 


If you answered true to any or all of these statements, you’re in 
for a rough time in the years ahead. The slight recession in the 
country right now means that all well-run firms will be shopping 
as never before. If you have a quality story to tell, now’s the time 
to tell it. In the long run, quality is the cheapest buy. And finally, 
every office with a typewriter or a business machine represents a 
potential customer for you. The average typewriter will use ap- 
proximately six boxes of carbon paper and one dozen ribbons per 
year. Multiply this by the number of small offices you could be 
selling, and you'll see that they too are big customers. 


There’s no sense making systematic calls on all the 
businesses in my area right now. Lots of them probably 
have their own source of supply. 


When a new business opens in town, I don’t make 
any point of being the first one to call on them. 


I spend all my time calling on the big offices because 
that’s where the really worthwhile sales are made. 


How do you rate on product information about 
Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to these statements: 


TRUE FALSE 


(I) OU 
CJ Oo 


L] OU 
CJ 


KNOW 


Webster's MultiKopy is a 


name. 


nationally advertised brand 


MultiKopy 


more copie 


means more from each typing, 


Copies 
from every sheet. 
features make 


quality and CXCLUSLVE 


VultiKopy Duramet? 


Pre mim 
Webster 


lonaq run. 


c an economy in the 


MultiKopy Durametric a tres neater, bette r-spaced 


letters 2 faster typi 


If you answered true to all four statements 
product. If not, maybe you can improve your sales by 
more about Webster MultiKopy. It stands to reason that you can’t 
be convincing to a customer, if you aren’t sure of the facts. 


you really youl 


knowing 


Webster MultiKopy Durametric has the edge over competition 


SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 


13 Amherst St., Cambridge 42, Mass. 
* Philadelphia «+ Pittsburgh + San Francisco + Cambridge 
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Random Notes 


The editorial on page 18 refers to a 
new magazine — MANAGEMENT & 
BUSINESS AUTOMATION — to be 
launched soon by OFFICE APPLI- 
ANCES. In the editorial the point is 
made that the office equipment and sup 
ply dealer can share very substantially in 
the business involved in providing many 
of the materials and much of the equip- 
ment needed in the automated office. 
Anticipating the trend, some dealers have 
hired systems and procedures men as 
salesmen. In this way they have experts 
on their staffs who are able to apply the 
equipment and supplies in the dealers’ 
stocks to the automated business proc- 
esses. In a sense, these dealers are offer- 
ing management consultant service free 
in the expectation of selling the necessary 
equipment and supplies. 

° 

Within 50 to 75 years, more than 200 
million Americans may conduct all of 
their financial affairs without the use of 
cash, coins or checks, according to in- 
dustrial design and electronic systems 
specialists G. M. Hunt and Patrick E. 
Lannan of Designers for Industry, Cleve 
land, Ohio. They say that each individual 
will have an electronic pocketbook which 
will be a laminated card, probably plastic 
coated, about the size of today’s driv- 
er’s license. The card will contain a com- 
plex network of printed circuitry which 
will form the basis of an electronic ‘‘me- 
ter,” showing the amount of dollars 
available to the user. 

The new system, it is pointed out, will 
revolutionize every phase of financial 
activity. One result might be an occas- 
sional nostalgic desire to handle a bit of 
‘cold cash”” now and then. 

. 

Evidently, the coffee break has become 
a permanent factor in modern business 
And it is not a bad thing, per se. Many 
good ideas have come into being under 
the relaxed conditions around a coffee 
table. But it can get out of control 
Which calls to mind the coffee room in 
the store of Roberts Printing & Station- 
ery Company, Hutchinson, Kan. Small, 
but comfortable, it is well equipped with 
a hot plate, a refrigerator, a table and 
two or three chairs. Because there is not 
room enough for a crowd, early occu- 
pants move out to allow newcomers to 
be seated. Self-policing, it was planned 
that way. A good idea, worthy of dupli- 
cating 


Walt at. = 
Editorial Director 
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In This Issue 
... don't miss 


"School Supplies from Office 
Suppliers" is the theme of an 
idea-provocative lead-off sec- 
tion, pages 20-27. Here, in text 
and illustration, is a recital of 
what dealers in all sections of 
the nation are doing to cap- 
ture a youthful sales audience 
of. adult potential. A back-to- 
school package program, "| 
Love Teacher’ promotion, 
newspaper advertising and intriguing window displays 
are some of the methods used by office suppliers to sell 
the teen-age market which is in many cases lying dormant 
because it hasnt been cultivated. It's a story which 
OFFICE APPLIANCES tells because of its value to deal- 


ers who are hunary for new ideas. 


oO 





Guy Charles, designer-decora 
tor for F. J. Heer Printing Co. 
of Columbus, Ohio, is a man 
of refreshing ideas in selling 
the complete office. He claims 
that the man's personality is re- 
flected in the colors he likes 
and that the office must match 
the user's vocation. He also as- 
serts that a desk should be in 
good working condition and 
appearance for |0 years after installation. However, he 
adds, that office should be redecorated every four years 
at least to give the occupant a fresh outlook. Such 
changes, says Mr. Charles, can be achieved in color, 
draperies and carpeting at comparatively small outlay 
if furniture and accessories are originally in good design. 
What this designer-decorator, whose career has em- 
braced television studio design work and even a stay in 
2 monastery, has achieved in functional layout of new 





Hice furniture showrooms is told on pages 82-83. 


Next Nionth... 


oN rt 


The National Office Machine Dealers Association meets 
in Milwaukee, Wis.. June 29-July 2. It is fitting that the 


July issue be devoted to the merchandising of office 


machines, the potential of the market and tried selling 
methods. This material will be presented along with other 
information vering office furniture and office supplies 


Attica 


n join to make up the complete stationery and 
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OA‘s Press-Time Bulletins 





WILLIAM G. ZAENGLEIN, has been named ex- 
ecutive vice-presi- 
dent and general 
sales manager of the 
Clary Corp., accord- 
ing to an announce- 
ment by Hugh L. Clary, 
president. Mr. Zaeng- 
lein was president of 
the Monroe Calculat- 
ing Machine Co. for 
20 years, and was 
most recently president of the Under- 
wood Corp. He left Monroe in 1956 to 
take the post of executive vice-presi- 
dent, and he was named president in 
1957. 








ae 


W. G@. Zaenglein 


W. A. SHEAFFER PEN CO. revealed a 4.5% drop 
in net sales for the fiscal year ending 
in February. It was said that net sales 
were $25,145,686, as compared with 
$26,284,942 for the year before. In- 
creases in sales of Skripsert car- 
tridge fountain pens and ballpoints 
were offset by a decrease in sales of 
higher-priced pens, Walter A. Sheaf- 
fer pointed out. The pen company head, 
in expressing confidence for the cur- 
rent year, said that sales have risen 
sharply in the six weeks since the in- 
troduction of the Lady Sheaffer foun- 
tain pen designed expressly for women. 


JACK HEALY of C. L.sarkley & Co., was re- 
cently elected eutenant governor of 
northern [Ill*, \‘s District 30 of 
Toastmasters },,. rnational. More than 
30 clubs are in eMr. Healy's direc- 
tion. 





THE HOWARD CO., p’*' %:ers, stationers and 
office outfit;..;s of Midland, Tex., 
held the forme -opening of a modern 
new home at 4l1Chic, Pecos St. on May 1l. 





‘TIP O' THE MONTH’ ir a new feature started 
by the National office Machine Dealers 
Association, offering $10.00 for the 
best idea each month and $50.00 annu- 
ally for the top hint on how to speed up 
repairs, record keeping or how to save 
money on a dealer's operations. 


NEWSLETTER is the name of a new house organ 
published by the Stationers Associa- 
tion of New York, Inc., intended to 
foster a spirit of friendly co-opera- 
tion among members and promote the as- 
sociation generally. 





UNDERWOOD CORP. has announced the forma- 
tion of a new manufacturing company in 
Italy for the production of office 
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Late and Important News for Our Readers 


equipment developed by Underwood. The 
company, known as Underwood Italiana 
S.p.A., is jointly owned by Underwood 
Corp. and Fabrica D'Armi Pietro Beret- 
ta, S.p.A. The home office and plant 
are located in Gardone Val Trompia, 
which is in the Province of Brescia, 
east of Milan. Beretta is best known 
throughout the world for the manufac- 
ture of the Beretta guns, but it has 
produced a large variety of products 
Since 1680 when it was founded. 


SCRIPTO, INC. has announced three manage- 





ment changes. These include the trans- 
fer of John E. Aderhold, currently 
managing director of Scripto Pens 
Limited, London, England, to Atlanta, 
Ga., aS a member of Scripto's corpo- 
rate group. Paul J. Brown, vice-presi- 
dent and international manufacturing 
co-ordinator, is being transferred to 
the London post. D. R. Berry, currently 
president of Scripto of Canada, will 
also return to Atlanta to become a mem- 
ber of the corporate group. 





NATIONAL VULCANIZED FIBRE CO. has named 


THE 


James R. Kallaher as 
general sales man- 
ager, and at the same 
time has announced 
the appointment of 
two new district 
sales managers. Mr. 
Kallaher, formerly 
district sales man- 
ager in Chicago, 
J. R. Kallaher takes over the duties 
previously handled by Roy S. Fisher, 
vice-president and director of sales 
for the company. Succeeding Mr. Kal- 
laher in Chicago is Donald W. Stewart, 
who previously held a district post in 
Boston, Mass. Succeeding Mr. Stewart 
in Boston is Ralph E. Bryant, sales 
representative in the New England area 
for the past ll years. 





MERGER between Smith-Corona Inc. and 
Marchant Calculators, Inc., on the 
previously announced basis of one- 
and-one-quarter shares of Smith Coro- 
na for each share of Marchant was ap- 
proved early in May at separate meet- 
ings by the boards of directors of both 
companies. Stockholders of both com- 
panies will now hold special meetings 
on June 26 to vote on the proposed 
merger. Consummation of the merger 
agreement is also subject to the con- 
sent of two insurance companies hold- 
ing notes of Smith-Corona and Mar- 
chant. 
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Want Ads 





= Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 






































SALESMEN AVAILABLE WANTED — Manufacturers’ representative to sell new line of sta- 
tionery items for mid-west manufacturer. Write Office Appliances 
“ M/ iq ficatior nd ful ten years direct Box T-279, Chicago 6 
At WE SEEK TWO MANUFACTURER'S REPRESENTATIVES calling on 
Dealers in New York and New England States with one or two lines 
E Office Furniture representation including Desks, files, Chairs 
] AR R partitions, etc. Complete Resumes wil! be nsidered. Write Office 
Appliances, Box T-286, Chicago 6 
} A Box F-99, C 
65 MANUFACTURERS REPRESENTATIVES FOR SENSATION- 
7 ~~ NEW PHOTO COPY MACHINE. Lowest priced quality 
21 : {1AN COVERING STATE F SOUTH CAROLINA 1 ’ n today's expanding field. Representative must be 
nang cx ent qualified to set up entire dealer organization in his area 
At Box F-100, Chicago ¢ Those men selected will receive expenses to Chicago for fina 
negotiations. Write Office Appliances, Box T-284, Chicago 6 
R EQUIP A URNITURE SAL 
AAN / na move to Ar f ; rnia. A nave 
51 ysten and proced rk. Excellent reter SALES REPRESENTATIVES AVAILABLE 
W rit ce Ar 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — 
consequently our manufacturers get results. Can handle one or two 
additional high grade lines in office equipment field. Write Office 

































































ALESMAN. RB NESS MACHINES ee . 
aA pore " Sertantiagy Sine 2 Ay “~~ Appliances, Box F-96, Chicago 6. 
; jr r tion with opportunity to buy interest later. Write 
94 A Appliar Box F-102, Chicago 6 PRODUCING SALES REPRESENTATIVE 15 years selling office 
59 dealers will develop wood and steel! lines in New York and New 
a3 AVAILAB FOR IMMEDIATE EMPLOYMENT. Nine years Jersey areas. Write Office Appliances, Box F-97, Chicago 6. 
= Ext n Office Equipment, 2 years ir Of ce Supr 
84 t 41/2 years, Sales Manager for Office Equipment MANUFACTURER'S REPRESENTATIVE selling top-rated duplicat 
86 Mig Have vast following in California, Oregon West ing products dealers in Illinois, Wisconsin, Minnesota, and lowa can 
60 Montana, Idat and Nevada. Have had 2 years Ex handle one major line. Write Office Appliances, Box F-103, Chi- 
De n warehousing on the coast. A n proauction cago 6. 
7 agement. W k ne : 
know what you have ¢ ffer, Write Offic: QUALITY LINE WANTED. Seven years of excellent contacts with 
Apr » F-104. Chicaao 6 Dealers and all major companies in the north half of Ohio. Write 
Office Appliances, Box F-105, Chicago 6 
99 SALES REPRESENTATIVES WANTED MANUFACTURERS’ REPRESENTATIVES WANTED 
WANTE tate distributors in Tenr North Carolina, Sout MANUFACTURERS’ REPRESENTATIVE WANTED. Popular priced 
srolir A lak ind M ppi for office machine ne. Pre secondary steel desk line opem in following states: Alabama, Ark., 
Write Off Appliances, Box T-273 Colo., Idaho, Ill., Ind., Ky., La., Miss., Montana, New Mexico, Okla. 
Tenn., Texas, W. Va., Wyoming. Write Office Appliances, Box 
- 287, Chicago 6, giving lines carried and territory covered. 
9¢ 1A TIIPER r Cabinets. St 
. i Des.» ts ana MANAGERS WANTED 
5 field. Few ct e territories available 
y covered and lines y now handle. Write MANAGER WANTED: To manage an office supply and equipment 
A T-275, Chicago 6 business. Must be experienced in stock control and purchasing. 
Prefer married with children. High school graduate. Salary $500 
per month plus yearly bonus. Midwest city with stable diversified 
ARB R, TYPEWRITER RIBB ANUFACTURER — business. Reply in own handwriting to box number Box T-277, Chi 
sroor riopor anda JU at ng suppres seexk caqgo é. 
ait. Ctiatenin 4 : n stationers and 
Dfice Appliances, Box T-276, Chicago &é 
Job Opportunities In Florida 
Rapid-growing Orlando, Florida store has two high-potential open 
A RS REPRESENTATIVE for t unusual modular ngs: a Manager of Office Supplies and a Manager of Office Furni 
P Nortt t, Rocky Mountain area ture. This business, headed by progressive management and keeping 
9° t & Midwest, areas. State other lir handled. Write Of pace with the great commercial! growth of the Orlando area, offers 
43 A Box T-278, Chicago 4 2 satisfying future to men seeking greater opportunity for use of 
L3¢ their talents. In the heart of the Citrus Belt, with year-round com 
- ee fortable climate and economical, pleasant living conditions. Quali 
190 J é r want ft ve in MUU 1, DALLAS, FOR fications must include successful managerial experience and ability 
L96 WORT Pp r OKLAHOMA CITY nd if you want To be to carry over-all responsibilities in position you apply for. Salary 
hair the Tim ng away trom home commensurate; liberal insurance program and other employee ben- 
he Southwest's tastest growing man efits. Replies confidential. If qualified and want to work and live in 
Pp a in S-ITOHIMS OF Orlando, write to — 
prestige furniture and related lines allow DEAN and DEAN 
n a partn r pt cxperience elling Reta Consu!tants 
mmercial furniture preferred, but more im 9655 Cunningham Road 
T J ° re fT estac i } ecure tTuTfure Tor Cinc nnat 43 Oh 
XE and pr t employment: P. C ae 
o Texa WANT ADS, Continued on page 8. 
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WANT ADS, Continued from page 7 





MANAGER AVAILABLE 





ARE YOU HAPPY WITH YOUR FURNITURE SALES? If not! Get 
results — with an ambitious, sales producer. OFFICE FURNITURE 
SALESMAN seeks future as Sales Manager or Furniture Dept. Man 
ager. Experienced Art Metal, G. F., wood lines, visible systems and 
supplies. Will relocate. Write Office Appliar Box T-28!, 100 E. 
42nd St., New York 17. 





OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED OFFICE MACHINE MECHAN Excellent op 
portunity. Permanent. Good salary. Leon W. White, 406!/2 E. Sar 
Antonio St., El Paso, Texas. 





SERVICE MAN with experience r - ya standgara and electric 
typewriters, Victor adding machines, etc. 40-hour week, hospita 
insurance paid. Opportunity sdvance with good organization 
Jacobsens, Inc., Gary, Indiana. Apply Mr. Hamann, Tollestor 
2210 W. 10th Ave. 


tore 





EXPERIENCED TYPEWRITER & ADDING MACHINE MECHANIC 
wanted by Olympia and Odhner dealer. Excellent opportunity for 
right man. Typewriter Service Company, 218 Third Street, NW 
Albuquerque, New Mexico 





OFFICE MACHINE MECHANICS AVAILABLE 





MECHANIC, Training and many year f experience on "Victor" 
— "Friden" — Typewriters and Duplicators. Not drinking. A-| 
references. Prefer California. Write Office Appliances, Box T-282 
Chicago 6. 





MECHANIC. Typewriters, Adders, Mimeographs, Duplicators. Roya 
electric school. Capable shop foreman. Good sales record. Write 
Office Appliances, Box T-285, Ct 





DISTRIBUTORSHIP WANTED 





NORTHERN CALIFORNIA STATIONER WHOLESALER & DIS 


TRIBUTOR wishes to contact manufacturers interested in develop 
ing sales in District 12. Have aggressive sales and merchandising 
program, established dealer accounts, warehouse space. Write Of 


fice Appliances, Box T-280, Chicag 





DISTRIBUTORS AVAILABLE 





DO YOU MANUFACTURE A PRODUCT which can be intelligently 
and profitably marketed through office supply and equipment 
channels? We are an established paper mil! broker and distributor 
now operating actively in similar work with retail stationers. We 


work with, not just through the trade lt you tee! your product 
merits creative selling, please te all about it. Convince us and 
we will stock your lines for wholesale distribution in the Southeast 


from our Atlanta, Georgia waret Reply « Office Appli 


ances Magazine, Box F-106, Chicag 





WANTED TO BUY — MANUFACTURER 














CHICAGO AREA MANUFACTURING BUSINESS producing prod 
ucts for sale through office supply dealers. Herbert Walsh, P. O 
Box 516, Park Ridge, I!I. 

RETAIL BUSINESS FOR SALE 

OFFICE SUPPLIES — Colorado. Sa $50,000 annually. Excellent 
potential. Owner unable to handle efficiently. Will sacrifice f 
$12,000 cash. Write Office Appliar Box T-274, Chicago 6 
OFFICE FURNITURE & SUPPLY STORE, well established, in fastest 
growing area of Florida, priced + é Swner wants to retire. 


Write Office Appliances, Box T-28 chicago é 











LisTs 
FREE MAILING LISTS OF 6,/30 rmmer ; fationer and office 
appliance dGeéiers Also 8,910 typewriter and adding machine 


stores. Write FREE catalogue of lists of retailers, wholesalers 
manutacturers, institutions, banks, and others. We charge only tor 
addressing. SPEED-ADDRESS, 48-01 42nd St., Long Island City 4, 
Mm: ¥ 





FOR SALE AND WANTED TO BUY 





WILL BUY OR SELL — Addressograph, Speedaumat, Elliott, ad 
and supplies. Also Pitney-Bowes, tying machines 
etter-openers. Mailers, 40 W. 1|5th Street, New 


dressing machines 
folders, sealer 


York II, N.Y 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Specia 
ervice and prices to dealers for purchase or sale. Get our quota 
tions. Chas. S. Nathan, Inc., 548 Broadway, New York 12, N. Y. 





ELLIOTT-FISHER and Sundstrand Machines. Electromatic Type 
writers. Adders, Calculators, and all office machines bought and 
old. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis. 





BUY AND SELL all makes and models Bookkeeping, Billing and Ac 
counting Machines. Wholesale Office Machine Co., 232 W. Fourth 
St., Cincinnati 2, Ohio. 





WANTED — SUNDSTRAND and BURROUGHS Bookkeepers, also 
Remington, National machines. Indicate details model, serial. Gibi 
an Business Machines, 128 Lafayette Street, New York 13. 





WILL BUY AND SELL — ALL MAKES CALCULATORS, adding 
machines, bookkeeping machines and other office machinery. Give 
us full specifications and serial numbers — mode! number if pos 
sible. We'll quote highest prices. International Office Appliances 
nc., Dept. EE, 326 Broadway, New York 7 





WANTED TO BUY: Late model Elliott-Fisher Bookkeeping and bi 
ng machines. Must be over 300,000 serial number. J & T OFFICE 
MACHINE CO., 605 W. Washington St., Chicago 6 





Please 


siness Ma 


WANTED Used Cash Registers, National, R. C 
submit mode! number and price expected. Toledo 
chines, 413 E. Bancroft St., Toledo 10, Ohio. 


o> 
? 
>) 





WANTED: Burroughs or N.C.R. Bookkeeping and Billing Machines 
Calculators, Comptometers, Adding Machines, etc., any style. 
Quote complete description and best price. AMERICAN BUSINESS 
MACHINES, INC., 573 Broadway, New York 12, N. Y 





adding ma 


ELLIOTT-FISHER MACHINES, Calculating machines 
4 Crow ey 


chines — all office equipment, bought and sold. W 
Company, 906-908 No. Water St., Milwaukee 2. 





DICTATING MACHINES AND SUPPLIES, largest buyer and seller 
of all makes, all models. Parts, discs, cylinders available. Write if 
>u have late models for sale. Write for our complete catalog. 


American Dictating Machine Co., In 65 Madison Avenue, New 


York 16 N.Y 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME and 
RAND. Variety of sizes and styles. A-! condition, very reasonable. 
Everstee! Equipment Company, 69 Spring Street, New York 12. 





HIGH PRICES PAID FOR USED BOOKKEEPING MACHINES, all 
makes Burroughs, Sensimatics, N.C.R. 3000, 31/00, Rems., E. Fisher 
Underwood, Brandt Coin Machines. Advise full model and serial 
numbers for our quotations. L. A. Pearl Co., Dept. OA, 140 West 
42nd St., New York 36, N. Y. 
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HOW TO EAT YOUR CAKE 
-AND STILL HAVE IT 














One sale is like a piece of cake—Here today and gone tomorrow. But 
when you get yourself a steady customer on whom you can depend 


for repeat business you’re eating a cake that you'll have indefinitely. 


Acco products represent the permanent kind of cake. Your customer 
for a few Accopress Binders or Accobind Folders soon begins to buy 
in quantity and—if you know your Acco Catalog—is a prime pros- 
pect for Acco Fasteners, an Acco Punch, Special Application Folders, 


Form Binders, various sizes and all the other Acco quality products. 


This isn’t guesswork—it’s been proved time after time. The secret 
is to know the Acco line, prompt the sale with a suggestion and go 
on from there! Why not make an Acco everlasting profit cake for 


yourself? Feature Acco products all the way! 











From left to right—an Accobind Folder, Acco- 
press Binder (or 2-piece covers), Pin Prong 
Binder. See your Acco Catalog for sizes and 
complete descriptions—or write us. 











ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Lid., Loronto 
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BUSINESS AUTOMATION 
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OCTOBER 1958 

















New...a monthly maga- 
zine that deals exclusively 
with office automation 
and systems 


MANAGEMENT and BUSINESS AUTO- 
MATION will be the first magazine 
published that deals exclusively with 
applications of automation and sys- 
tems to business operations outside 
the assembly line and laboratory. The 
publication will herald a new era for 
management in commerce, industry 
and government. 


Advertising will be accepted begin- 
ning with the special Prevue Edition 
of October, 1958. Published by the 
publishers of OFFICE APPLIANCES 
Magazine. Write, wire or phone for 
dummy and descriptive brochure. 














a ze MANAGEMENT and BUSINESS AUTOMATION 


100 East 42nd St. 600 West Jackson Blvd. 
New York 17 Chicago 6 
MUrray Hill 2-2373 DEarborn 2-3206 


ties Wilshire Blvd. 
os Angeles 36 
met 8-388 1 














YOUR MOST 


Snap-A-Part Forms 








/ 
Registers and 
Register Forms a 





Salesbooks 


FORMS 








A K 
Da» 
7 / ~ 
/ #/ 2 
/. A 
i V3 ] 
r Tags | > o/ A 
> 







Ennis Forms are ottractively, 
durably packaged . . labeled 
clearly .. the best in the industry! 
Seld Throvgh Deciers. Write for 
catelog and complete information. 


TAG & SALESBOOK COMPANY 


Western Factory Home Office and Factory fEastern Factory 
Paso Robles, Calif. Ennis, Texas Chathem, Va. 


Branch Offices and Warehouses ct Houston ® Dallas e Waco @ Denver 
Birmingham ® Monroe, Lo. © Los Angeles ¢ St. Lovis ¢ Senferd, Fle. 


ae 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, lil. 


Discount Selling Is a Hot Subject 


Dear Editor: 

“THE AGE OF ‘CHISELRY’ is not only here, 
it is in full bloom. . .the age of the glorified dis- 
count and drastic mark-down, when every con- 
sumer becomes a seasoned purchasing agent scan- 
ning the market for low bids. It is not so much 
what you get, but how much off that really counts. 
Quality, originality, service have long since lost 
their meaning. . .and value as usual is lost in the 
bargain.” 

These are extracts from a quarter page ad in 
The New York Times signed by Joseph T. Shol- 
kin, president of Beacon Plastics of Newton, 
Mass., and Quebec, Canada. We thought you 
might want to use your influence to get Mr. Shol- 
kin appointed to the UN, or as Ambassador to 
Russia, Egypt, Pakistan or, maybe, France. He 
seems to be an outraged gentleman who knows 
what he wants to say—and says it. 

BERTAN K. SWANGER 


American Voss Corp., 
Detroit 35, Mich. 


Dear Editor: 

I was very thankful for Mr. Kahn's critique of 
my recent article on discounting and I wish to 
thank him and OrFice APPLIANCES for an oppor- 
tunity of affording the opposition their day in 
court. I believe his historical analogy was not par- 
ticularly valid for unlike Columbus’ detractors this 
issue has been joined but not resolved. With refer- 
ence to his seven salient points I would like to 
make the following comments: 

1. Discount houses are open evenings, Satur- 
days, and Sunday. Granted we should all gear our 
businesses to cover time periods of greatest traffic 
density. However, I am old fashioned enough to 
believe our commercial society has not reached a 
point of materialism that we must forego a Sab- 
bath for the sake of an occasional sale. 

2. Discount houses do not pay commissions on 
sales. The stationer has this cross to bear, hence 
increased sales cannot reduce selling salaries. This 
would seem to me a prima facie case of greater 
distribution of gross profit. This is a principle any 
stationer should subscribe to proudly. 

3. Discount houses select non traffic areas and 
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develop their own traffic. Since I have not been 
in the lovely state of California in ten years I have 
no first hand information of the situation there, 
but in New York the discounters have located in 
high traffic density areas and. on the whole have 
made no pioneering efforts, 

4, Discounts houses have excellent parking fa- 
cilities. Again I must plead ignorance of the west 
coast situation, but here in New York their park- 
ing accommodations are like most retailers, non- 
existent. 

5. Discount houses are cash and carry and 
eliminate costly billing procedures. I thank Mr. 
Kahn for this reminder and I hope all legitimate 
retailers will gain from his remarks and continual- 
ly evaluate the administrative facets of their oper- 
ation. 

6. Discount houses have eliminated many trims 
from their service. To this I must say “Amen,” but 


since this seems to be an exchange of information 


I would like Mr. Kahn to know that here on the 
east coast even the discounter has come to realize 
that you can't merchandise without service and 
have instituted all those old bogies, mail and 
phone order service, deferred payment plans, etc. 

7. Discount houses operate with proportion- 
ately smaller advertising budgets in the west than 
do department stores. Once again I am glad Mr. 
Kahn localized his example, for upon checking a 
leading New York newspaper it was ascertained 
that a discount house used equal or more adver- 
tising space than any department store. Incidental- 
ly, it would be enlightening to know how Mr. 
Kahn’s discount house would back an office ma- 
chine guarantee sold by mail order on a nonlocal 
basis. 

In closing, I must agree with Mr. Kahn on the 
demise of Fair Trade, but he must also admit that 
certain lines have been protected by a oe 
rather than shotgun approach to merchandising 
on the manufacturers level with the result these 
franchises have become more valuable notwith- 
standing the death knell of Fair Trade. Many 
thanks to Mr. Kahn, as we need all the help we 
can get. 


GeorGe A. PLANT 


Atlantic Typewriter & 
Adding Machine Co., 
New York 7, N. Y. 
Dear Editor: 
Here in the Midwest we are plagued not so 
much by discount houses, but by wholesale catalogs 
(More Letters om Page 180) 
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LETTERS LOOK BETTER 


with the crisp, sharp legibility 
they get with 


ONGHORN «3 


RIBBONS =a 


COPIES LOOK BETTER 


with the clean, smudgeless impressions 
they get with 





PROFITS LOOK BETTER 


with the bigger sales you get from these 


top-quality, top-performing 
ENNIS-AMCO products. 







Send for complete illustrated ENNIS-AMCO 


catalog of carbons and ribbons for the office. 


Cnnis 


_ 


AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factery 
Paso Robles, Calif. Ennis, Texas Chatham, Ve. 


Branch Offices and Warehouses at Houston, Dallas, Wace, Birminghom, Monroe, Le., 
los Angeles, Denver, St. Lovis, Sonford, Fle 














Here and There 





B. A. Tuttle Recalls 
Past Events in Visit 
To Office Appliances 


A recent visitor at Orrice APPLI- 
ANCES’ headquarters was B. A. Tuttle, 
known as King Tut by many of his 
friends. Mr. Tuttle is best known for 
a store he Ey over a period of 
several decades at South Bend, Ind. 
In 1902 he started to work for Oliver 
Typewriter Company. He started his 
retail business several years later. 

Mr. Tuttle brought with him a 
photograph of the general sales di- 
vision of Oliver. He was not sure of 
the date but thought it 1903 or 1906. 

In the large group we recognized 
several salesmen who later became 
prominent in other office appliance 
organizations. Mr. Tuttle believes he 
has the last Oliver made in the Wood- 
stock factory. He still uses it for his 
correspondence, the double keyboard 
being no handicap. 

As a dealer he had the Oliver 
agency but also sold the Sun type- 
writer and the Remington. In_ his 
early days as a dealer he sold Shaw- 
Walker and Macey files made of wood 
and the new but promising line of 
steel cabinets introduced as U-Nettes 
made by The General Fireproofing 
Company. 

In his early years as a retailer Mr. 
Tuttle made some of his best filing 
equipment and supply installations by 
replacing flat files with vertical and 
breaking down the alphabet to as 
many as 6,000 divisions. 

He was also one of the first dealers 
for Victor Adding Machine Company 
For many years he had the Dictaphone 
agency. He has sold large quantities 
of office furniture but admits that in- 
terior decoration and such did not 
enter into his furniture sales. 

About a quarter of a century ago 
he sold his business to his employees, 
but after a brief interval was actively 
selling in Chicago. Today he practi- 
cally is in retirement but happy as 
ever, with the weight of the years 
resting lightly on his shoulders 


OA’s Camera . . . wos present even in 
the very early 1920's, according to Mr 
Tuttle, far left, who saved this picture 
of himself, Mrs. Tuttle, Mrs. Conrad 
Netzhammer, and Hobe Martin, then as 
sociate editor of Office Appliances. The 
scene is at an NSA convention in Atlan 
tic City, N. J. 
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Mortimer Libien Heads 
United Jewish Appeal 


Mortimer Libi- 
en, Libien Press, 
N. Y., is again 
leading the sta- 
tionery industry 
campaign for 
United J ewish 
Appeal. 

Serving with 
him as an execu- 
tive committee 
this year are Max 
Bayles-Ditchek Station- 


L. Ditchek, 
ery, Inc.; Edward F. Dooley, Wilson- 
Jones Co.: Harry Fensterheim, S. E. 


& M. Vernon, Inc.; Martin Glau- 
binger, Zephyr-American Corp.; Fan- 
nie Altman Goldschlag, Bell Station- 
ery Co., Inc.; Herbert Grayson, Ace 
Fastener Corp.; Ned Janow, Associ- 
ated Tag & Label Co.; Nathan Klein, 
Jaclin Stationery Corp.; Irving Krems- 
dorf, Guide Systems & Supply Co.; 
William Lampel, Art Steel Co.; Jacob 
Landsberg, Landsberg Bros.; Irving 
O. Lasner, Goldsmith Bros.; Isidore 
Lerman, Lerman Bros.; Edward Lev- 
enthal, Biddle Purchasing Co. 

Henry Levy, Silver Stationery Co.; 
Irving McKinley Levy, Art Steel Co. ; 
Jesse S. Libien, Libien Press, Inc.; 
Jack Linsky, Speed Products Co., Inc.; 
William Lowenthal, A. W. Faber Cas- 
tell Pencil Corp.; and Frank May, J. 
Oe May Co., Inc. 

Also Martin M. Moldow, Martin 
M. Moldow Associates; Arnold Neus- 
tadter, Zephyr American Corp.; Irv- 
ing Orans, Alpha Office Supply Co. ; 


Arthur Robinson, Simax Stationery 


Co.; Al Seidman, Venus Pen & Pencil 
Shoemaker, Jr., 


Corp.; J Howard 


Eberhard Faber Pencil Co.; Benjamin 
Sonnenberg, Manhattan Stationery 
Co., Inc., Milton Stone, Stone-New- 
man Associates; and Joseph Wexel- 
baum, Red Rope Stationery Industries, 
Inc. 


Henry Johnson Has 
Double Birthday, 
His and His Store 


Henry R. Johnson, founder of 
Johnson’s Bookstore in Springfield, 
Mass., celebrated his 90th birthday 
recently and observed the 65th anni- 
versary of the opening of his store. 

While Mr. Johnson is no longer 
active in the business, he still has a 
lively interest in its progress and con- 
tinued growth. 

When he opened his doors on May 
1, 1893, he had one clerk and one 
boy. Now the store has a permanent 
staff of 100 with as many as 200 em- 
ployees needed during the Christmas 
rush. His nephew, Roger Johnson, is 
now president, and a third generation, 
Charles M. Johnson, is now general 
manager of the store. 


Edward Kleinschmidt _ 
Given Honorary Degree 


Edward E. Kleinschmidt, inventor 
of the teletypewriter, and president of 
Kleinschmidt Laboratories, Inc., Deer- 
field, Ill., a wholly-owned subsidiary 
of Smith-Corona Inc., on April 19 
was awarded the honorary degree of 
Doctor of Engineering by the Poly- 
technic Institute of Brooklyn. 

Presentation of the degree was 
made at the inauguration of Dr. Ernst 
Weber as president of the 104-year- 
old Institute. 
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The Bank of England Series... by Boling 
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6712 6713 


an impressive air of dignity, of prestige, to any office 


suomi W ----- Aptly named, the Boling Bank of England Series lends 


| 

| 

| decor. Ideal for reception rooms, institutional offices. 
Boling Bank of England chairs are time-tested favorites, 
7 preferred because of their fine construction and enduring 
I 
| 
| 
| 


6700 
SERIES 


style. A continuous U-type, steam bent box rail, and 
securely fastened one-piece, steam bent back posts insure 
long, satisfactory wear. Available in Walnut, Mahogany, 
Light Oak or Softone finish. 


=— = ee eae ee CC Ch hc rr 


OUR 54th YEAR 


BOLING CHAIR COMPANY 


siler city, north carolina 
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State of the Industry 





Severe Furniture Freight 
Increases Now Possible 


j 


A warning that the nation’s railroads are proposing to 
increase less-than-carload (L.C.L.) furniture ratings by an 
average of 50%, with some going up 100%, has been 
sounded by John R. Gray, executive director of the Na- 
tional Office Furniture Dealers Association 

“This is a serious threat to the well being of your busi- 
ness,’ warns the NOFA executiv: iding: ‘Motor carriérs 
already have under consideration higher furniture ratings 
via truck and if the rails proposal is adopted the motor car- 
riers will have a substantial precedent to point to in support 
of the higher ratings. In addition, if the rails proposal is 
adopted it will mean an automatic increase in 90 furniture 
ratings via freight forwarder.” 

In all, there are more than 12 
being proposed, which will embrac: 
niture tonnage shipped in the country today, both metal 
and wood. 

What can be done? Mr. Gray suggests 

1. Write to the president of your railroad condemning 

the proposal and tell him in no uncertain terms what 

it will do to your business as well as to the volume of 
freight he may expect from you in the future. 

2. Write a similar letter to James M. Symes, president 
of the Pennsylvania Railroad, 6 Penn Center Plaza, 
Philadel phia, Pa., with a copy to Fred Carpi, vice- 
president of traffic, at the same address 
3. Send copies of the above letters to each of the three 

chairmen of the Uniform Freight Classification Com- 
mittee. They are: W. S. Flint, chairman, official clas- 
sification committee, One Park Ave., New York 16, 
N.Y.; R. E. Boyle, Jr., chairman, southern classifica- 
tion committee, 101 Marietta St., Atlanta 3, Ga., and 
J. P. Hackler, chairman, western classification com- 
mittee, Union Station, Chicago 6, III 

These letters should refer to Uniform Freight Classifica- 
tion Committee joint docket No. 186 


separate freight increases 
the large bulk of fur- 


Olympia to Keep 
Fair Trade Policy 


G. Hirsch, vice-president of Inter-Continental Trading 


Corp., distributors of the Olympia typewriters in the 
United States, has made this statement regarding continua- 
tion of Fair Trade policies: 

“With the continued co-operation and support of all 
Olympia dealers, our policy will remain unchanged. We 
will continue to merchandise the complete line of Olympia 
typewriters through authorized typewriter dealers: the 
SM3: the SG1 and the more recent low priced SF. To this 
list we hope to add, in the not too distant future, the SGE, 
Olympia’s entry into the field of electric office typewriters.’ 


Enthusiasm Important 

In Selling, Business 

ld T. Owens, speaker at 
ny truisms. We quote: 


Termed “Mr. Enthusiasm’, Har 
the Memphis regional, delivered 


“Enthusiasm is something which makes a man extra 
ordinary instead of ordinary.’ 
“Termites of indifference hay iten lives away 


“The man who goes to work a‘ 11 in the morning either 
” 


owns the business or he never will 
“It’s what you learn after you know it that counts 
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The Dealers Are Aware 
Of Peril to Profit 


Attending the various NSOEA regional meetings, OF- 
FICE APPLIANCES’ editors have been aware of the deep 
concern by stationery and office equipment dealers concern- 
ing their profit picture, especially in these “hard sell’, 
“economic breather’, ‘recession’, ‘‘depression” or what- 
ever it might be called. 

Few report actual slipping of business, with the possible 
exception of their furniture departments, especially where 
they are not equipped to complete the whole office. But 
the dealers say they must continually watch these angles: 
Taking of every possible discount on their purchases. 
Overloading of executive staff. 

Losses on credit extensions. 
Failure to adopt aggressive selling methods. 

e Need for changing techniques in management. 

Regarding the latter point, we have found many dealers 
concerned whether or not they are spending so much time 
behind the counter that they have little or no opportunity 
for the reflective thinking that leads to improved methods 
of operation 

The intentness with which dealers are listening to Dr. 
Harris, Dr. Cies, Ed Mosler and President Diehl at the 
NSOEA regionals is proof that betterment of the “profit 
picture’ is the primary reason for attendance at these 


sessions 


IBM not ‘‘Depression Proof”’ 
But ‘‘Recession-Resistant’’ 


Thomas J. Watson, Jr., president of International Business 
Machines Corp., told the annual meeting of stockholders 
recently that the company is not ‘‘depression-proof”’, but 
it was ‘somewhat recession-resistant.’’ He said that as 
the result of a good backlog of unfilled orders, he did not 
expect current economic conditions to affect the company’s 
continuing growth, but he warned that IBM could be 
affected by any long-term business slump. 

He told shareholders that since August, 1957, when the 
company had the biggest sales month in its history, there 
has been a marked decline in incoming orders until March 
of this year when the Data Processing Division, principal 
source of IBM revenue, fulfilled its sales quota. He ex- 
pressed the hope that for the entire current year, IBM 
would do well in sales, but thought it “prudent” to inform 
the stockholders that IBM had felt the effects of the reces- 
sion in its selling rate and could be affected by prolonged 
unfavorable business conditions. 

In discussing the previously published first quarter 
figures, which show an increase of 23.9% over the first 
quarter of 1957, Mr. Watson explained that the majority 
of IBM’s revenues were derived from rentals and because 
of good backlog of unfilled orders, a lowered selling rate 
would have to continue for some time in the future to 
substantially affect the rate of growth of the company. 
He added that it does not appear that the present economic 
situation will have such an effect upon the company. 

Reflecting on the growth of IBM, he mentioned that the 
firm last year topped $1 billion in revenue for the first 
time. Worldwide personnel increased from 76,000 to 85,- 
000 in one year, and the number of stockholders increased 
from 33,000 to 60,000, 
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NEW MOSLER REVO-FILE 


brings giant re-order profits to 
dealers from coast to coast 


One Revo-File sale invariably leads to lots more. That's because 
Revo-File is the only active card file that cuts reference time to 
1% seconds...saves 500% in space...reduces all finding locations 
to just one...saves $200 in changeover costs. Every day an ever- 
increasing number of firms are finding it profitable to switch to 
Revo-File. That means profits for you too. Write today for more 


information. 
NEW MOSLER REVO-FILE 


the modern rotary card file... another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N.Y. 
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O* MAY 14 the publishers of OrFice APPLIANCES heralded 
a new era in the business world with the launching of a dy 


namic new magazine MANAGEMENT AND BusINEss AUTOMA 


Management Magazine HON 


for the Automated It will be the purpose of this distinctive publication to report to 
management on new ideas, developments, results, and the human 

. ° é 
Business Office 


impact of office automation in all areas of commerce, industry, and 


government 


Although directed to users of automated systems equipment 
and products, establishment of the new journal should not be construed as implying that 
the star of the office equipment and supply dealer is on the wane. Rather, the dealer’s 
function as a merchant will become even more significant as the automation idea triggers 


a tremendous expansion of the industry. 


The office today is going through its second great functional change. The first oc- 
curred at the turn of the century with the widespread adoption of the typewriter and add- 
ing machine. It was in recognition of this development that OFFICE APPLIANCES was 


founded in 1904 by George Patterson as The Typewriter Trade Journal. 


Keen awareness of the second great change in the office and its implications in terms 
of facilities adequate to meet the demands of modern business, made it logical for OFFIC! 
APPLIANCES to bring MANAGEMENT AND BUSINESS AUTOMATION into being. To make in- 
itial appearance in October of this year, it will be the first magazine devoted exclusively 
to the subject of office automation. It will present a comprehensive, interpretative view of 
the problems and possibilities of automation as applied to all areas of business except the 


actual processes of manufacturing products. 


Dealers in office supplies, business machines, and office furniture have a tremendous 
stake in the fast-moving developments of automation. Some have voiced concern that 
electronic computers and other amazing new devices will supplant many items now car- 
ried by dealers. Such fears have little foundation. Actually, automation in the office cre 
ates many new opportunities for dealers. The tremendous demand for business forms 
and supplies for new copying and duplicating machines can benefit dealers in every 
community. Many aggressive dealers also will train their staffs to sell, install, and service 


5 many of the electronic devices that have been and will b« developed. 


OFFICE APPLIANCES will keep its readers informed of all trends that can affect dealer 
operations. As developments occur or are indicated, authoritative data will be published 
and interpreted so that dealers may take full advantage of the sales Opportunities po- 


tentially involved. 


Correct approach, supplemented by some earnest study, will make business auto- 





mation a challenge to dealer growth rather than a deterrent to the dealer's progress 
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|" MS which they normally carry on their shelves 
and counters are ideally suited for today’s student 
needs and the dealers with promotion ingenuity can 
capture a youthful sales audience of adult potential, 
OFFICE APPLIANCES’ editors learn in scanning firms’ 
experience SCOrics. 

The market which these imaginative dealers are tak- 
ing advantage of is one which takes on more magnitude 
because of the sputnik-aroused interest in science, new 
curiosity stirred in globes and maps through one-world 
thinking, and a revival of interest in scholarship gen- 
erally. 

What are the office suppliers doing about this market 
which has a potential of staggering import? 

Haines & Essick, Decatur, Ill., have discovered 
that a back-to-school package program restores lost 
business. 

Field-Parker Co., El Paso, Tex.. fills its two dis- 
play windows with school supplies and teaching aids in 
August. 

“I Love Teacher’ promotion rings a bell for Royal 
Stationers, Perth Amboy, N. J. 

Albright Wood, Gulfport, Miss., gives a free soda 
to every student buying more than $1.00 worth of 
school supplies. 


Emphasis on quality nets a 20% increase in school 


That’s the merchan- 
dising program adopted 
by more and more 
dealers in the stationery 
and office equipment 
industry who are taking 
advantage of their school 


market opportunities 
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Dealer Idea Report 








supply volume for Regional Office Supply Co., Be 
thesda, Md 
Another dealer uses photo-type newspaper adver 
I tisements slanted to a student audience 
Still another offers awards to teenage drivers for 
suggestions on the subject of “how to drive safely and 
sanely 
Chas. G. Stott & Co., Inc., Washington, D. C. de 
votes one-sixth of its floor space to student items at 
school opening time. 

And so the office suppliers spell out their own ideas 
for promoting student supplies. On pages 20-27 of this 
issue these programs are amplified to help other dealers 
get business which logically will accrue to them if they 
will put forth extra merchandising effort. 


1 
Back-to-school package program 
restores lost business 
l 
After two years of its successful use Haines & Essick, 
Decatur, Ill. is positive that the firm has developed a 
‘back to school” promotion which is helping to solve a 
A business problem that has plagued many dealers in cities 
throughout the country. 
The solution is a ‘back to school package deal for 
school supplies. This program is carried out from mid- 
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August to September 1—the school buying period. 
But—first to the problem that had to be solved! 
Troubles began for Haines & Essick in 1950, ac- 

cording to Dick Corlett, president and manager of the 

company, “when the Decatur school board introduced 
the rental textbook system. 

“Prior to this time, the company had a school book 
volume sometimes hovering around the $50,000 a year 
mark. The rental system did away with this. 

“Something had to be done—eventually, we had to 
make a substantial come-back in the school business.”’ 

In 1956, this 55 year-old business instituted the 
“packaged plan” for school supplies. 

It was noticed for several years that the Decatur 
school authorities issued a list of school supplies needed 
for the various school grades. This list, although not 
published in the local press, was available to residents 
of the district. 

By obtaining such a list, the company was able to 
pre-package the stationery supplies needed for each 
school grade. The Decatur schools co-operate in furnish- 
ing the list some weeks ahead of school and duplicate 
copies of it are available in the store. 

During the first year, 1956, it was announced that 
the first 2,000 buyers before Labor Day would be given 
free ball-point pens with each of their packages. 

So successful was the promotion that two weeks be- 
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fore the September 1 date, 
hausted. To complete the campaign another five gross 
of the pens was ordered. 

To add shopping zest for 1957, 
were to be given away with the packages 


the pen supply was e€x- 


3,000 of the pens 
-no more. In 
the subsequent advertising program, the diminishing 
number of pens available each few days was played up. 

In estimating the total sales for the 1957 school- 
opening promotion, a figure of 5,000 package sales is 


given. Haines & Essick by this planning have discov- 


ered that, in the words of their manager. ‘‘a terrific 
market has opened up.” 

As might be expected, the idea hit merchandising in 
central Illinois like a bombshell. Chain and variety mer- 
chandisers in the city have countered with packages of 
school supplies made up from their stocks. However, 
this has not hurt because of the quality of merchandise 
Haines & Essick is able to give its customers. 

When the manager of a local department store com- 
plained to the management that the promotion was 
discounting standard items (this concerned gym outfits 
required in the school district), there was a ready an- 
swer: ‘“There is no cutting on any single item for sale in 
the store; only on the package deal.” 

It was noted in the ads that there is a 10% discount 
factor on the purchase of gym suits, etc. 


Discount For Upper Grades 

This phase of the package promotion is slated for the 
upper school years, the junior and senior high schools 
where standard school gym outfits are required. A girl 
may purchase any three items, suit, shoes and sox. In 
this case a 10% discount is awarded. 

For the boys, the same arrangement holds. They may 
purchase shoes, items or any 
other combination, and receive the discount. 

For the package recently- 
installed self-service system of the store is ideal. This 
particularly is true of the stationery packages made up 
for the lower school grades 


supporter, pants, three 


sales of supplies, the 
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PACKAGED TO SELL are school supplies offered by 
Haines & Essick, Decatur, Ill. The packages are 
arranged according to school grades, wrapped 

in clear cellophane and clearly marked as to price. 
In photo is Bob Moore, sales manager and 
vice-president. Shown above is a portion of the 
store's ad promoting the package idea. 





One stop completes the selection. Mothers of small 
children “are really going for this idea, as they are 
spared the trouble of looking around for numerous 
small items.”’ 

The lower school grade packages are made more at 
tractive to both the youngsters and mom by slipping in 
a couple of extra tablets. 

Gym outfits cannot be pre-packaged because of the 
variations in sizes of the garments to be worn. In this 
case, there is an exhibit of these items in the main sec- 
tion of the store. Nearby, in the sporting goods section, 
the items can be selected from stock and packaged at 
the time of sale. 

Phone Orders Come In 

An interesting development has occurred here. Many 
purchasers are phoning in their gym supply orders so 
that the packages can be held for them until they can 
come to the store. 

Haines & Essick maintain a complete sporting goods 
business as part of their operations. This school promo- 
tion has no doubt put them in position of the leading 
school supply people in the city. 

The 10% discount on gym supplies does not apply 
to the lower grade school packages. For these items the 
free Scripto ball-point pen is the reward for package 
buying. 

In the estimated 5,000 packages for 1957 sales, 3,000 
were in packaged stationery, crayons, rulers, and pencils. 
The rest of the packages were of gym supplies. 

By a clever arrangement of an additional table and 
counter display on the way to the check-out station, 
other individual items of more expensive nature are 
offered. These include typewriters, slide rules, drawing 
equipment, brief cases and lunch boxes. 

These items are also worked into the ads calling at- 
tention to the packages, ads which are run in a well- 
planned series during the final two weeks in August. 
This has naturally resulted in a substantial increase of 
these being sold, all of which makes for more school 
profits. 
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TEACHER KNOWS BEST. . . M. E. 
Adkins of Field-Parker Co. shows 
flannel cut-outs and flannel board to a 
young teacher. Teachers, upon seeing 
these articles, wanted them. 





‘Customers for tomorrow’’ are found 


at Field-Parker’s, El Paso, Tex. ‘ 


through annual school merchandising SALESMAN ot Fleid-Perker Co. chews 
a young customer a three ring binder. 
Binder and briefcase display is double- 
faced to show various types and sizes. 





Comes the second week in August and the conven- 
tional office furniture and office supply items are pulled 
from Field-Parker Co.’s two display windows in El 
Paso, Tex., to be replaced with school supplies and 
teaching aids. 

Before going into detail let’s listen to M. E. Adkins, 
Field-Parker’s general manager: 

Merchandising school supplies and teaching aids 
have a double purpose for us. Aside from the immediate 
volume, this provides us with the opportunity to get 
established with our future potential customers (today’s 
children are tomorrow's adult customers) and getting 
acquainted with the teaching staff in the territory boosts 
our Christmas card and social stationery later on.” 


Aim Is to Please Teachers 
Long in the school supply field, Mr. Adkins is fully 
aware that in order to please the teachers his store has 
to have just the items they want And the only success- 
ful way he has to know this is by direct questioning. 
Mr. Adkins and his outside salesmen contact school 
superintendents, principals, and teachers regularly 
throughout the school year within a 38-county area. 
Teachers have their own individual ideas on the 
teaching aids they want to use, and they like to specify 
what school supplies their pupils will use,” Mr. Adkins 
avs 
Furthermore, they expect to find just what they 
want when they shop at our store. The strong preference, 
of course, is for the highly nationally advertised items.” 
The majority of the teachers have a charge account 
with Field-Parker and this simplifies the firm’s direct 
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mail program which is a monthly feature throughout 
the school year. Every month, with the statement, manu- 
facturers’ advertising pieces are included with the mail- 
ing. However, a separate mailing list is also utilized to 
reach teachers who have not, as yet, established a charge 
account. 

At this store, art supplies become a feature attraction. 
Art teachers, generally speaking, specify specific mate- 
rials. And this includes a specific manufacturer's colors, 
brushes, drawing papers, and so forth. And each teach- 
er’s personal preference must be ascertained in advance 
so as to have the demanded items in stock when called 
for. 

While this involves a rather heavy inventory, it also 
attracts pupils who, within a few years, are buying ma- 
terials for their use . . . boys and girls who have taken 
positions on newspapers, advertising agencies, or work- 
ing in a manufacturer's or retail advertising department. 
Too, many art students, after graduation, pursue art as 


a hobby. 


Handle Many Personal Items 

Well, let’s get back to the school kids themselves. 
They need all types of small and personal items . . 
pencils, papers, notebooks, loose leaf binders, pens, 
brief cases, typewriters. . . 

To attract this type of business, Field-Parker uses both 
radio and newspaper advertising. Both radio time and 
newspaper space is contracted for on a yearly basis. And 
the schedule will vary according to the season. During 
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continued 


the school opening period, school supplies get the plug 
exclusively. This firm believes in consistent advertising 
rather than splurge now and then. 

“Small ads run or repeated often have paid off for 
us,” Mr. Adkins explains. 

It takes trained personnel, however, to handle this 
type business. With so many items, and so many similar 
items, the salespeople have to know their stock and be 
able to explain the difference between what could be 
mistaken for similar items. Each item has its own fea- 
tures, and it could easily be the feature that makes one 
item preferred over another. 

“Too,” says Mr. Adkins, “everybody's in a rush. 
They want the salespeople to locate exact/y what they 
are looking for without any lost time or motion. When 
the salespeople can perform to this standard, it gives 
the teacher confidence that she can telephone in her 
order and receive just what she wants. 

“This school supply business,”” Mr. Adkins concluded, 
“is far reaching. Aside from the immediate sales, it 
affords us a personal contact that is invaluable to our 
other departments and fills in a period where otherwise 
there would be a lull in business.’ 


Radio advertising brings in the 
school children at E. M. Bryan Co. 
They have soft drinks ‘‘on the 
house”’ 


A suburban stationery store planned around the needs 
of school children won a 50% gain in volume when it 
promoted school supplies by radio inviting the children 
to trade in their old notebooks for 50c and have a soft 
drink on the house. 

Addressing the youngsters in their own language, 
E. M. Bryan Co., Alexandria, Va., branch, caught their 
ear by radio for two weeks three times daily prior to 
the opening of school, drawing some 75 children daily 
to the store. 

“It was an experiment to see what could be accom- 
plished in acquainting the schools, the parents and the 
children with the store and its stock. Furthermore, we 
were interested in finding out how much of a sales 
increase could be had out of a promotion of this kind,’ 
said N. C. Robinson, sales and advertising manager, 
pointing out the promotion cost of $150. 


Free Drinks Offered 
A prominent door sign told of free Pepsi-Cola. The 
self-service refreshment bar was placed at the rear of 
the store, school supplies islands and shelves in the 
entrance. Self-service was the keynote of store layout 
with the three members of the store sales personnel 
ready to assist. 
Some 100 notebooks were traded in 
“Though the store was jam-packed at the time, there 
was at no time any disorder. We agreed before the pro 
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motion that we would address each other as Mr. and 
have an atmosphere of respect and courtesy. The chil- 
dren responded courteously and each transaction was 
carried out to the complete satisfaction of the customer,” 
added Mr. Robinson, indicating that free 12-inch rulers 
fitting binders were given away to grade school children, 
and curved 12-inch rulers to high school children. 

Gains of 15% to 20% in art supplies, stencils, 
mimeographing and other materials showed up. 

A window display contained a portable typewriter 
with carbon paper, ribbons, 8 x 11 paper, and general 
school supplies including blackboard, notebook and 
fillers. 

“A promotion of this kind shows sales effect for two 
or three months. Then, another promotion may be neces- 
sary. We proved to ourselves that interest could be 
stimulated with the right approach,” said Mr. Robinson. 


Emphasis on quality nets 20% in- 
crease in school supply volume for 
Regional Office Supply Co. 


Wide assortment and quality school supplies have 
brought Regional Office Supply Co. in Bethesda, Md. 
an annual gain of 20% in this volume. And it is quality 
and wide assortment that brings customers back year 
after year, according to Manager Del Clarke. 

“Children and parents are inclined to recall that the 
$1.50 notebook binder they saved money on last year 
fell apart by mid-year. The quality notebook for $2.50- 
$3.00 is a better investment. That is why we stick to 
quality and quality only,” said Mr. Clarke indicating a 
retail school supply inventory of $6,000 in August. 

Giving 48 feet of table space to school supplies in the 
main traffic aisle, Regional Office Supply Co. puts all 
school supplies on open display where they can be seen 
and examined. Self-selection prevails though assistance 
is given where children ask for it. 


Feature Trade-Ins 

“Last year we introduced a trade-in of $1.00 on old 
notebooks. Response was excellent and within the first 
few days 36 old notebooks were traded in,” adds Mr. 
Clarke, indicating a $1.00 allowance was also made on 
any $3.75 and up binder purchased. 

A 36 square foot window of assorted school supplies 
was eye-catching with quality and assortment. 

“Getting your school supplies out early is important. 
We have our tables set up August 1, and though sales 
may not pick up until the first week of September, cus- 
tomers who dropped by earlier recall items that ap- 
pealed to them. It’s good promotion,’ explains Mr. 
Clarke. 

Four newspaper advertisements on school supplies are 
run at weekly intervals in the suburban newspaper 
shopper starting in mid-August and ending .mid- 
September. 

“These ads present our wide assortment. If we have a 
special like a 250-sheet count of notebook paper for 98 
cents, we highlight it and create traffic,” says Mr. 
Clarke. “We may also stress items that we know our 
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schools make a 


neighboring 


require Wi point ol 
calling the schools and learning what school needs will 
be this year. Thus we are frequently able to help out 
when a student is in doubt.” 

Regional Office Supply Co. starts buying school sup- 
plies in April, attending shows given in New York and 
Philadelphia. Buying 80% of the previous year’s sales 
volume in school supplies as a starter, they fill in with 
reorders accumulating a 100-pound order for better 
freight rates. 

Last year we held down on quantity but filled in on 
The 
looking for price. We held our clientele and make new 


quality drugstores and chains will draw those 
customers through our high-quality and durable items, 


comments Mr. Clarke 


Free soda with every purchase 
above $1.00 builds back-to-school 
volume for Albright & Wood 


Back-to-school sales of school supplies hit a new high 
for Albright & Wood, Gulfport, Miss., when Manager 
Raymond Calvert built appeal on two unusual themes 

First, Albright & Wood used two newspaper ads 
plus posters in the store windows, at the soda fountain, 
and on the back-to-school gondola to announce that the 
store would give a free soda to every student buying 
more than $1.00 worth of school supplies. 

The offer was a complete success,”” Mr. Calvert said. 

As word of it got around to students in all brackets 
By the 


sodas, with the average school pupil buying at least 


time school opened, we had served 400 free 
$2.00 worth of supplies instead of the required $1.00 
worth 

School supply customers got their choice of 18 sodas 
on the Albright & Wood fountain menu and ‘many of 


them made something of a ‘party’ out of a shopping 
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QUALITY school 
supplies beat com- 
petition at Regional 
Office Supply Co. 

A notebook that holds 
out beyond the first 
semester is remem- 
bered by children 
and parents, says 
Manager Del Clarke. 


trip, arriving in groups of from two to as many as 10, 
outfitting themselves with school supplies and then 
“taking over the fountain’’ for their free sodas. 

Next, for the 1957 season, Mr. Calvert made a policy 
of breaking down the entire school supply inventory 
into specific grades, checking with local school person- 
nel to determine needs for each grade. Thus, the school 
supply display gondola was bracketed off into school 
grades all the way from the fourth grade to the 12th, 
incorporating numerous new items which are essentials 
for specific types of classes. 

For example, ring binders and note paper were shown 
for almost all grades, inasmuch as teachers thoroughly 
recommend that students save space by dividing the 
ring binder into a separate section for each class and 
using tab indexes to locate the sections quickly. 

Incorporated into various grades were such items as 
slide rules, paint brush sets, special sizes and types of 
notebooks and book bags. While there were actually 
only around half a dozen new items it was noticeable 
that students in all grades were ordering such items as 
protractors, rulers, over-sized 


quick-calculation ring 


binders, more expensive school bags and scratch pads. 


Special Notebook Promotion 

One of the more profitable aspects of the 1957 back- 
to-school season was special promotion on notebook 
paper in pastel colors, instead of the usual white. School 
pupils, particularly girls, it was found, took to pads of 
pastel note paper, either ruled or unruled with glee, to 
the point that the colored variety outsold white paper 
two to one. 

“School children seem to appreciate the fact that we 
have gone to greater effort to align the merchandise 
shown specifically with their needs,” Mr. Calvert said. 
“This, in combination with a free soda offer brought in 
more school children than any promotion we have ever 
attempted.” 


(continued ) 
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PUTTING a table of school supplies right 
in the entrance of the store has helped 
this suburban branch of Chas. G. Stott & 
Co. in Silver Spring, Md. to increase 
school supplies volume annually. 


At School Opening Time, One-Sixth 
of Floor Space at Chas. G. Stott & 
Co. Is Devoted to Showing Student 


items 


One week before school opens, Chas. G. Stott & Co 
Inc., Silver Spring, Md. gives one-sixth its floor space, 
or about 280 square feet, to school supplies. Putting 
three tables in the store entrance, this dealer stresses 
wide variety of stock and personnel trained through 
daily meetings to know paper, binders, pencils and 
other school requirements. Students are thus helped in 
making correct selections. 

Two store windows of school supplies present brief 
cases and bags, and general school supplies like fillers, 
ring binders, compasses, pencils and erasers a week be- 
fore school opening. 

“Last year we gave a free 25-cent filler of notebook 
paper with each 98-cent ring binder and sold several 
hundred binders. Word spread about without news- 
paper advertising,” said Frank N. Heinley, manager, 
indicating, however, that newspaper advertising on 
school furniture had sold several hundred items. “We 
had a stock of school furniture similar to that sold to 
the county schools, and advertising in the suburban 
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papers brought an excellent response. Washington 
newspapers carried several advertisements of ours on 
school supplies.’ 

Mr. Heinley estimated a gain of 15% in school sup- 
plies in 1957 over 1956. 

“Your fixture is important. A self-service display case 
in recessed tiers takes more merchandise than a table or 
flat surface. Also having a pen counter at the same loca- 
tion as school supplies,” said Mr. Heinley. 

Unit sales in pens $3 and up had increased by 15% 
due to the proximity of the pen counter to school sup 
plies. 

Buying in proper quantity helped the firm beat drug- 
store and chain competition, with stress on quality in 
such items as brief cases. 


‘‘| Love Teacher’’ Motif Rings Bell 
on school opening program used 


by Royal Stationers, Perth Amboy 


Kindergarten to college window displays inaugurated 
the highly successful school opening season for Royal 
Stationers, Perth Amboy, N. J. 

Sol and Betty Schlesinger, owners, planned the school 
opening program with the idea of furnishing every 
student with every conceivable item he could want. The 
whole store, an area of some 26 x 85 feet, and four 
wingtype windows fronting on the main street, were 
used to promote the program. 

Outstanding feature of the window display was a 
lifesize model of a nattily dressed, blonde schoolteacher, 
small elementary school desk with pens, pencils, blank 
books and a small blackboard on the wall announcing “I 
Love Teacher’ in white chalk. Widespread comment 
from adults, children and tradespeople attracted in- 
creasing transient traffic to the store. 


Use Old School Desks 

Mr. Schlesinger took advantage of an opportunity to 
buy out some old school desks—elementary grade de- 
sign, seat, armrest and desktop attached—which were 
being replaced. This gave him a double-pronged objec 
tive. First the desks would fit in just right with the 
school opening program and second, it occurred to him 
that many families with smaller children might use the 
desks to train youngsters. 

“How many times,’ he remarked, “do mothers have 
difficulty with little tots trying to get them to eat, read 
picture books or do other little tasks.’’ Also the desk of- 
fered a rare chance to pre-train for kindergarten. The 
desks, reasonably priced, could be used to promote the 
philosophy of ‘‘sitting at a school desk like big sister or 
brother.” 

The plan paid off even better than anticipated. The 
desks were placed outside, just as purchased, the re- 
finishing, repolishing and repainting left to the pur- 
chaser, and carrying out the school theme in the feature 
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window, only rough sales tags were attached. Even 
grandmothers came in to buy. A side development was 
the fact that some of the desks were sold for collector's 
items 

In line with meeting every possible requirement each 
window was decorated with selective and complemen- 
tary items. The color scheme followed the fall pattern 
of golden orange. One window contained wide selection 


of school bags and cases, albums, pencil boxes, another 
dictionaries, pen and pencil sets, blank books, world 


globes, student size steel desk. Third window carried 
small desk sets, school wallets, index cards, matching 
wallets and looseleaf books. And in one section an area 
was given over to the needs of parochial school stu- 


dents 


Window Display Effective 

The last window held the schoolroom, and the 
teacher even had a ruler in her hand pointing at the 
blackboard. 

The walls are free of merchandise racks giving the 
store wide aisles and comfortable shopping areas. Stock 
is stored in the full size basement and removed to the 
store as needed. Merchandise on display in the store 
follows the specialized pattern set in the windows. 

A student corner will contain a small typewriter desk, 
chair, desk set. A college corner will use reference 
books, small typewriter table, typewriter (portable), 
school banners, typing paper, carbon. Another unit is 
given over to greeting cards for all occasions, 25 racks 
in all, with another large selection of party goods. 


In conclusion, dealers offer a 
number of merchandising ideas 


for upping school supply sales 


Office supplies and equipment dealers everywhere 
are making plans for business building promotions 
which they may employ while the school sun shines. 
Here are a few of these adventures in merchandising 
beamed directly at the school set: 

One office machines dealer hires a commercial pho- 
tographer to take photographs at all schools in the com- 
munity. These photographs are reproduced in a photo- 
type newspaper advertisement. Underneath each photo- 
graph is a listing of school personnel, the school’s ad- 
dress and telephone number. At the bottom of the ad- 
vertisement is the reminder that ‘‘wherever your child 
attends school and however young he or she may be, a 
typewriter will help the school cause.” 

Another firm offers to take photographs of all school 
age boys and girls. Store employees use a camera which 
develops its own prints in a matter of seconds. Any 
child who comes into the store with one parent in tow 
may have his or her picture taken—for free. Two prints 
are made and both are given to the child as a souvenir 
of the occasion. The parent is also handed a “get ac- 
quainted voucher” worth $2 towards the purchase of a 
new or used typewriter for Junior or Joan. 

This dealer is especially interested in teenage traffic, 
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both the automobile variety and store traffic as well. He 
offers 10 awards of $2 each for the best suggestions 
originating from teenage drivers on the subject of “how 
to drive safely and sanely’’. These must be brief, to the 
point, and highly practical. They are capsuled into a 
newspaper display together with the reminder that 
“teenagers need a typewriter to learn to express them- 
selves clearly and forcefully’. 

The same dealer uses a companion type advertisement 
under the engaging title “school set’’. This is a column 
which contains short bulletins on forthcoming school 
dances, concerts, plays, banquets and the like. School 
sporting events are also mentioned more than casually 
in the column. There are also several “do's and don'ts” 
for dating. Teenagers are cordially invited to submit 
their “brainstorms” on what to do and what not to do 
on a date. A dollar apiece “mad money”’ is paid for such 
scintillating suggestions along this line. The commercial 
context of this advertisement points out that a type- 
writer is a “must” for school social correspondence. 


Personal Letters Sent 

Yet another office appliance merchandiser dispatches 
a personal letter to all school instructors at the begin- 
ning of the school semester. The epistle wishes the 
teacher well with regard to the forthcoming school 
period, and suggests that a typewriter and a personal 
filing cabinet are items which every well equipped 
teacher possesses at home. 

With every such letter of this nature is enclosed a 
preferred credit card. This entitles the instructor to 
charge office appliances and to pay for them upon a 
mutually agreeable basis. 

Yet another dealer is taking advantage of the school 
month to establish a snack bar on the premises. Every 
morning between 8 and 9 A.M. this dealer offers “stu- 
dent specials”. These are items such as brief cases, pen 
and pencil sets, stationery, which are offered at a special 
price for one hour only. During this hour coffee and 
doughnuts are served to all students who come in and 
make a purchase. Incidentally, many businessmen and 
businesswomen take advantage of this “morning pick- 
me-up service’ and make purchases of their own as 
well. 


Halloween Party 

This dealer also schedules a “happy Halloween party”’ 
for Halloween Eve. All children of school age are urged 
to dress up appropriately and special awards will be 
forthcoming for the most unique costumes. “Trick or 
Treat’’ candy will be served. Moreover, the store will be 
open for business that evening and typewriters, desks, 
and other items for the teenagers’ own room at home 
will be offered at slightly lower than usual prices. 

Still another dealer is football conscious. Every 
Wednesday night a list of gridiron contests scheduled 
for the ensuing week-end is published. Newspaper 
readers are invited to pick the winner of each contest 
and submit the list by noon on Saturday morning. Small 
cash awards will be made the following Monday for the 
most nearly correct listings. From time to time, photo- 
graphs of high school sports luminaries are placed in 
store windows through the courtesy of high school 
athletic departments. 
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Some New ABC’s in Selling 
| Office Machines 


Demonstrations 


in supermarkets... 













in bank lobbies... 


a 


and in schools 


increase sales 
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Spokane firm has developed a well-rounded 


merchandising formula that brings the 


products right to the consumer. 


T he A. B. C. Office Equipment Co. of Spokane, 
Wash. believes that a well-rounded merchandis- 
ing formula is not unduly difficult to execute. Further- 
more, experience of this firm is passed along to other 
appliances suppliers. 

A.B.C., for example, has set up an action-packed 
display in a local super food market. For an hour or 
so, several days weekly, a feminine employee demon- 
strates the typewriter before admiring housewife food 
shoppers. She explains, during the demonstration, that 
there are many uses for a typewriter in the home. In- 
cluded in the potential, she demonstrates, is its use by 
the small fry who want to make an impression on their 
teachers. In addition, the demonstrator points out the 
use of a file in the kitchen and the use of a small one 
for bills and correspondence, both social and business. 


Ideal for Demonstration 

A super food market is ideal for this sort of thing, 
because, sooner or later, virtually every housewife drops 
in to price or purchase foodstuffs. But this is not all. 
A.B.C. has a companion action display in a local bank 
on the first Thursday and Friday of each month. 

Here, a male employee demonstrates typewriters, 
dictation machines and other office equipment. Busi- 
ness and professional men, with a smattering of the 
housewife contingent, are highly interested observers. 

Between these two closely affiliated displays, A.B.C. 
brings its products to the direct attention of many 
prospects. And it goes one step further in arranging 
with various high schools for a typewriter demon- 
stration during after-school hours. All interested stu- 
dents, and there are many, are cordially invited to at- 
tend. They may even try out typewriters in which they 
have an especial interest. 

Those students who give evidence of such interest 
are then invited to arrange for a demonstration in the 
home. An interesting feature of these home demon- 
strations is that students are handed a comment card. 
They are asked to write or type on the card their im- 
pressions of the machine demonstrated—favorable or 
otherwise—and why they would like to possess one, 
or why they would prefer another make of typewriter. 


Comments Earn Discount 
return for the filling out of such comment cards, 


I 


n 
$2.5 


0 is allowed toward the purchase of a new or used 
typewriter. Invariably, such vouchers are made use of. 
The A.B.C. Office Equipment Co. also calls a dozen 
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names at random daily and inquires if there is a type- 
writer in the home. If the answer is in the negative, 
every effort is made to arrange for a demonstration. If 
a typewriter is already a household acquisition, a com- 
parison test is suggested whereby a new model of ma- 
chine is placed side by side to the present possession 
in the home. Many typewriter owners take A.B.C. up 
on this comparison challenge. 

Going still further into the promotional picture, 
A.B.C. has three or four typewriters on desks in front 
of the establishment, each with typing paper on the 
desk. Posters read ‘Eye These, Then Try These.’’ No 
attempt is made to hurry the customer who is trying 
out a model. When a customer is finished to his satis- 
faction, a salesman is available to put on the finishing 
touches. 

A.B.C. does not neglect the newcomers in the com- 
munity. On or around the first of the month, a com- 
munity newcomer breakfast is held at a local hotel, All 
newcoming firms receive a personal invitation to attend. 
The purpose of the early morning get-to-gether is to 
make the newcoming firm or individual more personal- 
ly aware of A.B.C.’s existence. 


Piggy Banks Furnished 

A.B.C. also furnished piggy banks to housewives and 
students into which money can be placed. A deposit of 
$.75 is charged for these banks which are available in 
a wide range of design and colorings. When “piggy” 
is chock full, it may be brought to the office appliance 
firm’s headquarters where it is opened and contents 
credited toward a new typewriter, file, desk or other 
office appliance. 

It is found by A.B.C. that its rentals of both type- 
writers and adding machines are an integral part of 
its operation. Rental customers are treated with as much 
cordiality as outright office equipment purchasers. An 
effort is made, after the first several weeks, to contact 
the rental customer to see if he or the firm can be pur- 
suaded to purchase the rental unit. 

In this connection, A.B.C. uses radio spot announce- 
ments at 7 A.M. or directly after the morning news- 
cast. Early A.M. broadcasts are declared to be most 
productive of results. 

These ideas are a compendium of what is news- 
worthy in the way of business-cementing principles as 
practiced by A.B.C. With infinite variations they can 
be used successfully by other office appliance merchan- 
disers. 


29 











MARRIANNE O'BRIEN, designer, works on the 
collage of colors and materials which will 
form part of salesman's selling kit, important to 
selling the whole office. 









eos 


ALAN GOLDSTEIN (right), general manager 
of Rochester Stationery Co., confers with 
Gordon Davis, head of the design studio, 
about the time allocation for a specific job. 


Be 


Integration of floor coverings, wall 
materials and accessories with furniture 
at Rochester Stationery Co. spells 


--- SUCCeESS in complete 





strides at Rochester Stationery Co., Rochester, 
N. Y., in the past six years. 

Dollarwise, the integration of floor coverings, drapes, 
wall materials, lighting and desk accessories with office 
furniture has tripled unit volume. 

Percentagewise, furniture department sales have 
jumped from 20% of the firm’s gross revenues to 40%. 
And despite the number of decorating credits stockpiled 
by the firm’s design studio, management feels that only 
the surface has been scratched, that future potential is 
virtually unlimited. 

Alan Goldstein, general manager, says that no single 
factor can be isolated and credited for the successes en- 
joyed in the complete office field. Rather, it is the com- 
bination of such elements as top designers, efficient 
salesmen and prospecting methods, expensive displays 
and showrooms, management creativity, and executive- 
oriented advertising campaigns to form a selling pro- 
gram that is outdistancing those of competitors. 

“Six years ago,’ says Gordon Davis, head of the de- 


Ss of the complete office has made giant 


sign studio, ‘the average furniture department sale was 
$1,000, and consisted of an executive desk and a num- 
ber of chairs. Today, furniture forms the focal point of 
the sale, but the complete package, including carpeting, 
lamps and accessories and wall coverings, triples that 
amount. Our records show that salesmen, armed with 
the design package prepared by our studio, have a 99% 
closing average.” 


Success Based on Talent 

When Rochester Stationery set up its design studio, 
management felt that future success in the complete of- 
fice selling field would be directly dependent upon the 
talent obtained. Besides Gordon Davis, there are Bev- 
erly Lucks and Marrianne O’Brien, all graduates of lead- 
ing design schools. Designers are also required to com- 
plete postgraduate work in design. 

There are two guiding principles which are very evi- 
dent in the functioning of the design studio. Manage- 
ment feels that the primary task of designers should be 
design, that salesmen should do the actual selling, but 


30 OA-6/58 


al 








_ 





BEVERLY LUX, designer, works on 
the floor plan included in the 
salesman's selling kit at Rochester 
Stationery Co. 


office selling 


that both should team up for a particular job. 

The second guiding principle is that many minds arc 
better than one, which means that brainstorming ses- 
sions are held among designers before a particular job 
is assigned to one, and among salesmen and supervisors 
before the selling job is assigned. Thus, all jobs will 
benefit from collective thinking. 

Although each of the three designers work on two or 
three jobs at a time, six big projects are considered the 
maximum a top-notch designer can handle in any one 
vear. There is no limit to the number of small jobs 
squeezed in. It is a matter of careful time allocation, 
since no part of the overhead is taken out of salesmen’s 
ommissions, and the service is provided free to cus- 


tomers 


Time Records Checked 


Periodically, the time records are combed to deter- 
mine if time spent on particular jobs was in proportion 
to resulting sales dollars. In that manner, standards have 
evolved to the point where management can estimate 
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A POTENTIAL remodeling customer is shown an 
office done by the design studio. Twenty 
decorator offices are available for study—a 
potent selling tool. 


31 














SPELLS SUCCESS continued 
the probable sales volume and the amount of time to be 
spent in relation to a specific job. 

Wherever possible, designers work from architect 
supplied blueprints. Where only interior remodeling is 
contemplated, discussions with construction subcontrac- 
tors have proved helpful. 

For salesmen going after a specific job, the most ef- 
fective selling kit has been found to be a color render- 
ing, a collage of flooring, fabric, upholstery, and wall 
colors; a floor plan made from actual field measure- 
ments; written specifications and instructions showing 
colors and all other vital information; and a furniture 
booklet (illustrated) showing every item necessary. The 
objective is to avoid a stereotyped presentation and gear 
the package to the personality of the businessman in- 
volved. 


Small Jobs Are Important 

Despite the number of big jobs coralled by the firm’s 
17 furniture department salesmen, the best prospects 
are considered to be small concerns which are doing 
well, yet have not taken steps to remodel executive of- 
fices. Salesmen work directly with the executive con- 
cerned, do not make presentations to purchasing agents 
or lower-echelon personnel. “Cold turkey’ approaches 
are not shied away from, but have been very productive. 
After securing permission to present a design package, 
the salesman and one of the designers discuss likes and 
dislikes with the executive. Supplementary discussions 
are held with secretaries, a procedure which has proven 
helpful in getting a rounded picture of the personalities 
involved. 

Extremely important, management feels, is continual 
vigilance to secure new lines and exclusive franchises. 
The firm is a member of the Executive Furniture Guild, 
so it has top lines in office furniture. Initially, it was a 
matter of trial and error in lining up resources for 
fabrics, floor coverings, and accessories. From the mul- 
tiplicity of products available, the design studio selected 
only the few considered best. 

For example, before the design studio was organized, 
the firm carried 25 lines of wood furniture. After entry 
into complete office selling, it dropped all but four 
Only four carpet lines are carried, and the same holds 
true for drapery materials and hard surface floor cover- 
ings. 


Samples Are Displayed 

Since storage space is at a premium, the practice of 
only carrying samples was adopted for all lines but fur- 
niture. Several thousand dollars worth of samples are 
displayed in the studio, located on the second floor, next 
to the showrooms. An effective procedure, it has been 
found, is to buy one large-sized piece of a certain fabric 
number, and 91/,-inch samples of the remaining colors. 
From the beginning, it was felt that the best way of 
showing the talent of the design studio was to have a 
number of offices set up in the showroom. There are 
now 20 such offices, ranging from traditional to mod- 
ern. They are in a constant state of rotated renovation, 
the average life of each being less than eight months. 
The objective, when salesmen show prospects through 
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the showrooms, is to expedite pinpointing of their pref- 
erences, perhaps effect a sale of a particular office after 
it is dismantled at the end of its display period, or 
convince the customers that the designers are capable 
of giving them offices they will enjoy working in. Also, 
sales of furniture, without the trimmings, are accelerated 
when the product can be viewed in complete settings. 

The direct mail advertising program has been de- 
signed to interest a selected group of businessmen in re- 
modeling, to bring them into the showroom and to 
make them receptive to the follow-up campaign. Four- 
color brochures showing area offices the firm has de- 
signed are mailed each month to a rotated portion of 
the list, at the rate of 3,000 per mailing. 

Other media have been tried, but management has 
found the direct mail brochures are read, and salesmen 
have found the mail lubricates their follow-up visits. 
The silent advertising value of a design-engineered of- 
fice done by the firm has supplied many an unsolicited 
customer. Word-of-mouth advertising by business execu- 
tives, too, comprises a tremendous pool of potential 
customers. 


No Trade-in Problem 

Unlike office appliances, there is no trade-in problem 
in the complete office field. Furnishings and furniture 
in remodeled offices are not scrapped, but passed down 
the line to lower echelon personnel. And Rochester Sta- 
tionery has a refinishing department for both machines 
and furniture. The over-all package price of a job is 
usually increased by selling the customer on the idea of 
refinishing ‘‘pass-downs.” 

“We've expanded our complete office operation tre- 
mendously,”’ says Alan Goldstein, ‘‘and feel we can do 
justice to any remodeling job desired by a customer. We 
realize, however, that smaller office dealers in the area 
can't possibly duplicate our setup. Yet, dealers who 
haven't gone in for completeness in selling are missing 
added sales volume. 

“For example, the average executive package runs ap- 
proximately $3,000. Many area dealers have asked our 
design studio to prepare the decorating “package,” 
which we do for a flat fee of $250. They feel the cost is 
nominal compared to the profit from a job which might 
otherwise be lost completely.” 





Rochester Stationery Co. Design 
Department Did This Complete Job 


————> 
@ On the succeeding pages is given the 
case history of an office planning complete 
installation by Rochester Stationery Co. at 
Eber Bros. Wine & Liquor Corp. 


Personnel involved included George S. De 
Groat, salesman; Miss Beverly Ann Lucks, 
designer, and Gordon E. Davis, manager 
of the design studio. 


Salesmanship, survey, design, color co-ordi- 
nation and work function were all included 
in the project. 
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@ A sales opportunity for Rochester Stationery 
Co., Rochester, N.Y., was discovered when the 
salesman who had been calling on the Eber Bros. 
Wine & Liquor Corp. of Rochester for years 
learned that the firm planned to relocate and 
construct a new building. This was the signal for 
approach of top executives by team composed of 
salesman and designer. During progress of the 
sale, which took one month to close, the salesman 
was able to “trade up” furniture lines by inviting 
executives into the Rochester Stationery Co. show- 
rooms, seating them in middle line chairs and 
desks first and then in top lines, at the same time 
pointing up features of higher-priced furniture. 
This resulted in choice of top items. The design 
package included color renderings, floor plans in 
color and collages. The designer, using color chips 
ind a color visualizer, would present the color 
aspects while the salesman would inject com- 


ments about the furniture 


a case history 


Furniture function enhanced 


Personalities, color preferences 


considered in Rochester Stationery 


Co. complete installation for 


Eber Bros. Wine & Liquor Corp. 


Prior to the presentation, the designer and 
salesman had interviewed all executive personnel 
and obtained a clear understanding of their per- 
sonalities and color preferences. Such interviews 


also extended to office, warehouse and mainte- 
nance personnel. 

Designer's talents were extended to all parts 
of the building, improving morale all around, 
since Eber employees, from janitor up, were con- 
vinced that their color preferences were taken 
into account and this consideration didn’t just ap- 
ply to the executives. For example, even the pipes 
are painted different colors and the janitor’s room 
has a chocolate brown door, beige walls and a 
green chair. 

Special problems, too, were met. Due to possi- 
bility of accidents kindred to the liquor business, 
Formica tops are used on all furniture and stain- 
resistant carpeting is provided. All draperies are 


completely flameproofed. 
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OFFICE PLANNING ... 
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president’s office 


Stowe-Davis furniture is used in 
the office of Eber Bros. president 
Wall pictures are originals by 
Bradford. Planter is by Architec 
ural Pottery, solving the problem 
of concealing fire exit. This was 
done by placing the Chinese bush 
tree in a planter in front of the 
door. Under drapery is in white 
and gold and upper drapery is of 
turquoise silk with handprinted 
Chinese leaf pattern in gold and 
white. Cabinets are’ dummied 
in parts, concealing radiators. Rox- 
bury carpet is gold nylon. Walls 
are white grasscloth. Side chairs 
are turquoise while swivel chair 
is gold, as are upholstered pieces 
Table is conference size coftec 
style with granite top. Fabrics are 
Guild Resource. Smith Metal Arts 


furnished desk accessories 
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vice-presidents’ offices 


Hoosier desk and Gunlocke chairs are used by vice 


president occupying office pictured wvelow. Liking for 
hips accounts for New England figurine and original 
ships sketches by Gruppe. Desk accessories are Smith 
Metal Arts and Sainberg. Mauve rug fits in color scheme 


sand beige 








executive 
vice-president’s office 


A large Roy Mason water 
color sets off the chocolate 
brown wall behind red leather 
with matching fabric swivel 
chair of this firm executive. 
Other walls are off white. 
Stow-Davis furniture is again 
used. Side chairs are in gold 
leather while sectional pieces 
are Kelly green. Architectural 
Pottery accessory implements 
beauty of the plant. Draperies 
in red and white complement 
gold nylon carpeting. 


Another vice-president uses office pictured below. These 
quarters are tastefully furnished in green and gold 
Chairs are in Kelly green leather and flooring is gold. 
Walls, too, are gold with exception of white one op- 
posite desk. Drapes are in green and gold. Telephones 


in all offices are color-coordinated 








OFFICE PLANNING .. . continued 
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general office 


The general office shown below, is done in green and gold with the General 
Fireproofing desks picking up the green of the green and gold floor covering 
End walls are gold and side walls green. Draperies are gold and white. The 
soft green color extends even to the telephone 


4 


employees’ cafeteria 


Herman Miller furniture provides utility 
and colorful setting for the employees 
cafeteria. Flooring is red and white. Top 
of counter shelf and bar is lipstick red 
Formica. Refrigerator, dishwasher and 
stove are lemon yellow, same as walls. 
With exception of black lounge chair 
chairs are red and white, similar to 
colors of draperies Woodwork is nat- 


ural finish. 
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office interiors 


“ Columbus Blank Book Co. of Columbus, Ohio 
made this installation for directors’ room at the 
Dollar Federal Savings & Loan Co. of Columbus. 
Co-ordinated with the room appointments by the 
firm’s designer, James Coon, the furniture in- 
cludes Standard Furniture Co.’s Continental series 
table and Gunlocke Chai: Co.’s 2407-R chairs 








Y A private office of an official in the Standard 
Oil Co. of New Jersey's new Milwaukee regional 
office building was equipped with Milwaukee 
chairs by the Forrer Equipment Co, These chairs 
are of the Milwaukee Chair Co.’s new Imperial 
and Prestige series with upholstery in color to 
match the decor. 
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3. Metal, either copper or brass, 
with walnut inlays makes this 
rge ash tray a highly decorative 
piece. The diameter is seven 
nches and the height is three 
nches. Designed by Ben Seibel, 
trom Richards Morganthau 
Retail is $9 





4. The “Spin-Top” 
automatic ash tray 
by Smo-King 
Products, Inx 
offers both enamel 
and krinkle bases 
in several sizes 
with chrome and 


1. From the Haeger Potteries, Inc., this 


combination ash tray and cigarette tray 
is available in black, turquoise and 
Haeger red. The handle on the 
cigarette box is brass and the whole box 
can be removed. No. R-1618 


brass tops. Colors 
include gold, 
silver, green, red 


ivory, and black 





accessories of the month 


Ash trays complement 


SH trays and other smoking accessories rate high 
A among the accessory items which the dealer can 
stock and supply to customers to complete the office 
interior. These items also are on the list of “most 
wanted” gift items at Christmas time when “Business 
Gifts for Business People”’ are sold. 

Most popular today are the correlated items, the ash 
tray, the cigarette holders, the lighters, and in many 
cases the complete desk set. Because of the different 
types of office decor, there is a need to match the ac- 
cessories. 

Manufacturers today offer metal, leather, ceramic, 
stoneware, wood, crystal, glass, and plastic ash trays. 
There are also combinations of each of these in groups 
of two or three. 

For the modern office, such items as the stoneware, 
the metal, and the plastic ash trays will fill the bill. For 
the traditional office, the crystal, the metal, and the 
metal and leather ash trays will find a place. It goes 
without saying that many of these accessories would 





be in place in any decor. 
In presenting this group of smoking accessories, 


2. Sparkling crystal to add dignity to any 





office. From Vogue ¢ imics Industries, In« OFFICE APPLIANCES, again, is attempting to offer a 
wide variety, representative of what manufacturers can 
supply to dealers. Each of the companies which have 


these ash trays range in size and shape 
to suit any situation. Famous Val St. Lambert 
glass from Belgium is available as 


well as designs shown here. 
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items shown on these pages, as well as many others in 
the field, have many styles and choices. 
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5. Modern accent is provided by this grouping 
of stone exterior ash trays in a 
riety of sizes. The interiors are all glazed 
in either royal blue, moss or white 
Exteriors are gray. Other units have all-over 
elaze in a variety of colors. Lighters and 
other accessories available. From N.S. 
Gustin Co. 


ft office decor 








7. A traditional 
standard. Screen top 
ash tray covered in 
top grain cowhide 
and tooled with 24KT 
gold. In assorted 
stock colors with two 
designs. Screen insert 
is 4 inches in diam- 
eter. Priced at $9. 
From Sainberg & Co., 
Inc., No. 762. 


8. For the sportsman! A large handcrafted 
ash tray with the figure of a game fish. 
Bronze or tweed finish in black. This 
over-sized ash tray can fit on a table or 
large desk. From Haeger Potteries, 
No. R-1790. Retail is only $5. 


h 
t 
S r 
9. New on the market! These plastic smoking accessory 
units are striking in their simplicity and unique 
ir in their styling. Made by Free Flo Plastics Co. in 
P Pasadena, Calif. They are available from Sun Glo 
Studios. There are pen sets in line. 
Ss 
© If you wish more infor- 

S. - mation about the accessories 

6. The smoking stand, updated neato J 
a and modernized, is offered by | pr lure ere, P ease Use 

ore | 2 . 2 =. 

n Arrow Lamps, Inc. This Model the inquiry card facing 
e No. 10 features black with | page 66. Your requests 
" pewte Prsee gor ag : rary will be forwarded to 

top or Diac with polis red the manufacturers. 

brass. Stands 22 inches high i 
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Harold Mann 
Evxecutiz c Sec retary 


Harold Steinke 
NOMDA P 


W. R. Leahy 
Forum Leader 


Mrs. Edward 
Pfitzenmaier 
President 
NOMDA 


Friendly Milwaukee 
Beckons To NOMDA 
June 29-July 2 


| greg new products in the mechanization of offices and provid- 
ing for panel discussions tailored to provide money-making exchange 
of ideas, the National Office Machine Dealers Association will meet in 
friendly Milwaukee, Wis. June 29-July 2. The Hotel Schroeder will be the 
headquarters 

Executive Secretary Harold Mann and the Milwaukee convention com- 
mittees declare that these will be convention-and trade exhibit highlights: 

Larger than ever exhibit with many office machine items introduced 
for the first time. 

Manufacturers’ division panel for dealers’ salesmanship and mer- 
chandising, a “first” for NOMDA. 

Public viewing of exhibits on Tuesday evening. 

Milwaukee-style entertainment at Hubbard Park. 

Electric typewriters, leasing and cost-of-doing-business panel dis- 
cussions. 

The manufacturers’ division panel on “Salesmanship and Merchandis- 
ing’ will be presented under the direction of W. R Leahy, director of 
marketing for the Victor Adding Machine Co. Serving with him will be 
R. H. Maurer, manager of dealer sales for Burroughs Corp.; George D. 
Scheel, manager of dealer sales, adding machines, for National Cash Regis- 
ter Co.; K. A. Clark, manager of dealer sales in appliance division for Royal 
McBee Corp., and Milton L. Watson, sales manager of portable typewriter 
division of Smith-Corona Inc. 

Each of the four men on the panel will handle a different phase of the 
main topic and will develop it in a manner that will show the dealers how 
to do a better job in the selling and promotional fields. 

A. D. Bennet of Pasadena, Calif., will preside over panel discussion 
on leasing and Charles Meyers, NOMDA vice-president, will lead the panel 
on electric typewriters. Secretary Paul McWilliams will preside over the 
cost-of-doing-business discussion. 

Public showing of the exhibits is scheduled for Tuesday evening of the 
convention from 6 to 10 P.M. 

“We know the Milwaukee folks will find the displays of great interest,” 
says Harold Steinke, NOMDA president. 

Sunday's opening day program will be mainly one of exhibit viewing, 
from 10 A.M. to 9 P.M. 

William Gove, famed enthusiast on the subject of selling, is to be the 
speaker for the opening luncheon on Monday. 

The Ladies of NOMDA will have their own panel discussion and pro- 
gram of activities with Mrs. Edward Pfitzenmaier of Ardmore, Pa. pre- 
siding. She says, ““We are expecting an even larger turnout at Milwaukee 
than we had in Pittsburgh. We feel that the good ideas our ladies took 
home from Pittsburgh will assure each one returning this year and many 
more wives will want to participate and learn how office machine businesses 
are run in other areas.” 

Highlight of the entertainment program will be the outdoor party 
on Monday night at Hubbard Park. There, dancing, community singing, 
a Milwaukee menu and entertainment will be enjoyed. . 


OA-6/58 





THE NEW SMITH-CORONA ELECTRIC PORTABLE TYPEWRITER 
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New Products 





EXECUTIVE DESK 


% 









The General Fireproofing Co. 
Youngstown 1, Ohio 
A 90-inch Italic desk with integral 102-inch 
console of anodized aluminum in antique 
bronze and gold finish. The top is autumn 
walnut, and the chair is a swivel armchair 
that is adjustable. This is only one of the new 
Italic Styling line representing new designs in 
aluminum and featuring a wide variety of two- 
tone color anodizing, high-pressure laminate 
tops, and top-grain leather inserts. Chairs have 
spring aluminum backs and dissimilar metals 
in base for light and airy appearance 
—tInquiry Card No. 16— 


MOTEL SAFE 


, or 














Protectall Safes 

320 Fifth Ave. 

New York I, N. Y. 

Company now has available three safes 
specifically designed for the motel market 
The Highway Bank, with batteries of 3-6- 
9-12 key-locking guest lockers and measur- 
ing 31 inches high, 19 wide, and 241% 
inches deep; the Highway Fortress (shown) 
has batteries of 3-6-9 key-locking guest 
lockers together with the Imperial 1011 or 
1015 combination head burglary resistant 
money safe welded to inside floor base and 
has the same outside measurements as the 
Highway Bank; the Highway Vault is a 
low-cost money safe with combination head 
and inner compartment protected with two- 
key control, and equipped with deposit 
chute to inner compartment. The last men 
tioned safe was designed to be placed in 
floor or counter out of sight; outside dimen- 
sions are 15 by 12 by 9 inches. All three 
safes meet Innkeepers Acts requirements 

—Inquiry Card No. 19— 





SPIRIT DUPLICATOR 





Du Prints, Inc. 
1502 S. Main St. 
Los Angeles 15, Calif. 
The Duplicarbo_ spirit duplicator, 
model 25H, is hand operated with 
an automatic feed. Similar to the 
company’s’ well-established model 
50H, this new make is available at a 
much lower price, however, by virtue 
of its gravity fluid feed in lieu of the 
elaborate geared pumping system of 
the 50H model. The 25H shown has 
fully geared mechanism,  duralu- 
minum die-cast frame, pressure dial, 
reset counter, and other features. 
Takes various weights of paper and 
cards from 3 by 5 to 9 by 14 inches 
in size. 

—Inquiry Card No. 17— 


PORTABLE TYPEWRITER 
Mie 





Superior Typewriter Co., Inc. 
34 Hubert St. 
New York 13, N. Y. 


The newest member of the company’s 
line of typewriters is this Montana 
portable. It is a standard size light- 
weight model of solid steel construc- 
tion with standard American key- 
board. Company states that this ma- 
chine puts quality at a low price 
within the reach of students and 
home users. Also. suitable for profes- 
sionals and as an extra office ma- 
chine, company claims. Comes in 
gray or green. 
—Inquiry Card No. 20— 


CLERICAL CHAIR 





Cramer Posture Chair Co. 
625 Adams St. 
Kansas City, Kan. 
Part of a group known as “’En- 
semble,’’ which identifies a col- 
lection of co-ordinated office 
chairs available in 100 differ- 
ent color and fabric combina- 
tions, this Senior clerical chair 
is shown in Trilock, a heavy 
waffle weave upholstery, com- 
bined with Naugahyde. It is 
known as Model A-36-DO. 
Base is cast aluminum. The 
chair also has the Ortho-Tilt 
back and three basic fingertip 
adjustments 

—Inquiry Card No. 18— 


STEEL CARD CABINET 





Julius Bandes & Co., Inc. 
171 Hillside Ave. 
Williston Park, L. I., N.Y. 


The company’s new line fea- 
tures improved design of the 
8% and 13-inch box. Top 
edges are bevelled and box is 
equipped with a spring action, 
positive |oc king compressor 
with cover checks to keep cov- 
ers from falling back. Choice 
of finish: sandalwood, spruce 
green, office gray 
—Inquiry Card No. 21— 


For More Information Use Inquiry Card Facing Page 66 
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ACCORDION STYLE 









Some Important 
Sales Points 


Detachable Slant Metal Tabs. 
Accordion Style-no mis-filing. 
Stock insert labels up to the 
26 letters subdivided 4000 
times, including Months, 
Days, States, etc. 


If this is new to you, buy just one 
No. LH-91ACC Ouftfit---your cost just $6.15 
delivered. Put it on display and be sure to reorder 


for quick deliveries. 


In selling various methods of filing and indexing records, most important to you 


are the end results and are you making a profit. 


The use of hanging folders is becoming somewhat popular but is much more costly 


than the normal time-tested methods of vertical filing. 


In many cases the result justifies the highest price possible as the cost of selling is 
so expensive that only the best will make you a profit. That is why we introduced 


Weis Let’'er Hang in outfits only, all set up and ready for instant use. 


Since that time you can now buy the individual parts and not only make your own 


indexes but insure repeat business. 


At this time, the Accordion type of Let’er Hang is coming into its own. It has not 
been successfully duplicated and deserves a place on your sales floor and should 


be shown at every opportunity. 


The Weis Manufacturing Company Monroe, Mich. 
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POSTAL CHARGE SCALE 





Detecto Scales, Inc. 
540 Park Ave. 
Brooklyn 5, N. Y. 
The new Detecto Post-O-Meter scal 
gives exact weight and charges simul 
taneously; the parcel is placed on the 
platform and the correct zone se- 
lected by pressing the proper key 
Hairline indicator is illuminated by 
a built-in light. This scale was de 
signed to handle all types of fourth 
class mail, including books and liter 
ature, its capacity being 2 ounces t 
70 pounds. 

—Inquiry Card No. 22— 


BALL PEN 





The Paper Mate Co., Inc. 

444 Merchandise Mart 

Chicago 54, Ill. 

The Capri Mark III ball point 
will write on surfaces that heret 


tort 


fore made ball pens hesitant t 
and skip, company § states 
phane tape, glass, plastic 
photos, and papers of all grades will 
‘take’ the ink contained in thi 
A piggy-back refill of this 
formula ink with a detergent 
assures continuous writing. Come 
a selection of nine color ind 
tails at $2.49. 

—Inquiry Card No. 25— 





DESK CALENDAR 





Columbian Art Works, Inc. 

2300 W. Cornell St. 

Milwaukee 9, Wis. 

Success desk calendars for 1959 pro 
vide separate pages for Saturdays and 
Sundays to enable executive to spec 
ify week-end appointments precisely 
Another feature of the No. 485 cal- 
endar shown here is the rearrange- 
ment of each page to combine ap 
pointment schedule with memo space 
The ‘‘eleven year’ feature introduced 
a year ago will be continued in the 
1959 line; this consists of extra 
pages for five years preceding the 
current year and for the next five 
yeors 


—lInquiry Card No. 23— 


EXECUTIVE POSTURE 
CHAIR 





B. L. Marble Chair Co. 
Bedford, Ohio 


This executive posture chair 
has been added to Marble 
Pace Setter line, consistent 
with the Danish _ influence 
which helps to identify the line 
Seat and back are upholstered 
in top grain leathers, Nauga 
hyde, and fabric upholsteris 
in a wide selection of color: 
ind designs. Wood is American 
walnut 


—Inquiry Card No. 26— 





NEW PRODUCTS ¢ovinued 


SIDE CHAIR 





Johnson Chair Co. 

7109 Merchandise Mart 

Chicago 54, Ill. 

The first in a group of new 

chairs by the company called 

the ‘’Designer Series.’ The chairs 

are genuine walnut with leather 

covered foam rubber back and 

seat. Wall-saver legs and sculp- 

tured arms are two extra fea- 

tures. Style No. 190SF 
—Inquiry Card No. 24— 


ELECTRIC TYPEWRITER 





Underwood Corp. 
1 Park Ave. 
New York 16, N. Y. 
A new electric typewriter, contempo 
rary in style, features a new keyboard 
design based on the company’s hu- 
man engineering studies. Keys are 
smaller, round, and completely con- 
cave and are arranged in rows that 
are closer together than those of the 
conventional keyboard, but with more 
space between individual keys. Slope 
of keyboard has been reduced to 11 
degrees. A_ reverse tabulator key 
makes indentation from both direc- 
tions possible; a new key (exclama- 
tion point and degree symbol) makes 
a total of 44 keys. Called the Docu- 
mentor, this machine is available in 
carriage widths of 13, 16, 21, and 
27 inches. Height is 9% _ inches; 
width, 19%@; depth, 15 2/8. Weighs 
49 pounds 

—Inquiry Card No. 27— 


For More Information Use Inquiry Card Facing Page 66 
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MUTUAL 


Ceonlamalic PUNCHES 


Are Famous for Quality and Because They Center the Paper Automatically ! 








No. 250 Centamatic Multiple Punch 


This Punch is similar to the No. 300 listed above ex- 
cept the handle is not nickel-plated and the 3 selectors 
do not include ball bearings. (Not Illustrated). 


OR eS $13.75 


No. 300 





Each of the models (No. 250, No. 300 and No. 400) 
actually does the work of at least 8 different Punches. 





No. 50 Mutual Two Hole Punch 





This Punch is unquestionably the finest punch on the 
market in the popular price field. It is a strong, effi- 
cient, accurate two-hole punch made of pressed steel 
construction. It punches two 14” round holes, 234” 
center to center and punches through 25 sheets of 
16 Ib. paper. Equipped with adjustable gauge, re- 
movable tray and rubber feet. Finished in grey lustre 
enamel with nickel-plated guide. Base 44%” x 614%”. 
Individually boxed. 


ileal $3.95 





No. 300 Centamatic Multiple Punch 


This Punch is the most demanded model in the line. 
Equipped with 2 Centamatic guides which center the 
paper automatically. By setting the ball bearing selec- 
tors in place, you can punch anywhere from one to 
four 1%” round holes through 18 sheets of 16 Ib. 
paper. Heavy steel construction. Grey enamel base 
with nickel-plated hand lever and guides. Base 534 x 
93/,”. Individually boxed. 


IE I Sirti cneseincrersedbnennnall $14.95 
No. 400 Dial-Control Centamatic Punch 


The No. 400 Dial-Control Centamatic Punch is the 
finest example of punch engineering on the market. 
A fast, heavy-duty multiple precision punch. Com- 
pletely automatic in action. By merely setting the dial 
and adjusting Centamatic guides, you can punch one, 
two or three 14” holes through 25 sheets of 16 Ib. 
paper. Heavy steel construction. Grey enamel base 
with nickel-plated handle and guides. Base 534” x 
114%”. Individually boxed. 


{ft Fae es $35.00 
No. 200 Two Hole Centamatic Punch 





This Punch is the only two hole punch equipped with 
Centamatic guides which automatically center the 
paper. It punches two 14” round holes, 234” center 
to center and punches through 30 sheets of 16 Ib. 
paper. Heavy steel construction. Finished in grey 
lustre enamel, with nickel-plated guides. Base 434” x 
714". Individually boxed. 


I  tccreengaiinidainienee $5.95 


h ¢ | if 
Opropucts CO. Inc. lanufacturers of the famous Centama 


110 Barber Avenue, Worcester 6, Mass 
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MAIL OPENER 





Speed-O-Print Corp. 

1801 W. Larchmont Ave. 

Chicago 13, Ill. 

The new “‘Executive’’ automatic letter 
opener will open letters of any size 
and thickness without damaging con- 
tents. A dial adjusts trim to desired 
width, and safety shut-off prevents 
jamming by damaged mail. Machine 
is equipped with separate trays for 
letters and trim strips. Company 
states that capacity is 600 letters per 


minute. 
—lInquiry Card No. 28— 


RING BINDER 
BRIEF BAG 


Northwest Leather Goods Co. 
311 N. Desplaines St. 
Chicago 6, Ill. 
Company has introduced two styles 
designed and priced for back-to- 
school promotions. Loose leaf zipper 
ring binder has disappearing handles 
for convenience in carrying as well as 
wide expansion and large capacity 
rings. Brief bag has three pockets, 
edge protector shoes, handle, large 
capacity for books. Made of newly 
developed ‘’Vinylam”’, which is said 
to be scuff-resistant vinyl! laminated 
to genuine leather. 

—Inquiry Card No. 66— 


STENCIL DUPLICATOR 





American Office Equipment Co. 
24 E. 21st St. 
New York 10, N. Y. 
The Ideal M-6 stencil duplicator is 
a twin-cylinder machine using a silk 
screen process to print from post card 
to legal size paper. Company states 
machine's virtues as: simplicity of op 
eration; swift (three-minute) color 
change; no leaking, clogging, or cak 
ing of paste ink; three-way copy ad 
justment; automatic impression roller 
release; automatic counter, up t 
9,999; removable receiving tray; 
steel construction with rust-proof alu- 
minum tylinders. 

—Inquiry Card No. 31— 





PROPORTIONAL SPACING 
MANUAL TYPEWRITER 





Olivetti Corp. of America 
375 Park Ave. 
New York 22, N. Y. 
The Olivetti Graphika is the first 
manual typewriter with proportional 
spacing, company claims. The ma- 
chine automatically gives each letter 
the amount of space appropriate to 
its shape. The space bar is in two 
sections, which fact enables the oper- 
ator to make a choice of spacing be- 
tween words. Right margins can be 
justified’. A variety of effects can 
be achieved by using the two-section 
space bar in combination with the ex- 
panding lever. 

—Inquiry Card No. 29— 


TRIANGLE 





Alvin & Co., Ine. 
853 Palisado Ave. 
Windsor, Conn. 
A “'Triple-Angle’’ TM triangle 
utilizing the functions of three 
triangles is made from dimen- 
sionally stable 100% transpar- 
ent acrylic plexiglass 0.100 
inch thick. The 45/90 and 
30/60 degree angles and the 
built-in slot lettering guides for 
¥g, Vs, 3/16, and % inch 
lettering yield speed, accuracy, 
and efficiency for layouts 
sketching, or planning where 
limited equipment is required, 
company states. Lifting knob 
makes for quick manipulation 
Supplied in polyethylene pro- 
tective wrap individually boxed 
Comes in clear plastic in 8 and 
10 inch sizes; also same sizes 
available in fluorescent acrylic 
plastic. 

—lInquiry Card No. 32— 


tips.*’ 
and 28 high 
and one lock for both drawers 
is of Parkwood walnut which 
burn and scratch resistant. File 
drawers are on full ‘‘A’’ grade sus- 
and each one can be set 
for either legal or letter size hanging 
folders just by movina the rods 


terior 


pension, 


NEW PRODUCTS (ominued 


ADDRESS MASTER UNITS 





Master Addresser Co. 
6500 W. Lake St. 
Minneapolis 26, Minn. 


The company’s new Address 
Master Units permit the typing 
of address masters in 20% less 
time, it is said. Units are clean 
and convenient to handle. Each 
unit is perforated to separate 
into four address slips for use 
in Master Addressers. Typing 
guide lines and instructions are 
printed on the front; strip- 
coated hecto carbon is in the 
collated set. Units are pack- 
aged in sets of 125 
—Inquiry Card No. 30— 


EXECUTIVE FILE 





Westcort Co. 

4 E. 52nd St. 

New York 22, N. Y. 

The “‘ExecuFILE’’ is described as 
“lifetime file for the busy executive 
who wants everything at his finger- 
It is 19 inches wide, 28 deep, 
It has adjustable glides 
Ex- 


—lInquiry Card No. 33— 


For More Information Use Inquiry Card Facing Page 66 
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ACE PILOT 









ACE PILOT STAPLES 4 


V 











WEY 








ACE CLIPPER 









ACE STANDARD 





ACE STAPLE REMOVER V 


CE stapling machines bring the 


kind of enthusiastic customer 
+ satisfaction that means fast, 





profitable repeat sales. This fine 





quality stapling equipment provides 






the ultimate in uninterrupted, effi- 






cient stapling performance. Just let 






buyers try these sturdy, precision- 
built machines. They'll discover im- 







mediately how smoothly they work 








_.how quickly and easily they re- | STAPLING MACHINES FOR 
load... how perfectly they perform 4 EVERY PURSE AND PURPOSE 
lespecially with stronger ACE free- ACE FASTENER CORPORATION, 


flowing staples). Why—ACE sta- ; 3415 NORTH ASHLAND AVE., 
pling equipment actually sells sell CHICAGO 13. 4 


eee ee ae CANADA: CANADIAN STAPLES LTD V 





through the dealer...so stock up. 6705 Upper Lachine Rd., Montreal: 
258 Wallace Avenue, Toronto 


Ciecunia V 





HOW TO MAKE CUSTOMERS 


introduce them to the new Columbia/Meridian V and VII 


executive desks! 


These handsome deluxe Columbia/Meridian models have 
all the features the 1958 executive is looking for in office 
desks. They have superb styling, wide range of harmoniz- 
ing decorator colors, planned, practica! design, superior, 


long-life construction. 


Model V, for example, has a pentagonal top that adds 
nearly 20% more work area to the conventional desk, 
facilitates conferences by seating up to ten people without 


crowding or discomfort. 


Likewise, Model VIi’s unique seven-sided top boasts of 
nearly 18 square feet of efficient work space to help the 
executive user get things done faster and with less physi- 


cal wear and tear. 





COLUMBIA-HALLOWELL Division 
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.... OUT OF EXECUTIVES! 


Both models have clean, sweeping lines that enhance the 
appearance of any office, more than a hundred two-tone 


color combinations that blend with any imaginable decor. 


And there are matching Columbia/Meridian credenzas to 
multiply each desk’s usefulness. Secret is modular com- 
ponents that custom-build each credenza to the user’s 


personal requirements in almost limitiess variety. 


Yes! You can make customers out of the executives on 
your list if you show Columbia/Meridian, demonstrate Colum- 


bia/Meridian and se// Columbia/Meridian. 


To help you... we have a handsome new full-color brochure showing 
both desks, and a wonderful new color guide, representing faithfully the 
whole range of Columbia colors and suggesting more than one hundred 
two-tone combinations. Ask your Columbia-Hallowell representative, or 


write direct 


Spe Jenkintown, Pennsylvania 
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PORTABLE PARTITION 





Adirondack Chair Co. 
1140 Broadway 
New York 1, N. Y. 


A_ portable partition with tubular steel 
frame and masonite insert is suitable for 
separating areas of different functions in 
churches, offices, and factories. Comes in 


lengths of six or eight feet with a height of 
four feet, and may be used in various com 
binations to achieve the room or cubicle 
effect desired. Frame is beige; panel is 
brown. Swivel casters available 

—Inquiry Card No. 34— 


MODULAR UNIT 





Eisen Brothers, Inc. 

1601 Willow Ave. 

Hoboken, N. J. 

One of the line known as Fundamentals, this 
modular unit combines wood and steel! in char 
acteristic square dimension base, square-edged 
top and square, tubular steel legs. Has an all 
steel inner frame and walnut exterior. Com 
ponents of the line are 23 and 29-inch pedes 
tals for 24 and 30-inch tops and a 17-inch 
base pedestal for 18-inch return ‘’L’’. Tops are 


plastic laminated in a wide range of sizes; legs 
are finished in black, satin brass, and satin 
chrome with adjustable domes. Catalog and 


‘literature available. 
—Inquiry Card No. 37— 


WORK TABLE 





Lehigh Furniture Corp. 

16 E. 53rd St. 

New York 22, N. Y. 

One of Lehigh’s 5000 group, this rosewood 

work table has a black finish aluminum base 

with polished faces. It may be had also with 

walnut and Formica tops or mounted as a con 

ference table. The model shown (5601) is 78 

inches wide, 36 deep, and 29 inches high 
—Inquiry Card No. 38— 





OFFICE TYPEWRITER 





Smith-Corona Inc. 
701 E. Washington St. 
Syracuse 1, N. Y. 
New secretarial model standard office 
typewriter is available nationally af- 
ter four months of on-the-job testing 
by 100 business offices with highly 
favorable reports, company states. A 
new action on the machine is said to 
speed up the stroke of the type bars 
which minimizes the possibility of 
type bars colliding at fast typing 
speeds. Machine also has improved 
touch selection lever and a half-space 
key which simplifies correction of er- 
rors involving skipped letters, an 
extra space, or extraneous letters. A 
page gauge for determining bottom 
margins and a lever which clears all 
tabs at once are added features. 
Colors are: alpine blue, charcoal 
gray, seafoam green, coral pink, des- 
ert sand, and deluxe gray. 
—Inquiry Card No. 35— 


SMALL SAFE 





Midwestern Mfg. Corp. 
419-420 Lemcke Bldg. 
Indianapolis 4, Ind. 
Two small safes have been added to 
the company’s line of fireproof, in- 
sulated safes, which are especially 
suited to home and small office uses. 
Of heavy construction, these products 
are equipped with Yale combination 
bolt lock, and heavy casters permit 
them to be moved readily. Standard 
colors are tan wrinkle and _ light 
green. Model 1311 is 14 by 18% 
by 1634 inches, weighing 190 Ibs. 
Model 1511 is 15 by 2034 by 17% 
inches, weighing 225 Ibs 

—Inquiry Card No. 39— 





NEW PRODUCTS (ovtinued 


WASTEBASKET 





The Globe-Wernicke Co. 
Norwood, 
Cincinnati 12, Ohio 


A fiber glass wastebasket, Fi- 
berlite, is leak-proof and im- 
pervious to liquid and _ rust 
stains, company states. Also, 
impact-resistance makes it vir- 
tually damage free in ordinary 
usage. Will not scuff, chip, or 
crack; and it may be cleaned 
with soap and water. Colors 
are permanently pigmented 
throughout the fiber glass ma- 
terial. Comes in sea green, 
copper tan, seal gray, and 
black 
—Inquiry Card No. 36— 


FOUR-DRAWER FILE 





Modern Steelcraft, Inc. 
2973 Cropsey Ave. 
Brooklyn 14, N. Y. 


The company’s Series 100 four- 
drawer files are full suspension 
type. Model 104 shown here 
has a 10 roller bearing heavy 
duty suspension cradle, rein- 
forced uprights, and solid alu- 
minum hardware. Available 
with thumb latch upon request. 
All models are equipped with 
plunger locks. Comes in letter 
and legal size; the former 
shown measures 52 by 15% 
by 26% inches. 
—Inquiry Card No. 40— 


For More Information Use Inquiry Card Facing Page 66 
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Newest addition to the ROYAL line... 
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Here it is... the typewriter* with the widest carriage 
of any segment shift portable! 
Takes a sheet of paper up to 12 inches in width. 


And look at all these wonderful features! 

Royal’s exclusive ‘““Magic”® Margin that makes margin 
setting a joy. Special half spacing 

that permits typing between lines if desirable. 
Keyboard tabulator. And a standard 

typewriter keyboard with a full 88 characters. 


Choice of two distinctive type faces. 


The new Royal Administrator is the ideal portable 
typewriter for the personal use of 
professional people as well as home users. 


® 
portables Products of Royal McBee Corporation 


World’s largest manufacturer of typewriters 
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EXECUTIVE DESK 





Columbia-Hallowell Div. 
Standard Pressed Steel Co. 

Jenkintown, Pa. 

A new Columbia desk for executives is this 
Model V with a pentagon-shaped top which 
can accommodate up to 10 persons at a con 
ference but occupies no more floor space than 
ordinary desks. Top is 81 by 40 inches over-all, 
a work area increase of 20 Available in 
more than 100 two-tone color combinations 
Model V has eight drawers, and a matching 
credenza can be added to the four-drawer 
Model VII, maximum dimensions of which are 
82 by 36 inches. 

—Inquiry Card No. 41— 


FOLDING TABLE-BENCH 
COMBINATION 
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Midwest Folding Products 
Roselle, Ill. 
A new portable folding table-bench combina 
tion unit especially suited t chools, institu 
tions, hotels, churches, and industrial cafe 
terios is called the Du-Honey 312. It feature 
a “‘split-second,’’ one-person operation; syn 
chronized control of both the table tops and 
benches permits the opening or closing of en 


tire unit with one easy motion. When open 
unit is 12 feet long, 28 inches high, and 30 
inches wide; when folded, 4] inches wide and 
29 inches deep. It has plastic top and plastic 
benches with special plastic edging 

—Inquiry Card No. 44— 








SHELF FILE UNIT 





Equipto Div. 

Avrora Equipment Co. 
Aurora, Ill. 

A new low-cost shelf filing 
unit, designed to save space 
and clerical time, holds 21 
feet of files in three square 
feet of floor space and with 
instant accessibility to each 
file. Unit is three feet wide, 
12 inches deep, and 7% 
feet high. Adjustable spring 
steel follower rods hold files 
neatly under compression 
shelves have full-length la- 
bel holders. Finish is office 
gray baked enamel. 
—Inquiry Card No. 42— 


SECRETARIAL DESK 
The Bentson Mfg. Co. 
652 N. Highland Ave. 
Avrora, Ill. 


Small size, double pedestal, steel sec- 
retarial desk with all the features of 
available 
through dealers. Measuring 55 inches 


full size models is now 


NEW PRODUCTS  ovtinued 


REFRIGERATED CABINET 





Springer-Penguin, Inc. 
48-01 28th Ave. 
Long Island City 3, N. Y. 
The Modern Lo-Boy is a new custom-built re- 
frigerated cabinet designed to fit in with mod- 
ern office and home decor. Measuring 30 by 
334% by 18 inches with approximately two 
cubic feet refrigerated capacity, this Penguin 
cabinet requires no installation. It features two 
aluminum self-releasing shucker ice cube trays, 
a defrosting utility tray, dry storage compart- 
ment, wide range temperature control, and 
‘fiber glass’’ insulation. Has built-in locks 
with keys and matching wood-grained Formi- 
ca serving top. Comes in walnut, mahogany, 
or limed oak finish 

—Inquiry Card No. 43— 


RUBBER TYPE 





wide, the desk is built with a full-size 
typewriter pedestal; a second pedestal 
carries the usual three-box drawers 
or one box drawer and one deep file 
drawer plus a “pop out’’ reference 
tray. Center drawer is 19% inches 
Has stainless edge, perforated steel 
back panel, and aluminum “‘contour’’ 
legs 
—Inquiry Card No. 45— 


Force Western, Inc. 
434 $. Wabash Ave. 
Chicago 5, Ill. 
A new, improved Base Lock inter- 
changeable rubber type for rubber 
stamps which permits the setting up 
of clear, legible copy quickly. Align- 
ment of various sized characters, 
ranging from 1/16 inch to 1% 
inches, is better, it is claimed. Avail- 
able in Old English and outline styles; 
all are deep cut and fit into the pat- 
ented grooved rubber base 
—Inquiry Card No, 46— 


For More Information Use Inquiry Card Facing Page 66 


52 


OA-6/58 





if 


o_ 


Oo; 





there’s always a ready market...summer or winter... 


LIBRARY SHELVING and BOOKCASES 


; 
nod 
) by 
tw 


guin 


rt 


and 


rm™mi 





inter 
ubber 
up 
Align 
icter 


Avail 
styles; 


5/58 








€ LIBRARY SHELVING 
AS Borroughs Library Shelving offers many 


salient features. Available in single or double 

face, open or closed back units, 42”, 84”, 
90” high— 36” wide outside —914" deep inside. Sliding 
shelves have 34" vertical adjustment that requires no bolting. 
Open back units have corner bracing with no unsightly 
cross-sway braces. 1-piece double face end panels and cor- 
nice tops are other features that make Borroughs Library 
Shelving the best buy for your customers, and a quick- 
turnover, profit maker for you. 





z 


AE TN EL 





Sliding Book Stop, which can easily be 
moved to any desired position, is an op- 
tional feature for Library Shelving or Book- 
case. 


Ce t#enwes Penasen ne Ba ee ee eo 


BR O O K . AS fp S Here’s another member of the Borroughs line that 


also offers you profits every week of the year. 
Available in 4 heights — 29”, 42”, 78”, 84”. Sliding shelves, which are adjust- 
able without bolting, have 34" adjustment on the 29” and 42” units, and 114” 
adjustment on the 78” and 84” units. All bookcase units are 36” wide outside, 
with 10,” shelf depth. The 29’, 42” and 78” models can be converted to 
sliding-door cabinets. Write us for more facts if you are not familiar with this 
extra profit-making feature. 


All models come in a choice of 4 modern finishes — Spring Green, Dark Green, Gray, Fall 
Tan — in electrostatic baked-on enamel. 

















2 oO a R oO LG 6G + 3S MANUFACTURING COMPANY 


OF KALAMA Zoo A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3004 NORTH BURDICK ST. amp. KALAMAZOO, MICHIGAN 
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MAILING MACHINE 





Office Dynamics Corp. 
The Beverly Hilton 
9876 Wilshire Bivd. 
Beverly Hillis, Calif. 
Said to integrate into one continuous 
automatic operation all mailing steps, 
this mobile Automailer provides for 
paper gathering, folding, nesting, in 
serting, sealing, counting, error de- 
tection-correction, postal metering or 
indicia imprinting, and stacking and 
delivery to mail bag in a single, syn- 
chronized, one-person operation at 
adjustable speeds up to 6,000 com- 
pleted envelopes per hour. Manual 
feeding is possible. Will handle all of 
the most commonly used sizes and 
types of envelopes and sheets up t 
9 by 14 inches. 

—Inquiry Card No. 47— 


STAMP PAD 
: 





Rivet-O-Mfg. Co. 
320 Main St. 
Orange, Mass. 
A new light-weight stamp pad that 
straps to the wrist and which can be 
worn without inconvenience was de 
signed to meet the needs of meat in- 
spectors and checkers, warehouse 
men, and various shipping room func- 
tions. Inking surface is of sponge 
rubber and is available uninked or 
with red, purple, black, green, or blue 
ink. This model (No. 32WR) meas 
ures 21% by 32 inches 

—Inquiry Card No. 50— 





FLUSH FASTENER FOLDER 























Guide System & Supply Co. 

335 Canal St. 

New York 13, N. Y. 

Now available to dealers for 
the first time is this ‘‘Gussco’’ 
F100 Fiush Fastener Folder 
Special feature is the fact that 


the fastener is mounted flush 
in the folder which prevents 
catching on the folder next to 
it, saves filing space by virtue 


of its single thickness of metal, 


and keeps filed materials from 
falling out since the fastener is 


permanently mounted. Avail- 
able in kraft, manila, and 
pressboard, tabbed in all filing 


positions. 
—Inquiry Card No. 48— 


MAP OF WORLD 


9 











American Map Co., Inc. 
16 E. 42nd St. 
New York 17, N. Y. 


Full color map of the world, 


printed on strong paper, and 


measuring 64 by 42 inches 


Brass grommets in all four 


corners facilitate wall hanging 


Map comes pre-marked and 
pre-priced in a zipper-operated, 
semi-rigid, clear plastic case, 
which is 934 inches by 14. A 
carton of six (No. 1Q01F) in- 


cludes a free counter display 


box. 
—Inquiry Card No. 51— 


NEW PRODUCTS continued 


FIVE-DRAWER FILE 





Western Mfg. Co. 
536 N. Highland Ave. 
Aurora, Ill. 
This model (No. 2964) of the 
company’s 2900 Series of five- 
drawer files is a letter size full 
suspension type equipped with 
thumb latch. Features six 
hardened steel balls and four 
free-floating rollers. Hardware 
is of solid aluminum. Provision 
has been made for field-in- 
stalled locks. File also comes in 
legal size; choice of colors— 
pearl gray, sea mist green, 
desert sage, and olive green 
—lInquiry Card No. 49— 


PAPER HOLDER 





Advanco Products, Inc. 
76-05 S5Ist Ave. 
Elmhurst 73, L. I., N. Y. 
A punchless paper holder made of 25 
point pressboard has just been intro- 
duced by Advanco Products, Inc. The 
tough paper stock will not break or 
crack on bending or folding, weighs 
less, and costs less, company states. 
Unique spring clip with bulldog holds 
papers in place and is as easy to op- 
erate as an ordinary safety pin. Holds 
from one to 150 sheets safely and 
with complete protection. Comes in 
red, gray, or black 

—Inquiry Card No. 52— 


For More Information Use Inquiry Card Facing Page 66 
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~ is N Mobile Display Stand 
“This New Mobile Display Stan 


is yours without charge with a #150 
order for Hercules” Home Vaults” 








For years Meilink dealers have been profitably 
selling Hercules Home Vaults® from a special 
Meilink display stand. Now here’s a new and 
better stand-—on casters—a stand you can move 
from place to place in your store with the greatest 
of ease without unloading. And it doesn’t cost 

you a cent. 


You can have one without charge-—with an 
order for Hercules popular Home Vaults® 
totalling $150 at dealer’s cost. We suggest here 
an appropriate assortment of Vaults® but you 
can make your own selection at will. 


It’s a handsome, ruggedly built all-steel stand 
finished in cocoa to match the Hercules Vaults®. 
Takes only 3 sq. ft. of floor space. Included at 

no extra cost is a metal holder containing 200 











os Home Vault® folders which attaches to either 
n end of the stand. Send your order in promptly and 
i put this good selling tool to work for you. Use 

the convenient coupon. 
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y and 
EILIN 
Producers of the most complete line of insulated products: A, B and C label safes, insuloted files, 


money chests, vault doors, home VAULTS®—as well os business machine and typewriter stands, 





MEILINK STEEL SAFE COMPANY - TOLEDO 6, OHIO 
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Guide-O.tiay Guide O.fobler 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of al * = . 
scandard desks. Using this unit, the desk The Hanging Folder with Adjustable Metal Tab 
worker always has important and vital data 

at the finger tips—alwa n an upright posi 

don. ee ga a ellgnntie lle 1 ene Ha In these days of mounting office procedural costs, Management can 
laced. The unit nsists of a etal t ee . ; 

con a Mhieth Riles comblete with nd no longer tolerate old style ‘filing and finding’ methods. How can 
ustable metal tabs and an assortment of ; 

ncn Be nes Nhe Ay ai ara ae any Office Manager resist the Opportunity to cut his fling costs as 


much as 30°¢? He can do it with Guide-O-folders. No additional 
cost for housing is necessary either. Guide-O-folders increase the 


speed and accuracy of every filing system. 


Many dealers who concentrate their selling effort on Guide-O-folders, 
find them a steady source of good profit. Right now at the mid-year 
transfer season is a very good time to do some heavy sales promotion 
on Guide-O-folders. It will pay you well. . . Write for samples and 


complete catalog today 


GUIDE SYSTEM & SUPPLY CO. 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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Transfile 


Steel Front Fibreboard Transfer Files 


Many of your customers are going to do it again this mid-year trans- 


fer season. They are going to bundl« up their records and toss them 
into a storage room to be lost, damaged and forgotten. They will, 
unless you show them the many advantages of using Transfile Files 


to keep these records safe and accessible 


Because TRANSFILE Files are steel reinforced, they can be stacked 


as high and wide as required The bottom drawer works as easily as 


because all the weight of drawers and contents is sup- 
sorted on steel. 

3 STYLES 13 SIZES. There is a TRANSFILE File for every purse 
and purpose. Write for full information today. 


FLUSH FASTENER FOLDER 


GUSSCO Now Gives The Dealer A Source 
Of Supply For A Long Popular Irem Never 
Before Available To The Dealer. Send For 
Samples. Available on manila, kraft and 
pressboard folders. 























GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


NEW YORK 13, N. Y 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 








EXECUTIVE DESK 


ja 


Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York, N. Y. 
Available in two sizes, 64 by 28% inches 
and 66 by 341% inches, this new Fleetwood 
design provides an expansive working area 
in the same space allotted t nventional 
desks. Desk top is covered with linoleum 
trimmed with aluminum, which may be or 
dered to match or contrast Fleetwood 
decorator colors: mist green, desert sand, or 
Cole gray. 

—Inquiry Card No. 53— 


with 


OFFICE CHAIRS 





Royal Metal Mfg. Co. 
1 Park Ave. 
New York, N. Y. 


Two chairs of the company 
ern line known as “Park 
guest chair on the left is Ne 
executive armchair on the 
1204U. Both chairs feature baked enamel 
finishes on steel square tube construction 
The new upholstery coverings are designed 
to fit into any designer’s plan. Products are 
available in a wide range decorat 
colors. 


Danish mod 

Avenue The 

1206; the 
right is N 


—Inquiry Card No. 56— 


MACHINE STAND 


Meilink Steel Safe Co. 
Toledo 6, Ohio 





TYPE CLEANER 


















Dab Mfg. Co. 

1609 N. 14th St. 

St. Louis 6, Mo. 

Dab is a new disposable, non-liquid 
type cleaner which is said not to stain 
or spatter. A small amount is pinched 
off and dabbed lightly against the 
type. This cleans off both carbon and 
dust, and it can then be thrown away 
Said to be excellent for typewriters, 
adding machines, stamp pads and 
rubber stamps 


—Inquiry Card No. 54— 


CASTER WHEEL 


Faultless Caster Corp. 

1521 N. Garvin St. 

Evansville, Ill. 

The new Faultless No. 9, two-inch 
Ruberex wheel is now standard on all 
Faultless furniture casters using that 
size wheel. The tread width non- 
marking, stain-resistant cushion tread 


caster is 13/16 inch. An oilless bear- 
ing assures easy rolling and longer 
wheel life. Cushion tread is perma- 


nently molded onto hard rubber core 
—Inquiry Card No. 57— 


A new heavy duty Hercules machine stand 
designed specifically to blend with the 
Olivetti accounting machines, Audit 202 
and Audit 302. Objective was to reduce 
vibration to a minimum, assure safety of 
machines and promote comfort and effi- 


ciency <f the operator. Stand features steel 
tubing with electric arc-welded construction, 
white laminated plastic tops, black satin 
baked enamel finish to match machines, ad- 
justable rubber glides, solid locked tops with 
bales that fold down to take small 
storage space but provide proper work 
height and knee room 
—Inquiry Card No. 58— 
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MEMO BOOKS 
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Maple Leaf Mfg. Co., Inc. 
350 Fifth Ave. 
New York I, N. Y. 


An expanded line of memo books for 


the back-to-school trade has been an- 
nounced by the company. Now avail- 
able in stiff kraft covers with either 


side or end opening are the 3 by 5 
and 4 by 6-inch styles, each with 60 


sheets. Also available is the 150- 
sheet memo book (150W) which has 
three subject dividers and measures 
82 by 11 inches. Samples, price list, 
and catalog will be sent dealers on 
request 


—Inquiry Card No. 55— 


EXPENSE REPORT 








Louis A. Varisco Co. 
1655 N. Water St. 
Milwaukee 2, Wis. 
Designed as an answer to tax record 
problems, this daily expense report 
provides for a double record for one 
year. There are 16 pages for listing 
160 names, addresses, and telephone 


numbers; also contains 1958 and 
1959 calendar pages. Cover is of 
Lexide; binding is plastic. Over-all 


size is 6 by 9 inches 
—Inquiry Card No. 59— 


For More Information Use Inquiry Card Facing Page 66 
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NEW PRODUCTS continued 





STATIC NEUTRALIZER DESK NAME PLATE BINDER COVER 








Dillon-Ford & Co. 
154 Nassau St. 
New York 38, N. Y. 


The “‘Magic Wand” static eliminat 
and neutralizer will be distributed by 
Dillon-Ford & Co. for use in the office 
equipment field. The device i Je 
signed for mounting on duplicators 
bursters, mimeographs, Multigraphs 
Multiliths, Davidsons, collators, and 
tabulating machines. It is an induc 
tion type neutralizer constructed with 
special wire tufts. When the 
passes beneath these tufts, air i 
ionized and static electricity is dissi 
pated. Needs no electricity since it is 
self-energizing. 

—Inquiry Card No. 60— 


CARTON REDUCER & 
FLAP CLIPS 


Shipping Specialties Co. 
1935 E. 17th St. 
Brooklyn 29, N. Y. 


The company’s Rapid Carton Reducer 
was designed to cut away any sec 
tion of a carton or weaken it at any 
point, the discarded portions remain 
ing intact for use as reinforcement of 
the carton, yet carton may still be 
built up to original size. A replace 
able perforating wheel 
foration without cutting through the 
carton wall. Made of heavy gauge 
steel plated in chrome, the reducer 
is packed with two blades. The com 
pany’s Rapid Flap Clip was designed 
to hold carton flaps down during 
packing. It is made of heavy 
steel with chrome plated finish 
that will stand hard use 

—Inquiry Card No. 63— 
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Rim Industries, Inc. 

721 Fulton Ave. 

Hempstead, L. I., N. Y. 

type name plate for desk-top 
use is titled ‘“The Assemble Your- 
self and is designed to function as 
its name implies. Letters of a given 
name are quickly and easily aligned 
in a plastic track provided and readily 
fastened to the name plate. Separa 
tions or grooves between letters are 
said to be invisible. Available in two 
ivory black and natural maple 
—Inquiry Card No. 61— 


A new 
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OFFICE CHAIRS 
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Cramer Posture Chair Co., Inc. 
625 Adams St. 
Kansas City, Kan. 


The Ensemble’ chairs by Cramer, five of 
which are shown here, are part of a new 
rdinated group designed to meet the 
needs of modern office settings. They are 
available in 100 different color and fabric 
mbinations, including Naugahyde. Chairs 
hown are of the Aluminum Ensemble; com- 
parable steel models also may be had. All 
Cramer chairs feature replaceable covers, 
am rubber cushions and are easily ad- 


ustable 


—Inqiry Card No. 64— 








Barash Co. Div. 
U. S. Plywood Corp. 
122 Fifth Ave. 
New York 11, N. Y. 


A durable flush-cut binder cover 
available in 16 colors is recom- 
mended by the company for presen- 
tation. folders, sample books, man- 
uals, check books, and similar mate- 
rials. Called Koverite, it is made of 


tough cellulose fibers, bonded under 
heat and pressure with latex. Surface 
has been coated with lacquer which 
base stock has been dyed to match 
Sample books are available for the 
asking. 

—Inquiry Card No. 62— 


PRICE MARKER 


Inco Industries Mfg. Corp. 

201 E. 34th St. 

New York 16, N. Y. 

A new type of price marker 
for store and window displays 
has plastic pieces that fit to- 
gether speedily. The assembled 
marker will pin on material, 
adhere to glass, metal or wood, 
or stand at any angle as an 
easel. Background of numerals 
and letters is 34-inch high with 
¥e-inch high characters fin- 


ished in contrasting colors 
Pieces may be used again 
These markers are marketed 


under the name “’Vari-link.”’ 
—Inquiry Card No. 65— 
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New Olivetti Electrosumma 22 high- 

capacity adding-listing machine is super- 

d fast, light, compact. Unique features 
include credit balance indicator, 

automatic date printer, fast keyboard. 
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Shown above is the latest example of what sales-minded deal- 
ers already know: Olivetti machines have unique features that 
help make sales. Other examples: the first (and only) high- 
speed printing calculators, the first (and only) dual-register 
printing calculator, the first (and only) proportional-spacing 
manual typewriter—all made by Olivetti. 


The Olivetti line, one of the biggest in the industry, includes 
18 adding, calculating and bookkeeping machines, and type- 
writers. 

Issues of Life Magazine carrying four Olivetti full-color ads 
are being read by 44% of the total U. S. population over age 
10 during the first half of 1958. Olivetti advertising for the 
second half of 1958 will be equally exciting and productive. 
Olivetti, now celebrating its 50th Anniversary, has sold 
3,000,000 typewriters, 700,000 calculators. 


olivetti 


An Olivetti franchised dealership may be available in your 
area. For information write Olivetti Corporation of America, 
375 Park Avenue, New York 22, New York. 
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George B. Graff Co., 54 Washburn 
Ave., Cambridge 40, Mass.—has this 
counter and window display available 
at no charge to Graffco dealers. It 
promotes Graffco map tacks in a red, 
blue, gray and black presentation 
measuring 19 inches high and 18 
inches wide. 
—Inquiry Card No. 101— 
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Permacel-LePage’s, Inc., 
U. S. Highway No. 1, New 
Brunswick, N. J.— is offer 
ing a complete and perma 
nent adhesives department 
setup as a feature of a 
year-long series of prom 

tions aimed at helping re 
tailers cash in on the new 
line for the home. Available 
is a self-service display rack 


with wide assortment f 
glues, cements, pastes, and 
mucilage. 


—Inquiry Card No. 104— 
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10 times faster! cheaner! hetter! 





Arrow Fastener Co., Inc., | 
Junius St., Brooklyn, N. Y.— 
aims its T-50 staple gun at 
the color-conscious public in 
this shipping-display carton. It 
contains three T-50’s, each in 
its own .regular stock box. The 
display base has been slightly 
canted so that full display 
value may be achieved. 
—Inquiry Card No. 102— 
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COPtMaTE 





Leedall Products Mfg. Co., 
Inc., 130 Van Liew Ave., Mill 
town, N. J.—has available a 
‘Copi-Mate-C lean-Change 
Typewriter Ribbon Display” 
which incorporates the com- 
plete story of the ribbon as 
well as displaying it for im- 
mediate acceptance. Display is 
unique in that it contains a 
gross of Copi-Mate ribbons in 
one place for inventory control 
Made of plywood, painted in 
two colors; it comes free with 
the first order of a gross of 
ribbons. 


—Inquiry Card No. 105— 





F. S. Webster Co., 13 Amherst St., 
Cambridge 42, Mass.—presents these 
new nylon ribbon boxes as an “extra 
utility’ feature for secretaries. Cover 
is hinged and equipped with snap- 
type catch. Base is deep blue. Silver 
printing on top identifies MultiKopy 
nylon ribbon, and gold printing is 
used for the Star nylon ribbon 
—Inquiry Card No. 103— 





Meilink Steel Safe Co., Toledo 6, 
Ohio—has announced the availability 
of a_ factory-conducted direct mai 
program consisting of four individucl 
“gimmick’’ mailings concerning safes, 
vaults and files, as well as Hercules 
typewriter and business machine 
stands. It consists of a_ folder-type 
mailing, a pop-out piece, a pull-out 
device, and a “‘thunderbolt’’ mailed 
from Thunderbolt, Ga. Complete pro- 
gram may be had by dealers for $45 
per hundred, which includes imprint 
ing and postage 
—Inquiry Card No. 106— 





Wilson Jones Co., 209 S. Jefferson 
St., Chicago 6, IIl—is packaging its 
new Grayline expense reports in Poly- 
ethylene packs of 50 sets, a year’s 
supply for an individual. The bright 
yellow display copy on the bag makes 
a self-service item out of the pack. 
—Inquiry Card No. 107— 


For More Information Use Inquiry Card Facing Page 66 
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Now, with SITE-FILING your customers 





The hand follows the eye, visibly and instantly, to the file 
which is to be removed or replaced—in split seconds. Re- 
member, the “home” never leaves the file drawer. 


* * * * 





Always neatly aligned, the color-keyed, permanently affixed 
channels and index create an in-line pattern which invites 
and promotes greater speed and absolute accuracy. Note how 
deeper pockets guard material, keep it from showing un- 
tidily, even using standard size inner folders. 


can receive the 


FOUR MAJOR 
BENEFITS 
of filing: 


Each Point Means 
Profit For You! 


SPEED: authenticated time studies 
prove that one file clerk can do the work 
of two! 


ACCURACY: The “home” for a file 


never leaves the file drawer! 


SIMPLICITY: Completely visible in- 


line index patterns make locating or re- 
filing a file simpler than finding a tele- 
phone number. No eye jogging; no hand 
ruffing . .. it’s there before your eyes! 


NEATNESS: Deeper pockets keep 


material lower in the drawer, and fit all 
standard files. Pockets come assembled 
with channels permanently fastened. No 
need for customer to put pockets and 
channels together; no slipping and slid- 
ing-off of channels! 


SITE-FILING is available to progressive 
dealers throughout the United States. 
Export inquiries invited. 


SITE-FILING’s cooperative dealer pro- 
gram includes a complete schedule of 
sales training clinics as well as consumer 
contact work with dealers. 


Wanupactured by 
SITE-FILING COMPANY 


PIONEERS OF VISIBLE FILING 


1411 Walnut Street, Philadelphia 2, Pa. 
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Why the 
has TWO 


Safari carries its own 








Safari, with its new Safe-Seal 





twin cartridges, holds 40% 
more ink than any other pen, 
cartridge type or standard... 
without flooding. 





Safari loads in a flash without 
fuss or mess. Look how easy: p 





Drop first cartridge into barrel—yel- 
low end up.(That’s the spare...always 
ready in the pen.) 


Why the new ESTERBROOK : 





32 Points To Choose From (And Profit From) 


The famous feature that’s made Esterbrook There’s exactly the right point for any 
unique for years is still part of your sales kind of writing in the Esterbrook exclusive 
story with the Safari. 32 point collection. 
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2 new Esterbrook SAFARI 
) ink cartridges 


Nn spare. It’s inside the pen, safe, protected... 
not knocking about in pocket or purse. 





yel- Now, drop the second cartridge in— Replace point holder—that’s all there 
ways yellow end down. (That’s it! Yellow is to it. . . you’re ready to write for a 
ends always go together.) long time. 


1K SAFARI has two profit potentials 


(very important for dealers) 


1. Safari carries a generous profit when you sell it, either the pen alone 
or the Safari Pen and Pencil Set. 

2. Safari brings customers back regularly to buy replacement Safe-Seal 
cartridges. And you make a nice profit at 6 for 39¢, ge: 


® Watch for Esterbrook’'s 
year-round campaign 
in Life and 
— M Saturday Evening Post! 
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Swift Business Machines Corp., Great 
Barrington, Mass.—presents a point- 
of-sale display made of corrugated 
board. It is shipped completely flat, 
sets up in seconds, and is finished in 
turquoise with scarlet lettering. It 
provides a solid inclined pedestal for 


the Swift adding machine. Used in 
conjunction with a colorful ‘‘juggler”’ 
card. This sales promoting device is 


available free. 
—tInquiry Card No. 108— 





A. T. Cross Pencil Co., 53 Warren 
St., Providence 7, R. |.—announces 
the availability of an _ interchange- 
able display suitable for both Father's 
Day and graduation time promotion 
The company is providing these signs 
to its dealers who are interested in 
the gift market. 
—Inquiry Card No. 111— 


Fred Baumgarten, | 000 Virginia Ave 
Atlanta 6, Ga.—has a new display 
combination box containing the Ger 
man-made Dux pencil sharpener and 
steel blades. A number of these dis- 
play units are available, varying as to 
amount and type of content. For ex- 
ample, one counter display box (No 
3522N) contains two models of the 
Dux precision pencil sharpeners—one 
dozen of the plain brass Model 
4235N, 1% dozen of the _light- 
weight Model 1122N, and 12 dozen 
spare blades. Another display (No 
5152N) offers a dozen lightweight 
sharpeners of Model 5235N, 1! 
dozen of the special alloy mode! N 
5112N, and 1% dozen blades 
—Inquiry Card No. 114— 





——— SALES STIMULATORS (0”/inued 





The Warshaw Mfg. Co., Inc., 1 Main 
St., Brooklyn 1, N. Y.—has_ an- 


‘ 


nounced the use of a new package 
for its Superdex roll labels. The box 
is red, white, and blue, designed for 
six-side recognition, ease of handling, 
and convenient storage. Die-cut holes 
on two sides reveal the labels’ color. 
—Inquiry Card No. 109— 





W. A. Sheaffer Pen Co., Fort Madi- 
son, lowa—is offering a counter mer- 
chandising display in which a high 
fashion motif predominates. Subject 
of the display is the new Lady Sheoaf- 
fer Skripsert fountain pen for women. 
The center section, that may be re- 
moved for close inspection by the 
customer, carries a wide variety ar- 
ranged to tie in with national adver- 
tising. Display also provides for an 
exhibit of purse cases, cartridge 
pouches, and the oval box in which 
all Lady Sheaffers are sold 
—Inquiry Card No. 112— 


Copease Corp., 425 Park Ave., New 
York, N. Y.—has published an eight- 
page illustrated booklet especially 
prepared as a factual guide in the 
selection of office copying machines. 
The title is: ‘““Tke Truth about Office 
Copying Machines.’’ Typical ques- 
tions asked by executives are an- 
swered, and stress is placed on com- 
parative cost, speed, ease of opera- 
tion, and other points. Booklet may 
be had for the asking 
—Inquiry Card No. 115— 





Autopoint Co., 3200 W. Peter- 
son Ave., Chicago 45, Ill.— 
announces a new display box 
for Penstik ball point pens. 
This box, containing a dozen 
pens, can be set up to display 
the pens for individual sales or 
easily stacked for ‘‘by the doz- 
en’ sales. It unfolds in the 
middle and is bent back and 
tucked in for display purposes. 
—Inquiry Card No. 110— 


VENL S Peact Show Case 





Venus Pen & Pencil Corp., 500 Wil- 
low Ave., Hoboken, N. J.—has de- 
vised a new Pencil Show Case (No. 
1654-D) which offers pencils by the 
pack. This over-the-counter selling 
aid is stocked with a complete range 
of pre-priced Venus pencil packages 
ranging from 10c to 49c per pack 
Pencils are wrapped in colorful cello- 
phane for fresh delivery to the cus- 
tomer. Brands included are: Medalist, 
Indian, Velvet, Corral, and Senator 
—Inquiry Card No. 113— 


Rovico Inc., 318 Market St., Newark 
2, N. J.—has put out a four-page 
brochure in color describing the Rovi- 
co Fotomate copy machine. This sales 
aid is illustrated and gives informa- 
tion such as sizes of machines, their 
functions, and performance details 
—Inquiry Card No. 116— 


For More Information Use Inquiry Card Facing Page 66 
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DA's 


Seeeeeceseeeueeeaae 


Accessories of the Month 


All accessories illustrated and described in 
this issue in the section carry key numbers 1 
to 15 duplicated on the card at the right. If 
you are interested in an item or several items, 
simply circle the corresponding key numbers 
on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 


promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 





QUICK SERVICE 
INQUIRY CARDS 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 


without delay. 


ACCESSORIES OF THE MONTH 


'23 468 6/78 GHURBME 
NEW PRODUCTS 

16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
46 47 48 49 50 5i 52 53 54 55 56 57 58 59 60 
61 62 63 64 65 66 67 68 69 70 7i 72 73 74 75 
76 77 78 79 80 BI 82 83 84 85 86 87 88 89 90 
SALES STIMULATORS 

101 102 103 104 105 106 107 108 109 110 
LP eS ee 
NEW CATALOGS 

121 122 123) 124 «#4125 «4126 «4127 128 «4129 «6130 
131 132) 133) «134135136 137) 138139140 


June 1958 Issue of OFFICE APPLIANCES, 
Card void after August 1, 1958 


[] Check if additional cards 


are wanted 
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See other side 
for Quick Service 
Inquiry Card 
covering new 
products and 
sales aids in 

this issue 
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*V. 1. P’s at every desk 






arm, 


LP , 
*V_1.P..s—Versatile Ink Pencils 


Everybody’s important enough 
to have a NOBLOT Desk Pen! 


Meet His Nibs, the new woodcased NOBLOT _ balance, slimness—and low cost. Choose your 
Desk Pen—companion to your MONGOL lead color: Blue, Black, Red, or Green. NOBLOT— 
pencils. It’s your handy Eberhard Faber desk No Leak, No Smear, No Fade, No Transfer. 
pen! NOBLOT, the woodcased pen that has Made by the makers of the famous <a oe 
everything you like about a pencil: lightness, |. MONGOL lead pencil. ,” 


ono 


weer va 
U.S. Pat. OF. wei —_—o —a 
Zz : ieee ga”: 36 **? = 






a - : ws > 
| = gio 
| _ Pas -2038" one 
ose oe _ 
| less in 
| ° LE Just 29¢ quantity 
| ee ite ' — 
| : eA puts its 
Since lit 
quality 
| City Zone___State | 1849 in writing 
Attach coupon to company letterhead | 
Scien coin emm-eece een adbaiig! dmutttaes ine nt el H WILKES-BARRE, PA. + TORONTO 


This advertisement in [Xtatcra@ WILL SELL MORE NOBLOTS FOR YOU! 
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a 
Minnesota Mining & Mfg. Co., 
900 Bush Ave., St. Paul 6 
Minn.—offers a semi-perma 
nent counter display for 
’*Scotch’’ brand cellophane 
tape—'’Deal A” carrying 12 
dozen rolls of transparent tap 
in three sizes in V2 and % 
inch widths. Grained-wood bac! 
board holds three wood-pat 
terned plastic trays. Fits 
space 16 inches wide, 10! 
deep, and 15 inches high 
—Inquiry Card No. 117— 





— SALES STIMULATORS (0011ved 





we 


Clarin Mfg. Co., 4640 W. Har 
rison St., Chicago 44, IIl.—of- 
fers as a sales aid a six-page 
brochure entitled ‘‘How a Chi- 
cago Executive Provides Reserve 
Seats for Visitors and Employ 
ees. It is a full-color case his 
tory study of the daily duties of 
a group of folding’ chairs 
Available on request 
—tInquiry Card No. 118— 


New Catalogs 








S. E. & M. Vernon, Inc., 65 Duane 
St., New York 7, N. Y.— is distribut 
ing two new illustrated catalogs. N 
158 is the company’s first completely 
new catalog published in a number 
of years. Its 120 pages carry 0 
illustrations of loose-leaf devi 
blank books, and coil wire bindings 
The new ‘School and College Cata 
log’’ is 32 pages of student item 
featured by Vernon this year 
—Inquiry Card No. 121-—— 


ow 
YO 


J. L. May Co., 111 W. 19th St., New 
York, N. Y¥.—has published a new 
catalog illustrating the company 

line of stock and made-to-order tag 

labels, pin tickets, reinforcements 
file folders, and other item This 
catalog and other dealer aids are 
available to the trade; catalog num 
ber is M-58. 

—Inquiry Card No. 126— 





Keith Clark, Inc., 130 W 
42nd St., New York 36, N. Y 
has put out its 1959 catalog 
which is free upon request. It 
features the company’s line of 
calendars, indicating the avail- 
ability of a calendar for every 
business and personal need 


—Inquiry Card No. 122— 


Corry-Jamestown Mfg. Corp., Corry, 
Pa announces the availability of a 
new full-color brochure featuring dec- 
rator-designed office settings which 
illustrate how Correlation Steel 
Age furniture can be used. The title 
f the brochure is ‘Discover New 
Correlation’; it will be sent when re- 
quested on company letterhead 


—Inquiry Card No. 127— 


Joseph Dixon Crucible Co., 
167 Wayne St., Jersey City 
N. J.—has introduced a pencil 
dispenser in color different in 
shape and size from the usual 
low window-type display case 
These decorator designed fix 
tures capitalize on the color of 
the pencils themselves, 570 
color pencils being shown in 10 
inches of counter space. Each 
column of color is suspended 
from a wrought iron form 
which turns, and transparent 
pockets hold up to 16 pencils 
—Inquiry Card No. 119— 


Olivetti Corp. of America, 580 Fifth 
Ave., New York 36, N. Y.— is offer- 
ing the Olivetti Graduation Promotion 
kit which uses the symbol of the mor- 
tarboard with typewriter superim- 
posed. The kit contains a large win- 
dow poster, a typewriter insert, three 
newspaper mats, a 30-second radio 
commercial, three window display 
ideas, and a listing of features of the 
Lettera 22 liked by students 
—Inquiry Card No. 120— 


Nucraft Furniture Co., 1615 Eastern 
Ave., S. E., Grand Rapids 7, Mich.— 
has published a new catalog—No. 58 
—covering its line of walnut and 
white oak furniture and accessories 
for the office. Thirty-seven pages il- 
lustrate and describe the company’s 
products. 
—Inquiry Card No. 123— 


Dependable Mfg. Co., 2407 Fort 
Crook Road, Bellevue, Nebraska— 
has developed a catalog which has a 
self-filing container. Individual pic- 
tures show the company’s main prod- 
ucts, full descriptions and prices be- 
ing given on the reverse side. The 
prints are 8 by 10 inches 
—Inquiry Card No. 124— 


Cushman & Denison Mfg. Co., 625 
8th Ave., Carlstadt, N. J.—has an- 
nounced a completely revised and de- 
tailed catalog of Cado products. The 
four-color, 16-page book features the 
Flo-master felt-tip marking pen and 
other products. Catalog is punched 
for filing in standard binders 
—Inquiry Card No. 125— 


Samuei Ward Mfg. Co., 29 Melcher 
St., Boston 10, Mass announces 
the availability of its 1958-1959 
catalog for established dealers. This 


25-page booklet is 82 by 11 inches 
and punched with holes to fit three- 
ring binder. It gives complete infor- 
mation on the company’s line of 


stationery and leather specialties 
—Inquiry Card No. 128— 


For More Information Use Inquiry Card Facing Page 66 
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Today’s Contemporary — for Today’s Executive 


Modern in concept—yet forever new. Here is 







a Neoclassic presentation of Wood Office 


Furniture by Alma, a gentle reminder of the 






Masterpieces of the past. 






The warm blending of Cherry and Walnut 







woods, the floating lines and subtle contours 


create a natural setting of businesslike efficiency. 
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Ask for catalog illustrating the Director Series. 
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There are no tricks to this test. What you see on the left is the actual result of typing time after time on the same line 


of standard brand carbon paper. What you see 





on the right is actually the same test with new, plastic-finish NU-KOTE! 


“DURABLE? Plastic-base NU-KOTE outlasts ordinary carbons 3 to 1!” 


Check! And that’s only the beginning of the fresh dealer and 

customer advantages built into M&V typewriter Nu-Kote. 

For instance: 

e A single weight and grade of Nu-Kote does just about 
every job imaginable. No more inventory problems for 
you or customers. 


@ Two-minute sales training! Give your salespeople the 
Nu-Kote facts, show them where your Nu-Kote’s located 
—and instantly they’re your carbon paper experts. 

e Nu-Kote lets you promise clean copies that stay clean, 


keep typists’ hands clean. 


for free sample and information 


Send the coupon today 
on a Nu-Kote dealership. 


70 





DEALER SALES DEPT., BURROUGHS DIV., BURROUGHS CORP., DETROIT 32, MICH 


C] I'D LIKE DEALERSHIP FACTS! 


a END ME FREE SAMPLE! 


A-57 
Name 
f N € 
F Addre 
City Zone State a 
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$198.50 plus F-€1 
F.O.B. Chicago 
Other Models incl. Electric Model 


ANNOUNCING THE MOST ADVANCED FEATURES IN SPIRIT DUPLICATORS 
CLEAN, SHARP COPIES WITHOUT INK, GELATIN, TYPE OR RIBBONS! 


the all now 
Cepy-rile “SIEVER- STREAK 


Exclusive ““Margi-Set”’ raises or lowers repro- , Pre-Set guides Fixed position insures 
¥ duc ed copy to desired position while operating constant, correct alignment 

Copy-rite . cas , , 

> Composition-faced, long wear side grippers. 


> Five position Color control — Clockwise Outlast all others. Positive single sheet feed 


Oper: ’ . °,° ’ r ‘ 
peration First with Unconditional Three Year Guar- 
antee (one year on rubber parts) against 
defective parts or workmanship 


New Cadet Grey color blends with any decor 


Exclusive quart capacity visible fluid supply 
® with automatic fluid control Less frequent 
refills, no evaporation 


For complete details on this Advanced-Design Duplicator and our complete line of 
highest quality Spirit and Stencil Supplies, write Dept. OA-I 


Dueué 


1201 West Cortland Street Chicago 14, Illinois 


San Francisco Brooklyn 




















’ ELLER EE . 
EEEE 444 ies 
44 HETHEELEEE Lt 
: PEPEEEEELE 5 
jagaad +E 
TEL 4ad8 Hz 
FEET ee | 
oy dit 
eta 
Ca 


A NEW CONCEPT OF EXECUTIVE ENVIRONMENT an 


Through Italic Styling, executive offices can be tailored to the 
precise character of a company — and the personality and taste 
of the individual. This is possible because of the limitless variation 


of this magnificent furniture, the focal point of Italic Styling, a 





and equally flexible decorative elements and accessories. 
7 This outstanding, new furniture line opens a vast new ih 
\ market — highly profitable sales to executives 
: \ — another example of our continuing efforts to keep a 
the GF franchise the most valuable in the industry. Lor 


GF Studios, Dept. X-14, Youngstown 1, Ohio _ 
Division of The General Fireproofing Company. A 


| Halic Styling BY GF STUDIOS 
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New Gadget Puts 


Office in Auto 


KNod Lancashire Press Agency 
277 Corn Exchange Buildings, Fennel Street, 
@ THIS MAY to be a gadget which 
thing to b nside the office, but th 
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Auto-Mate a novelt for the mo 


Made of pigskin, it clips to a car's sun 
s, matches and gla 
sa tebook, with pencil, whi 
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isor and enables th« 
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ption and mileage 
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| and with his other in extract what 
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R net I td. has recently start ppoint agents 
9 intry, and a party of their agents recently 
tl Hi on typewriter plant. Those dealers who 


[ypewriters Lt F. I. H. 





factory included Ralph Harding, of R. | 
French, Halstead & Sons 


(Carlisle) 


l 4. Peel t A. Peel & Co Preston: K. ( Butler of David 
S. Butler, Ltd., Derby, C. A. Powell of Butl & Powell, Ltd 
Hanley, Stok Trent 
Their host is J. S. Skinner, the chairman and managing 
R neton Rand, Ltd., and other top executives 
he f Remington Rand who were present were E. J. McEwen, gen 
sales inag M. T. Hind, general plants’ manager: W. 
Carter, plant inager, Hillington; and T. Varley, national 
na tv} Vriter division 
oa 
| nd ta that the Stationers’ Association of Great 
n | i with the results of the Fourth Interna 
Statior [rad Fair, chiefly no doubt, because of 
lin ; 4 Fair on the principle of stand formation 
isly, t Fair had been organized on the stockroor 
ins that hotel bedrooms were taken over 
NT purposes 
the Great Hall at the Alexandra Palace 
nd f tion was obviously a big improvement, and 
ther that f now on this annual event is to follow the 
the e 
taste I bons now have a natty looking container 
ition s-click action, for ease of opening. The 
Kores Manufacturing Co., Ltd., of Stok« 
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Member . of the third generation of the Hadleys, Alen Had- 
ley, director of Catling Hadley, Ltd., examines a new Olivetti 
Tetractys. 





Pegasus ribbon box with press-click action for ease of 
opening 


New 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible While the facilities at New York are 
not so many as at Chicago, there will be found the 


service. 


same desire to serve. 
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industry Meetings 





NOFA Management Seminar 
Set at U.S.C. June 8-12 





The Western Area of NOFA will sponsor a Management 
Seminar at the University of Southern Calitornia in Los 
Angeles June 8-12, according to Chairman Robert T. Ervin of 
Pacific Desk Co., Los Angeles. 

Included in the concentrated course in management will be 
such topics as personnel selection and turnover, financial ex- 
pansion, accounting control, group dynamics and forecasting 


methods 
Faculty embers including Dr. Lawrence C. Lockley, dean 
of the School of Commerce, will be aided by top specialists 


from the office furniture industry. The latter will handle such 
subjects as sales training, working with architects and de- 
signers, planning and maintaining displays and problems and 


pronts in used equipment. 

Both Seminar Chairman Ervin and NOFA Western Area 
Chairman George Nielsen, Dray Manufacturing Co., Downey, 
Calif., report widespread interest it Management Seminar 
Members of NOFA are expected from Californi is well as 
Oregon, New Mexico, Nevada and Washington 


Site »f NOFA Management Seminar. Hancock Foundation 
Building of University of Southern California is in background. 
That’s ““Tommy Trojan” in right foreground 





IBM Training Class 
Held in Dallas 





Ten men participated in t n 
trated class in IBM electric typewriters 
recently in Dallas, Tex. The instruction 
was given by L. L. Madsen, manager 
custom engineering of the Dallas IBM 
branch. A room was provide DB. & 
Keeney, Jr., in his building on ¢ 
St. 
es re 
Those in the picture ar (left to right) in the front row ; Ps ea 
Alford Behrens, Frank Martin, Cecil Holden and James Shulkin Heads Bost Stati “ 
oo ner . 
Twoney. In the second row: (left to right) Marvell Clark, T. Se SS eee Suaeener s = 
> feu 
E. Osborn, Roy Malone and Bonner Fuller. In the back row a ee ee 
standing are Madsen and Keet nd ted William Harris elected president of the Boston Stationers Ass« tion at th 
and P. L. Holyfield. annual meeting held April 14 at the Smith Hou ( brid 
That the course was worth § t pinion of Mr vith 47 present 
omieg swim. arted as chairman of afra mte fac the affais Other officers named are 
‘irst vice-presid ii — » en a 
His praise was generous | t nner ich tl ours¢ First vi geo William Greeley, Gi: S ery 
Co., Somervill Mass 
was presented by Mr Mad f t ft t \ an . . , rature ar 
Second president—Russell Paquette, Eagle Pencil ¢ 
ent learned a great deal ; : 
7 Third vice-president—Richard Wadden, E! 1 Fab 
Similar classes are bein ties and are all ) 
: Pencil Co 
' a } orship of ¢t NJ af 4 tore Lo .f pe 
under the sponsorshi} . ' ion. They at Auditor—Arthur L. King, Ward's Stationers, B 
open to non-members 1 e Associa Historian—Charles P. Anderson, Thomas G & Co 
tion office at 1542 Hillhurst A Angel Calif Boston 
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Juit a Cootliglt Phoviw - 


The Steelmaster Executive Swivel Posture Chair— 


all the latest engineering advances. 
Every dealer will be proud to sell it. 


Ask your Steelmaster representative for further information, 


or write directly. 


+ ( ) NE seating corp. (Division of Art Stee! Company, inc.) 
OW 170 WEST 233rd STREET, NEW YORK 63, NEW YORK 


Style No. C-3 
Material: Trilok 
and Naugahyde trim 
Color: Tangerine 
and Flame 














Sey Clinger... Diguily... owl he Cusuall 


a oe 


Steelmaster’s Executive Office Suites magnificently secure individuality 
—impressiveness — refinement—for the distinguished modern office. 


Your Steelmaster representative will be glad to discuss Executive Office 


or General Office planning and layout, or write directly. 


- st. art steel company, inc. 
Seuas OW 170 west 233rd street, new york 63, n. y. 
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At the Head Table . . . for Penn-Mar-Va sales rally are 
seated (from left): Bill McCully, S. E. & M. Vernon, Inc., co- 
chairman; Paul F. Steever, Office Equipment Co., Harrisburg, 
Pa., president Philadelphia Stationers Assn.; Paul Burbank, 





NSOEA executive vice-president; Francis Massing, dealer sales- 
man of the year; Bob Johnson, Warsaw Mfg. Co., co-chair- 
man; Edward St. George, Oakville Co., Penn-Mar-Va presi- 
dent; Joseph W. McCormick, Jr., Stationers Guild of America. 


Penn-Mar-Va Travelers Club Chooses Salesman of Year 


A successful sales rally for dealers of Pennsylvania, New 
Jersey and Delaware was held by the Penn-Mar-Va Travelers 
Club 

Crowning of the ‘Dealer Salesman of the Year’ highlighted 
the rally at the Sheraton Hotel in Philadelphia on April 24. 
Francis Massing of Yeo & Lukens Co., Philadelphia, walked 
off with the coveted silver statuette, occupying the throne of 
honor at the head table, just vacated by the 1956 winner, Jack 
Pinkerton, Hoskins Co., Philadelphia. He was justifiably proud 
of the recognition he received as well as the check for $100.00 
which went along with the statuette. 

[The rally got under way with opening remarks by Bob 
Johnson, Warsaw Manufacturing Co., Inc., who helped chair- 
man the affair, and Philadelphia Stationers Association presi- 
dent, Paul F. Steever, Office Equipment Co., Harrisburg, Pa. 


Tells of Tax Problems 

Lawrence Scully, the first of the evening's guest speakers, 
talked about the “Salesman and His Tax Problems.” At a time 
when Uncle Sam is so concerned with salesmen’s expense ac- 
ounts, it is important that everyone be familiar with the laws 
governing his income taxes, said Mr. Scully. 

Ideas in Color’ could very well have been the theme of 
the demonstration given by Reginald Beauchamp of the Phila- 
lelphia Evening Bulletin. With the held of a long white paper 
sheet and a spray can of pressurized colored inks, Mr. Beau- 
hamp designed a series of attention-getting slogans that could 
be used to visually stimulate interest and create colorful im- 
pressions 
Paul Burbank, executive vice-president of NSOEA, closed 
ie show with a hard-hitting talk about the ‘Fast Moving 
World in Which We Live.” He told of the chain of events 


why 


icn lead up to 


th 


man’s eventual harnessing of outer space. 
Mr. Burbank told the group that today’s salesman must keep 
ip with the pace being set and should not use yesterday's 
salesmanship in today’s world. To combat the problems that 
beset today’s salesman, said Mr. Burbank, it is necessary to: 
W ork harder Talk your product. 
Tribute to Workers 
Penn-Mar-Va Travelers Club, Ed St. George, 
Oakville Co. Division, Scovill Manufacturing Co., offered the 
Club's appreciation to all dealers and their salesmen who were 
on hand for the rally and to Bill McCully, S. E. & M. Vernon, 
Inc, who together with Bob Johnson, helped put the show 


Preside nt of the 


yvether 


Tribute was paid 


Mar-Va's Secretary 


to Miss Helen Gleadall, secretary to Penn 
Joseph McCormick, Stationers Guild of 
¢ contributed so much to the success of the 





Honored . . . Francis Massing, Yeo & Lukens Co., Phila- 
delphia, with silver statuette presented him as dealer 
salesman of the year. 


Those dealer salesmen nominated with winner, Mr. Massing 
were: 

Ray Newell, Palmer-Trout, Inc., Philadelphia, Pa. 

Dwight Gardner, Cotterel-Reams, Inc., Lancaster, Pa. 

Edward A. Crilley, Samuel F. Curry, Inc., Philadelphia, Pa. 

Joseph Mack, Hoskins Co., Philadelphia, Pa. 

Robert Kershner, Dieckhaus-Stationers, Inc., Philadelphia, Pa. 

James Owens, H. T. White Co., Philadelphia, Pa. 


Safe Manufacturers Elect Top Executives 


The Safe Manufacturers National Association, Inc., named 
the following top officers at the annual meeting in New York 
City April 8: 

Warren Mosman, president of Herring Hall Marvin Safe 
Co., president; Stanley R. Akers, president of Meilink Steel 
Safe Co., vice-president, and W. J. Parker, secretary-treasurer. 

The executive committee is composed of the following manu- 
facturers: Mr. Mosman; Mr. Akers; Edwin H. Mosler, Jr., 
Mosler Safe Co.; Raymond Koontz, Diebold, Inc.; H. V. Wid- 
does, Remington Rand Division of Sperry Rand Corp., and 
Shaw Walker, Shaw-Walker Co. 
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Sales Conference Figures . . . From left: Bill Aylward, Folger 
Fellowes, Ed Whittemore, Jack Mintzer, Carl M. Schutz, Herb 
Johnson, Roger How and Charles Alden. All with exception of 
Mr. Alden, advertising products supervisor of Minnesota Min- 
ing & Mfg. Co., were speakers at the Federal Stationery Co 
dealer merchandising and sales conference in Kansas City 


Federal Stationery Presents 
Merchandising, Sales Session 


More than 200 dealers from Iowa, Kansas, Missouri and 
Nebraska attended the dealer merchandising and sales con- 
ference sponsored by the Federal Stationery Co. Kansas City 
Mo., at the Hotel President in Kansas City on Saturday, April 
ys 

“How To Increase Dealer Sales’ was theme of the featured 
speakers. 

Bill Alyward, The Globe-Wernicke Co [The Sales Value 
of Filing Supplies to the Individual Dealer and Dealer Sales- 
men.”’ 

Carl M. Schutz, Eagle Pencil Co 
Sales of Writing Instruments. 

Herb Johnson and Ed Whittemore, Wilson Jones Co 
“New Ideas for Selling Grayline. 

Jack Mintzer, Swingline, Inc. 
Staplers in 1958.” 

Roger How, Minnesota Mining & Mfg. Co Why Retail 
Stationers Should Advertise in 1958 

Folger Fellowes, Bankers Box Co 

R. R. Moser, Carpenter Paper Co. concluded with a sum- 
marization. 


Suggestions to Increase 


“Selling More Staples and 


Record Storage Filing.’ 


Lou Blair, governor of the 8th District, presented details of 
the forthcoming Convention at the Western Hill Lodge, 
Wagoner, Okla. 


Name Officers of Chicago NOFA Chapter 


Art Poliquin, Horder’s, Inc., was renamed as president of 
the Chicagoland Chapter of the National Office Furniture 
Association at the Furniture Club, Saturday evening, April 26 

Other officers elected were Walter Bryzek, Johnson Chair 
Co.; vice-president; Marshall Spak, Spak & Natovich, treas- 
urer; Mel Liss, Polk Brothers (Contract), secretary; and Lou 
Farber, manufacturers’ representative, activities chairman. 

Eighty persons attending the annual affair enjoyed a cock- 
tail party, steak dinner, short business meeting, entertainment 
by comedian George Gilbert and dancing to the music of 
Lillian Keller on the 17th floor of the Furniture Mart 


Exhibitors’ List Grows for Eastern Show 


The second annual Eastern Commercial Stationery Show to 
be held in New York City October 25-28 has already attracted 
an exhibitors’ list practically equal to that of the 1957 exposi- 
tion. 

Officials estimate the number of exhibitors to be considerably 
over the inaugural show total 
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“Knowledge Is Power” . . . was theme of product information 
booth, using NSOEA manuals, shown at the Federal Stationery 
Co. conference. With the exhibit are R. R. Moser, Sr., (left) 
vice-president of Carpenter Paper Co., and Lou Blair, governor 
of 8th District NSOEA. 








of Office Supply & Equipment Dealers 
Association of South Florida. From left: C. M. Long, Paul 
Barnett, Maurice S. Brody and Lawrence Blank. 


New Officers 


Brody Heads South Florida Dealers 


At the annual election of the Office Supply & Equipment 
Dealers of South Florida, Maurice S. Brody was elected presi- 
dent and Lawrence Blank, vice-president. C. M. Long was re- 
elected as treasurer and Paul Barnett as secretary. 

An installation banquet was held at the Columbus Hotel in 
Miami on March 15. Several manufacturers representatives also 
attended the affair. 

The association is again holding a Business Show at the 
Miami Municipal Auditorium on October 19-21. 


Discuss June OMDA Regional 


Plans for the June regional meeting to be held at Gros- 
singer's Country Club were discussed at the April 8 meeting 
of the Office Machine Dealers Association of New York at the 
Advertising Club of New York City. 

President Harry A. Ritchie, Addressing Machine & Equip- 
ment Co., New York City, reported that interest in the spring 
meeting is running very high and ought to produce a sell-out 
crowd. 

Also up for discussion was the electric typewriter repair 
course now open to OMDA members in the Metropolitan area 
as well as the Association’s annual affair being held next No- 
vember 

President Ritchie introduced several guests at the meeting 
including Arthur Silvers whose dad, Dave Silvers, American 
Business Machines, New York, is an Association past presi- 
dent; Bengt Berg of Facit, Inc., here from Sweden on a good 
will visit, and Jerry DeJur, DeJur-Amsco Corp. 

On hand to demonstrate and talk about the Brunsviga adding 
machine was John L. Richards, sales manager of Typesales- 
Brunsviga Corp 

With the help of Dick Brown of his firm, Mr. Richards 
pointed out the advantages of the 10-key electric adding ma- 
chine which was on display. 

An important money-making plan, based on leasing or rent 
ing of the machines, was explained by Mr. Richards. A pro- 


gram covering a three-year lease or month by month rental was 


outlined. 
Cocktails were served, courtesy of Typesales-Brunsviga Corp. 
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sets the style 
with tangible buyer benefits 


Styling catches the eye—but businessmen being what they are, they 
prefer it to be combined with such benefits as increased 

work-output, employee job-satisfaction, and economical floor-space 

use. This insistance on style plus tangible returns on investment creates a 
ready-made market for the Art Metal dealer. In breadth of line and 
adaptability of product to individual job needs he has the last 

word. He can sell the whole office...or any part of it...with standard 
equipment or “Modulars’?..separately or together...and satisfy 

the customer who combines good taste with sound judgment of values. 
Art Metal Construction Company, Jamestown, New York. 


the franchise that makes more office equipment easier to sell 


@©a.m.c. co. r980 
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Industry News 





Ray R. Eppert, Named 
Burroughs Corp. President 


Ray R. Eppert, who joined Burroughs Corp. as a shipping 
clerk in 1921, has been named by the board of directors to 
succeed the late John S. Coleman as presi- 
dent. He is 55 

Mr. Eppert has been executive vice- 
president since May 1951 and a member 
of the board of directors since October 
1948. He has been active in civic affairs 
in Detroit for many years and has served 
as an officer, trustee or director on many 
national, state and local organizations of 
widely diverse interests. 

The new president’s first job with the 
company was in Ogden, Utah. After two 


Ray R. Eppert 


months as a shipping clerk he became a junior salesman and in 
another two months was promoted to senior salesman. In 1926 
he was brought into the home office in Detroit and assigned 
to the bank division of the firm’s sales promotion department 

In 1928 he was appointed assistant manager of Burroughs 
New York branch sales office and later became special repre- 
sentative in charge of the eastern division, which included New 
York City. He returned to Detroit in 1933 and was promoted 
to assistant general sales manager in 1939. In 1941 he became 
general sales manager and in 1946 was elected vice-president in 
charge of marketing. 


Smith-Corona, Marchant 
Boards Agree on Merger 


The boards of directors of Smith-Corona Inc. and Marchant 
Calculators, Inc., have agreed in principle upon a merger of 
the two companies, according to a joint announcement by 
Elwyn L. Smith, president of Smith-Corona, and Walter Kas 
sebohm, executive vice-president and general manager of 
Marchant Calculators. 

The directors of the two companies have authorized the 
preparation of a formal merger agreement for submission to 
the boards and shareholders of both companies 

Shareholders of Marchant would receive 1-1/4 Smith-Corona 
shares in exchange for each Marchant share. There are cur 
rently 851,969 Smith-Corona shares and 622,767 Marchant 
shares outstanding. 

Mr. Smith and Mr. Kassebohm stated that they consider the 
proposed merger to be in the best interests of both companies 
for the following reasons: 


1. The proposed merger would combine two companies hav 
ing an aggregate sales volume in 1957 of approximately 
$85,000,000, creating a major new marketing factor in the 
office equipment industry. 


2. The merger would provid diversified base of 


operations. 


3. The products of the two companies complement one an 
other, particularly as they apply to the field of data preparation 
and processing. The electric typewriter, teleprinter, and cal 
culator, individually and as a group, have important applica 
tions in this new field. 


4. The combined research talents would be applied to devel 
opment in the electronic data processing and allied fields 


5. The combined companies would be able to draw on the 
long established reputation and consumer acceptance that 


each has been accorded in its respective fields 


Cushman & Denison Elect Dwyre 
To Board of Directors 


Cushman & Denison Manufacturing Co. in recent meeting 
of the board of directors elected James P. Dwyre to the mem- 
bership. = 

Mr. Dwyre came to Cushman & Deni- §& 
son in the fall of 1951 and served for 
five years as district sales manager for 
the Metropolitan New York area. In ao 
March of 1957 he was brought into the 
office as assistant sales manager of the 
company and was also given the respon- 
sibilities of the advertising department. 


More recently, he has been chairman of | 


the newly-formed advisory committee, 4  Jomes P. Dwyre 


group organized for the training of 





supervisory personnel 


Mosler, J. & J. Taylor 
Form Canadian Corporation 


Two century-old companies—one American, the other Ca- 
nadian—announced May 1 the formation of a new Canadian 
corporation represe nting an investment of more than $1,000,000 
in Canada. 

The firms are The Mosler Safe Co. Hamilton, Ohio, and 
J. & J. Taylor, Ltd., Toronto, which have joined to form 
Mosler-Taylor Sales, Ltd., with headquarters in Toronto 

[The new company has acquired and will operate Dominion 
Safe & Vault Co., Ltd., Niagara Falls, Ont., which manufac- 
turers safes and related security items. Dominion’s more than 
100 dealer outlets in Canada will continue to be served by 
the Dominion division of Mosler-Taylor Sales, Ltd 

In addition to its own line, J. & J. Taylor, Canada’s largest 
safe manufacturer, will start producing Mosler products in 
its factory in Toronto. 

Mosler products will continue to be sold in Canada by the 
Office Specialty Mfg. Co., Ltd., which has represented Mosler 
for 10 years 

Details of the arrangements were announced jointly by Ed- 
win H. Mosler Jr., president of the firm bearing his name, and 
John West, general manager of Taylor, now vice-president of 
the corporation 

President of the new firm will be Frederick F. Chisholm of 
[oronto, who has spent more than 25 years in the field of 
cash and record protection. He was formerly general man- 
ager of The Milner Safe Co., Ltd., In England 


Haloid Xerox Inc. Ils New Firm Name 


Haloid Xerox Inc. is the new corporate name of the 52 year 
old Rochester N. Y. firm (formerly The Haloid Co.) approved 
by shareholders at the annual meeting. 

The addition of Xerox to the name of the company, once 
wholly in the photographic-photocopy business, was made in 
recognition of the rapid growth more recently of the xero- 
graphic phase of its business. 

Xerographic products, first introduced in 1950 now ac- 
count for nearly half of company sales, and more than half of 
the earnings, both of which reached new highs in 1957. Total 
sales were $25,800,000 and net income was $1,494,000. 


George B. Graff Co. Appoints Wilson 


George B. Graff Co. announces the appointment of James B. 
Wilson as their representative in North and South Carolina, 
Georgia, Florida, Tennessee, Alabama and Mississippi. Mr. 
Wilson has had many years experience in the office supply in- 


dustry. 
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New 


o10lolo-x 


1OW 


Mae completely automatic multiplication 


Gee at conventional adding machine cost 


—_—"addo-x" model 2341 E automatic multiplier 
= with ————completely automatic multiplication 
= priced —low——_—_low——__low no more than a conventional adding machine 

profit profit ——profit— by selling this truly unique machine 


for details phone, wire or write”addo-x inc”, 300 Park Avenue, New York 22, NY, PL 5-5420 
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New “Italic” . . . suite from 
General Fireproofing is on 
display here. Lamps are 
from Nessen and Lee Ber- 
nay and clock from 
Howard Miller. Wall plaque 
is Syroco and planter is by 
Ficks & Co. Roxbury Mills 
furnished carpeting and 
Ruth Sloan, accessories. 














New showrooms use movable walls 


F. J. Heer Printing Co. remodels 
complete office areas, highlights 
furniture and accessories in color 


Columbus, Ohio 


@ Presented as a “new concept of executive environment”, The 
F. is Heer Printing Co. of Columbus in the k of April 28- 
May 3 exhibited new office furniture showrooms an appreci 
ative audience which embraced cust rs, suppliers and fellow 
dealers. 

It was a week of satisfaction for President Walter F. Heet 
Jr., Furniture Sales Manager Irvin Potter, De: Decorator! 
Don Charles and all of the Heer family of employees 

To this observer the outstanding feat of the remodeled 
areas, from a functional standp } movab! 
walls as a new approach to a ng mn arrang 
ments of the areas for displays 

In the use of white walls wit! k ilings without dis 
traction, furniture is displayed in a manner which in essence 
puts the spotlight on the items shown rather than on any per 
manent wall coverings or floorings of the show: 

Partitions on Casters 

By installing solid partitions, of sters bility, F. J 
Heer Co. is in a position to set f f tion on 
an individual theme of that t havin 
other furniture—as is seen thro t nventional net ot 
rope dividers—presenting a distr 

Emphasis as far as color is litely on tl 
furniture and accessories. Explais t Designet 

1 of tl 


Decorator Charles, the “man 
display areas, says: 
“I wanted to link color and 


82 


out involving major construction. Most areas have set walls so 
I hit on the idea of the absence of color except in highlighting 
the display. Thus, I used black and white paint and black tile 
for the basic background.’ 

The designer is enthusiastic about what was achieved cost- 
wise. He points out that there were no major construction 
changes with the exception of two new showroom windows 


where a loading platform previously existed along with a flight 


of stairs from the lower floor to a higher level 
Paint Does Wonders 
It is amazing what we did with paint, bringing down the 
eiling to a 98-inch height from the former 16 feet. We did no 
plastering, painting all surfaces as they were. That helps me to 
show a custor that paint can hide a multitude of sins 
[he movable partitions are of 2 x 4-inch studs with plaster- 
board placed on heavy casters. These give the effect of solid 


walls but hay function of mobility 


Mr. Charles is a firm believer in the originality of an office 
and points out that it can only be different from another by 
color used and the “cover’’, which is his interpretation of ceil- 


walls and flooring 


“Let's ta it,”” he says, “at least one third of the dealers use 
the same desks and chairs. To provide personalized effects we 
nust achi results by color, cover and accessories. You 
an sell an office, too, at a higher cost if it is individualized 
and it is no more difficult than selling at standard prices.” 

The Heer firm designer shows what can be achieved through 
idicious use of seat covers and fabrics. He asserts that he can 
take tl al chair and use it in six different offices of the 

pan here an installation is being made and give 
ich office individualized treatment. This is done by purchasing 


(Continued on Page 102) 
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by CLARENCE O. SCHLAVER 
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Standard . . . Furniture Co.’s 
Formational group is displayed 
here along with Lucia Arkin 
lamps, Gift Craft accessories. 
Walls are of treated pliant wood. 
Draperies and covers are by 
Dazians and Anton Maix 


fur 
desk, 
table 

and 


ilan 
acces- 
1 Pir 
fab 
Maix 


) oH 
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Located . . . at right of show- 
rooms’ entrance this area dis- 
plays metal furniture from Gen- 
eral Fireproofing and wood seat- 
ing from W. H. Gunlocke and 
Johnson Chair. Wood desk is by 
Leopold and lamp by Lucia Arkin. 
Wall accessories are from Harold 
Studios and Syracuse Ornamental 
Co., Inc. (Syroco) 
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| New efficiency for every office.. 











Aaudsome 


SPEED-O-STAND 
Ample working space 

and handy storage space. 
Blends with modern office 
equipment and furniture. 


a | 

Be = ew 
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| 
PRESENTING THE 


—— eS =e = De Dd ke a 
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ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


Opens envelopes of any size or thickness 
e Adjustable trim cut ¢ Will not damage 
contents ¢ Completely safe — automatic shut- 
off ¢ Letters and trim strips neatly stacked 
in separate removable trays « Compact; 
simple to use. 


Speed-O-Priut Corporation 


1801 WEST LARCHMONT AVE., CHICAGO 13, ILL. 
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Above is the Dazor Swing-Arm Air-Cooled 
Incandescent Model 1098 which adjusts hor- 
izontally and vertically to shield the eyes and 
regulate light location. The standard finish 
is frost-green baked enamel over bonderizing, 
combined with brass. Optional colors at no 
extra charge are frost-tan, statuary- bronze, 
gray or ebony. 


The Dazor Fluorescent Model 2002 at right 
has a pivoting reflector. Its flat base takes up 
very little desk space. The standard finish is 
frost- green baked enamel over bonderizing, 
combined with colonial white. Optional 
colors are frost-tan, statuary-bronze, gray 
or ebony. 








The Dazors directly above are Table Model 
1055 and Swing-Arm Pedestal Model 1086. 
Each is a distinctive lamp in its own right. 
Used with matching Desk Model 1098, the 


restful indirect lighting of all three adds to 
the hospitable atmosphere of the carefully 
planned office. Color options are the same 


in these three models. 
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Be the first to show these 


2 NEW 
DAZOR Desk Lamps 





Full Office Coverage for Dealers 


The variety in today’s expanded Dazor line is well illustrated by 
the two new models above. Although dissimilar and in different 
price categories, both lamps provide functional lighting and hand- 
some styling. The Swing-Arm model on the man’s desk is an Air- 
Cooled Incandescent. Its arm swings freely in a horizontal plane and 
also slides vertically up or down the center post. The lamp on the 
desk above is a Twin-Arm Fluorescent. Its arms thrust the long two- 
tube reflector forward over the working area. The reflector pivots 
on the arms. 


Companion Models for Multiple Sales 


The trend to decorative lighting in the executive office or suite 
prepares prospects for your suggestion of matched lamps. With the 
Swing-Arm Desk Model, for example, you can supply the Table 
and Floor Lamps pictured at left. Flexible-Arm and Floating-Arm 
Dazors are also designed for harmonious combinations. Ask your 
Authorized Dazor Distributor for details. If you need his name, write 
to Dazor Manufacturing Corp., 4481-99 Duncan Avenue, St. Louis 
10, Missouri. In Canada address Amalgamated Electric Corporation 
Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


PAZOR FLOATING LAMp. 
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Wnm. G. Hintz, Inc., Marks 
75th Year Diamond Jubilee 


@ THE 75TH ANNIVERSARY of Wm. G. Hintz, Inc., book 
stationery and office furnishings store of Reading, Pa., was 
recently observed with a Diamond Jubilee sal 

Preceding the sale, on April 15, a dinner was held for the 
employees and executives at the Mountain Spring Association 
Club. Table decorations and entertainment added to enjoyment 
of the occasion. 

Heralded by full-page advertisement in the Reading Eagk 
and announcements on the three local radio stations, the sal 
proved very successful. Andrew D. Kuhn, vice-president, told 
OFFICE APPLIANCES: 

“We had very gratifying results from our sale, in fact, more 
than we anticipated. We were sold out of a number of sale 
items in two days and were for suppliers 
for more merchandise. 

“In one of our display windows we had our sale specials and 
in the other a display of office furniture that was used in our 
office 75 years ago, and many very old stationery items 

Among the items displayed was the firm’s first delivery 
vehicle—a wheelbarrow. 

The business was founded in April, 1883, by the late George 
Hintz in a narrow hallway at 712 Penn St. Associated with 
him was his brother, the late William G. Hintz. George was 
18 and his brother 12. 

The brothers experienced immediate success and within a 
year they moved to larger quarters 

William G. Hintz, Jr., is now president of the corporation 
He is a son of William G. Hintz, one of the founders 

Andrew D. Kuhn, a nephew of William G. Hintz, Sr., and 
a cousin of the present president, is vice-president and manager. 
Mrs. Floy L. Irvin is secretary-treasurer of the company, which 
has 24 regular employees. 


> 


years, 


Mr. Kuhn has been with the firm for approximately 52 
having started as an errand boy after school hours 

Shortly after the turn of the century, when school districts 
were obliged to purchase books, pencils, paper, and other 
supplies, this became a boon to the Hintz store. The sale of 
school items is now an important part of the store’s business 





Roll Top Desk . . . and other items of furniture used 75 years 
before in the store were displayed by Wm. G. Hintz, Inc., 
Reading, Pa., during the recent Diamond Jubilee. 
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Hintz Store . founded 75 years ago. 


Rubber Stamp Way to Prosperity 
Offered by Bankers & Merchants 


A two-line rubber stamp reading: 

BUSINESS IS GETTING BETTER 
Help It Along ... Buy Now! 

is currently finding its way into offices, stores and plants 
with the suggestion that the stamp be used everywhere possible 

on letterheads, mailing envelopes, packages, etc—to strongly 
combat the current talk of a major recession, while at the same 
time, contributing and strengthening greatly President Eisen- 
hower’s theme of “Buy Now!” 

Manufactured by Bankers & Merchants, Inc., Chicago, the 
help business along” stamp is available at office supply and 
stationery outlets throughout the United States 

Nominally priced, the stamp is either being sold by office 
supply and stationery dealers, or given away gratis, in many in- 
stances, as a public service. 

Bankers & Merchants, Inc., has advised sales outlets that the 
stamp can exert a strong push to start the American public on 
a huge buying spree to decrease manufacturers’ inventories, 
keep plant production lines humming with increased activity, 


and to put n hard cash into circulation 


Change Name of Canadian Subsidiary 


The name of Victor Adding Machine Co.’s wholly owned 
Canadian subsidiary, Victor-McCaskey, Ltd., has been changed 
to Victor Adding Machine Co. (Canada), Ltd., according to 
A. F. Bakewell, sales vice-president of the parent company and 
president of the subsidiary. 

Originally known as McCaskey Systems Ltd., the subsidiary 
was acquired when Victor absorbed the McCaskey Register Co., 
of Alliance, Ohio, in 1953. 

T. L. Fox is vice president and general manager of the sub- 
sidiary, with headquarters in Galt, Ont. 
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Or LD that no part of an office chair is 

CF 3h oe the base. It carries the load and 
all the tough punishment. People kick 
it, scrape it, bump it and grind sand into it 
with their feet. No wonder the ordinary base 
looks shabby in even a few weeks. 


He further insists that you could offer your 
customers genuine savings if you could seil 
office chairs with bases that never need re- 
finishing and never wear out. You would 
make more sales if the chairs you offered 
had this feature and those offered by most 
of your competitors did not. 


The Sturgis fiber glass base, he repeats, is 
unbelievably strong and tough. It never 
needs to be refinished because there is no 
finish to scuff off. In short, it will never wear 
out. When it gets dirty, a wipe with a damp 
cloth will make it look like new. And yet 
Sturgis chairs with fiber glass bases sell for 
no more than most ordinary office chairs. 








The Sturgis line contains 33 models, 15 with 
fiber glass bases, to meet every office require- 
ment. List prices range from $24.50 to 


lants Qoare to fig ht it out $260.00. Trade and quantity discounts apply. 
mare All models are shipped from either Sturgis, 
= with * Michigan or Charleston, S. C., whichever 
7 our sales manager’? source provides the lower delivery cost. 


An exceptional selling feature, plus a com- 
plete line, plus a choice of two shipping 
points could make it possible for you to in- 
> crease your chair sales and your profit per 
a sale. 


Agree with our sales manager? If you do, 
how about trying out for our team? 


wned 
inged 


and POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY e@ STURGIS, MICHIGAN 
Genera! Sales Offices a 154 E. Erie St . Chicago 11, Minos 
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Spaciousness and Order 


Financial Corp. when it contracted with Duradex, Inc. to install 


were the basic requirements made by C.1.T 


Co-operation 


Teamwork smooths the 
path for a massive 
six-floor installation in 
New York. 


its new 


home at 650 Madison Ave. in New York City. This anteroom to the execu- 
tive offices is one example of careful planning and custom-designing of 


units to meet the customer's approval! 


@ PERFECT TEAM WORK, calling for co-ordinated co-opera- 
tion on the part of the customer, the manufacturer, the dealer, 
and the interior designer, brought about one of the largest office 
furniture installations of its kind recently when the C.L.T. Finan 
cial Corp. was moved into its new New York City headquarters 

The building was fully occupied by the company last fall, but 
the first contact by the dealer, Duradex, Inc., Brooklyn, N.Y. was 
made in 1955. Many months of preparation were necessary and 
involved planned conferences with the designer, Miss Eleanor 
LeMaire, C.I.T. officials, architects, dealer salesmen, warehousing 
and installation organizations, the contractor, and the manufac- 
turer, Peerless Steel Equipment Co., who was chosen to furnish 
the six floors of general offices. 


Fill Customer Requirements 


The customer had certain basic requirements and procedures 
which had to be met before the installation could be carried out 
Design was paramount, with modifications of the manufacturer's 
regular line a necessity. The design format established was a 
square or rectangular concept. No “rounded” details were 
wanted, but rather a sharp, crisp motif. Desks and modular 
wing tops were to be of walnut Formica, self-edged 

Other requirements included standard steel drawer pedestals 
with individual stylized drawer pulls, center drawers with locks, 
full back panel covering of the entire area of the desk and modular 
wing space, square, tubular-design legs in satin chrome finish, 
and modular wings composed of bookcases, cupboards and file 
drawers. 


Special Designs Needed 


The customer wanted offices which offered an air of quiet dig- 
nity in a contemporary setting to compliment the new building 
Much of the furniture had to be designed especially for the job 
This required close contact and constant checking between the in- 
terior designer and the manufacturer 

Some of the changes requested included drawer | 
desks which were equal to the full drawer width. I 
had special hardware requirements such as guide rod knobs in 
circular design and long, slender, tapered handles. The typewriter 
wings had to support electric typewriters, without the use of end 
supports. The drawer space had to be retained and a complete 


sulls on some 


iling cabinets 


~ 





Modular Units for the private offices were built to very 
rigid standards set up by the customer and the designer, Miss 
Eleanor LeMaire of Duradex, Inc. Tops had to be walnut- 
finished Formica, square and self-edged, and drawer pulls 
were specified to run the full width of the drawer 


modesty shield installed. Sound proofing was another require- 
ment, and the manufacturer sound-insulated every item of 
furniture by using specially produced felt pads, strategically 
located within each unit. 

All of these requirements were met and the customer approved 
| modified designs offered by the interior designer and completed 
by the manufacturer 


a 
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| iN wy A, If | 650 Madison Ave. . . . the 


(s new home of C.1.T. Financial 
Corp. in New York City. A 
complete installation by 
Duradex, Inc. of Brooklyn 
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Typewriter Wings . . . were designed to 
specifications by the manufacturer to of- 
fer a single outboard leg of support for 
operator freedom. Drawer space was re- 
tained due to a unique attachment de- 
vice, to meet the requirements of the 
customer. The wings had to be built to 
support an electric typewriter and an 
outlet was built into the top. All these 
units were finished in autumn tan with 
beige tops to offer color. Wall treat- 
ments were in contrasting colors, such 
as blue. 





very 
Miss 
* Row after Row . . . of double pedestal 
desks with generous work surfaces were 
called for in the installation. Planning 
and layout to achieve an “open” look 
took many months. The private offices 
were separated from the general offices 
with glass walls to achieve privacy but 
to retain the airiness required by the 
0 customer in specifying details about the 
ally job. Many of the units had to be cus- 
tom-built to meet the designer’s needs 


if 
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With installation of one or more Friden ments and operator decisions; (2) Increase 

Tape-Talk machines—each a “system” in work volume output without increasing 
| , * . 

itself —you can see the savings every hour! payroll costs or overtime; (3) End primary 


These machines process all kinds of office and compounded errors normally occurring 


work, involving both numerals and words, in data recopying. 


| 

| automatically with punched paper tape. The challenge of Friden Tape-Talk is big 

| It’s a much simpler way of running an office as your imagination—its application possi- 

| than you have known. bilities exactly suited to your needs. Get the 

Friden promises this: In exact propor- facts now! Call your nearby Friden Man or 
tion to the degree of office automation you write Friden, Inc., San Leandro, California 
wish to achieve, Friden Tape-Talk machines . . . sales, instruction, service throughout 
will (1) Eliminate need for manual move- U.S. and the world. 





tay 
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© Friden, Inc. 









j Compuutyjror’ Automatic tape 
“ billing department in one desk 


~ Gelectadata® automatic 


iy. tape reader-selector-sorter 


Oda-Punch® 
Automatic code tape 
adding-listing machine 


\ hexourutanr® automatic tape 


writing-accounting machine 


< ® 
uakourriter Automatic 
justifying type-composing machine 


&. J 


Automatic tape 
transmitter-receiver 


0 t- 0 tout Machi Pliden Nature! We Friden fully automatic Calculator— 


Adding Machine The Thinking Machine 








of American Business 





‘Ts Friden Mailroom Equipment 
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Tempo Imperial—the king of high speed, heavy production 
duplicating, with or without interleaver-slipsheeter, 10 
speeds up to 200 copies per minute. 





<n 


Tempo Jetdry—the Wonder | Tempo Paste Inks give you 
Ink—the world’s fastest dry- | that “press-printed” appear- 


Prices from $199 


Geha 300DA equipped with interleaver-collator. Geha Comet—Today's greatest value in a hand- 
This most versatile automatic paste-ink stencil operated paste ink stencil duplicator. Creates fine 
duplicator gives fine “press-printed” copy. Runs impressions with a “press-printed” look. Also 
from postcards to airmail weight stocks. Also four three electric and one other hand-operated model 
other electric and hand-operated models. available. 





* 


Tempo Pastel and Regular Film Stencils ing, even on bond and offset | ance in your office dupli- Temposcopes with easy-vision, flashed opal glass 











—Produce the kind of copy you want... without slipsheeting. There | cating. For use in the working area. Headings to your choice of stencil. 
sharp, medium, or bold from the same is a Tempo Ink for every | Tempo-Geha and other paste Accessories included with both models—fluorescent 
stencil. As easy as typing a letter. requirement. ink duplicators. or standard lighting. 


STENCIL DUPLICATORS AND SUPP 


[fee ... 


See ge 





TEMPO’S COMPLETE LINE — THE RESULT OF 
SPECIALIZING— FITS EVERY DUPLICATING 
REQUIREMENT FOR FINEST COPY AND CUSTOMER 


SATISFACTION. 


YOU'LL PYRAMID YOUR SALES AND PROFITS 
IN DUPLICATING ITEMS WHEN YOU FEATURE 


THE QUALITY TEMPO PRODUCTS. 


MILO HARDING COMPANY 


TEMPO—The Quality Name in Stencil Duplicating 
Los Angeles-Cleveland-Pittsburgh-San Francisco- Washington, D. C. 
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Pencil Week . . . was promoted in high 
style at Lamb Brothers in Philadelphia, 
Pa. This window, designed by Shannon 
TerBush, display director, featured ma- 
jor pencil brands and tied the window 
to advertising in the Post. Every style 
and type of pencil available at the store 
was included in the display. The main 
theme of the window was ‘’Whatever 
You Do—There’s a Pencil for You!’ 











Free Trial Offer Plan | 
Launched by Neva-Clog 


Determined to do something aggressively about the current 
economic picture, the Neva-Clog Products Co., is stimulating 
dealers into selling N-C staplers by means of a unique free 
trial offer plan. 

Consumer prospects are given a mailing which pictures the 
stapler in its plastic pouch and describes the plan in a letter 
from the president of Neva-Clog Products, In« 

The factory sends a stapler to the dealer's customer for 10- 
day free trial at the factory's risk. 

Dealer's salesmen are given handsome incentive awards in 
the form of broadcloth white shirts. There is no limit on the 
number that can be won. 

Each N.-C stapler (models J-60, J-56-R or J-30) retained by 
the consumer after the 10-day trial credits a salesman with 15 
points toward one of these shirts. The salesman gets one shirt 
for each 255 points. 

Each free trial kit contains 300 staples, gummed label for 
return of stapler to factory if not kept and statement that re- 
turn postage will be refunded. 


Dictionaries Promoted for 
Back-to-School Season 


The World Publishing Co., publisher of Webster's New 
World Dictionary of the American Language, College Edition, 
has planned a major advertising and promotion campaign 
designed to sell more dictionaries in the back-to-school 
season. 

In addition to the year-round advertising in Time, Life, The 
New Yorker, Saturday Review, The New York Times and 
other selected media, World will feature the dictionary as ‘the 
indispensable back-to-school book” in four-color advertising 
in many leading newspapers of the nation. Posters and re- 
prints of the four-color advertisement will be available to the 
stores in these cities for tie-in displays 

World is also sponsoring a back-to-school window display 
contest with money prizes for the top winners. Details of the 
contest and a display kit of special materials around which to 
build an effective window may be obtained from The World 
Publishing Co., 2231 W. 110th St., Cleveland 2, Ohio 


IBM Building New Home in Dallas 


A six-story $2,000,000 building to house all of the Dallas. 
Tex. facilities of the International Business Machines Corp. is 
to be constructed at Cedar Springs Rd. and Gillespie St. The 
building will be completed by next January. 
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Waterman Pen Co., Ltd. 
To Acquire Kemper Industries 


Approval by the respective boards of directors of the ac- 
quisition by the L. E. Waterman Pen Co., Ltd., St. Lambert, 
Quebec, of Kemper Industries, Cincinnati, Ohio, was an- 
nounced April 29 by J. Ernest Savard, board chairman of Water- 
man Pen, and H. J. Hoxby, president of Kemper Industries. 

The acquisition of Kemper Industries by Waterman through 
merger is expected to materially further the planned sales 
expansion program of the 75-year-old writing instruments 
firm. Famous for its progressive merchandising and sales tech- 
niques, Kemper Industries—under its prior title, The Kemper 
Thomas Co.—was the first U. S. manufacturer of calendars 
and advertising specialties. 

Besides the merchandising skill and sales management lead- 
ership of Kemper Industries, Waterman will obtain two well- 
known executives, H. J. Hoxby, Kemper Industries’ president, 
and John Murnan, Kemper vice-president. 

Mr. Hoxby will join the Waterman Pen Co. as chairman of 
the executive committee. His experience as a merchandiser and 
builder of sales forces and as an administrator covers more 
than 40 countries. 

John Murnan, vice-president of Kemper Industries for many 
years in the calendar and advertising specialties business, is 
an all-around sales and administrative executive. He will join 
Waterman as assistant to the president, Robert D. Howse. 

Total combined assets of the companies after merging will 
be over $7 million, with working capital in excess of $3 mil- 
lion. 

The merger proposal will be presented to stockholders of 
both companies at special meetings. 


Secret On-the-Job Testing 
Precedes Typewriter Introduction 


The new secretarial, standard office typewriter announced by 
Smith-Corona, Inc. was introduced after four months of secret 
testing in approximately 100 business offices, according to 
Elwyn L. Smith, president of the manufacturing firm. 

In order to achieve maximum objectivity in the test, the 
working parts of the new machines were built into the casings 
of the company’s contemporary model. These special type- 
writers were then placed in more than 100 business offices 
where it was possible to keep an accurate record of the op- 
erators reactions. 

No salesmanship was used and the operator did not know 
she was using a new machine. Her co-operation was obtained 
on the basis that a typing study was being conducted which re- 
quired all participants to use the same kind of machine. 

On-the-job tests indicate that increased speed of the type bars 
in and out of the printing point minimizes the possibility of 
type bars colliding at fast typing speeds, Mr, Smith states 
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1 VARIETY 
sear ~~ ‘ In the manufacture of carbon papers 
4 ... as well as the widest assortment of 
7 inked ribbons available anywhere for 


| every type of office machine. 





DEPENDABILITY 


of products and service developed 
over sixty-three years of uninterrupted 
quality production... now combined 
with the most modern manufacturing, 
. packaging and merchandising methods. 








CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York + ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 


DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 
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Diamond Anniversary 











Erle Kistler . . . president of the firm and two sales ladies in 
costume provided a touch of authentic atmosphere to the an- 
niversary celebration. 





KISTLERS 
73% 


1 Vile « «me 
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Promotion . . . of the 75th anniversary event included oa 


strolling character right out of 1883 who greeted people on 
the street and called attention to the celebration. 


Kistlers Celebrates with Unique Promotion Stunts 


Denver, Colo. 
@ NOVEL CONTESTS for salespeople dressed in the garb of 


1883, giveaways to the public, humorous markdown sales, and 
window reproductions of the offices of 75 years ago were fea- 
tures of the Diamond Anniversary which W. H. Kistler Sta- 
tionery Co., Denver, Colo., staged recently. 

The Kistler organization has grown from a one-man shop 
binding books to a multi-faceted business employing 230 and 
doing a gross of nearly $4 million a year during its 75 year 
history. Erle O. Kistler, who pioneered the firm into office sup- 
plies, furniture, stationery, art supplies, printing and other 
services, is still completely active in everyday management 
along with his son William Kistler, now president, and both 
believe that the next decade will show expansion at an even 
faster pace. 


An Exciting Week 


Beginning March 2, Kistler’s gave the Denver public one its 
most exciting weeks when almost all routine operations in the 
store were subjugated to the Diamond Anniversary. The main 
window became an 1883 office, complete with roll-top desk, 
lamp, hard wooden swivel chair, wastebasket, cardboard files, 
and an early adding machine. Oddly enough, Kistler’s was able 
to find almost everything necessary for such displays within its 
own warehouses, according to Miss Jerri Siwek, advertising and 
promotional manager. 

To insure an authentic 1883 atmosphere, Kistler’s formed its 
employes into “teams” by groups of payroll numbers, and then 
invited each team to compete for attractive cash prizes for the 
best costumes. Teams were given humorous titles, such as 


“Brothers of the Beard’, “Sisters of the Calico’, etc., to vie 
for a $20 cash prize to the winning team. There were also $5 
cash prizes for the best “singles in costumes, beard-growing 


and the like. 

Team management was placed in the hands of Kistler’s 
KWILL club, and the KIBA benefit association. During the 
week-long celebration, the teams strolled through all floors of 
the store in their pioneer costun 
votes for the best team and the best individual toggery. Con 
sequently there was a team of four five employees constantly 
on the move through the store during the busiest hours of the 
week. 


To add impetus, the Kistler management converted its em- 


s, each employee posting 
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ployees’ coffee shop on an upper floor into ‘The Rattlesnake 
Saloon” with authentic 1883 antiques on display. Employees 
were invited to bring relics and heirlooms from home for dis. 
play here and there through the store and in the windows 
Each department made up its own displays as well, such as 
antique business machines, desk sets, files, greeting cards, in the 
respective sections. 

Meanwhile, a college student was hired as a ‘walking sign- 
board” and sent out on the streets near Kistler’s two downtown 
Denver stores. His sandwich sign was lettered “What's All the 
Excitement at Kistler?” on the front, and “Kistler’s 75th Anni- 
versary Celebration’”’ on the back. Tipping his hat to ladies 
pointing out the stores to all passersby, the tail-coated employe 
emphasized free gifts, prizes, and surprises to make a stop at 
the Kistler store a must for downtown shoppers 

There were many reasons for visitors to remember the event 
First, Kistler’s offered hundreds of items on sale, such as 


(Continued on Page 100) 








Lush Beards . covered the chins of Kistler’s sales force to 
give the proper 1883 atmosphere. Contests to see who did the 
best job of dressing to fit the times were run for employees. 
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aes ieee TO you, a 
single source for 5000 items increases net profits 


because it means — standardized selling .. . 
simplified inventories... less capital invested... Only the Enormous 
concentrated purchasing . .. quantity and car- 
load discounts . . . better service . . . account- 


ing with one supplier . . . one line selling which 


makes better informed salesmen. 


Shaw-Walker Franchise 
gives you ALL 9 


Thisis the most 
complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 





* * 
profit-makers 
KM emu To dealers, the Office 


ded Guide means plus sales every day. It is the 

sle on only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


ee CM Seah ees tte aitiam Among the 5000 


or dis items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 








Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


Stel mia ieee lo the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 


CUCU Cheat Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 





100) 


, Built Likea 
& Skyscraper” 





GHAW:WALKER 


HOME OFFICE—MUSKEGON, MICHIGAN 








*Right now there are a few cities in which we eT eeu tee For your 


are willing to make a change. Yours may 
be one of them. Write Muskegon today. 
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use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 
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Contemporary 
Backgrounds 
Enhance New 


Furniture Areas 


@ CREATING ACCEPTABLE contemporary backgrounds for 
the modern and traditional office furniture which has been 
merchandised successfully for almost 50 years was the goal of 
Zimmerli Business Furniture Corp. when it remodeled early 
this year. 

Located in Rochester, N. Y., the firm has a long and impres- 
sive record of service to its customers in the business furniture 
field. It has always dealt exclusively in this field from its in- 
ception in 1916, and with the latest renovation of quarters, it 
continues to provide complete facilities for providing all the 
furniture requirements of the modern office including interior 











A Soft Background . . . of Needietuft Dynasty carpeting 
is provided for this display of Art Metal executive, con- 
ference, clerical, and machine desks. Chairs and acces- 
sories match, and the walls are soft-toned with modern 
Paintings as highlights. (Above) 
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Center of Attraction . .. in this area is a Formational desk 
with extension top in white Formica against a striking modern, 
white, polyplastic background with black vertical risers as 
accents. The whole area is designed to point up the clean 
lines of the furniture. Egyptian cotton draperies at the left 
provide a contrast. 


design and decorating, special finishing and cabinet-making 
and the full range of customer service 

The new showrooms were designed under the direction of 
William H. Sullivan, I. D. I., of Standard Furniture Co. He 
worked in co-operation with Phil Jones, Zimmerli sales repre- 
sentative, with collaboration of the entire staff, headed by Miss 


(Continued on Page 98) 


Stately setting . . . of gold-foil wall 
with ruby carpeting sets off this tra- 
ditional grouping of Standard furni- 
ture. All of the accents, the Sykes 
chairs, the Standard accessories, the 
Almco lamps, and the pendent bo- 
rometer clock by Graw & Cuttle, 
combine to give the impression of 
elegance and dignity. Several on-the- 
spot package sales have resulted 
from this display. (Below 
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So | said to him, 
“OK, boss, I'll forget 
about that raise if 
you'll buy me that 
new Gunlocke chair.” 


P. S. to dealers: 
Good office morale is 
encouraged by good 
seating— and that means 
Gunlocke. 


momen 


WwW H. GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 








Carbon Pape, 









BUILD 
EXTRA 
ERASER 
SALES 


Lucky typists — those who use electric machines or any others, 
for typing distinctive, beautiful impressions through carbon papet 
ribbons! LUCKY YOU — if you're cashing in on the booming 


business in carbon paper ribbons and the increasing sales of 
these erasers that go with it! Sell a set of these erasers in the 
same sale! 
TWO EASY STEPS WITH THESE 
SPECIALLY-SUITED WELDON ROBERTS ERASERS 


l NO. 448 GREEN GLOW. > 
¢ Removes surface carbon 

to prevent smearing. Soft 
green rubber encased in spiral paper wrapping with 
pull string for easy repointing. 





NO. 3650 GRAYPOINT. > 

¢ Removes the final image. 

Wood-cased eraser with 

quality gray rubber core. Easily 

repointed in any pencil sharpen- 

er or with a knife. Hexagonal: 

won't roll off desks. With whisk 

for removing eraser crumbs. 

(NO. 365 GRAYPOINT. Same 
eraser without brush.) 





OR... NO. 378 GRAYPOINT. > 
With same quality gray rubber 
core. Spiral paper wrapped, like 


NO. 448 Green Glow. 


The Graypoint Erasers are also 
superb for erasing impressions 
typed through fabric ribbons. 





MADE 
«UuUBA 


Show Your Customers T his 
So Quick, So Clean Erasing 


— FREE SAMPLE — 


Write us for a free sample 






Ghanen 3650 WHISK ."6%% 





of each of these Weldon 


Roberts Erasers 


OR 


ORDER A TRIAL 
DOZEN OF EACH 
AT FULL DISCOUNT 








WELDON ROBERTS 
RUBBER CO. 
365 Sixth Ave., Newark 7, N.J. 
W orld’s Foremost Eraser Specialists 








Waldon Roberts 
~ Gnanens 


Correct Mistakes in Any Language 
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Marietta Lechleiter, secretary of the firm since its organization 
Co-ordination of product display and interior decoration was 
the responsibility of James Mullin, decorator for Standard, and 
Francis McGlynn, division sales manager of the latter company 
Miss Lechleiter speaks authoritatively on the subject of of. 
hce furniture because of her long association with the firm and 
her knowledge of the products handled 
The firm was founded by Charles Zimmerli, brother of Wil- 
liam J. Zimmerli, president since 1929. It had a modest start 
in a 10 by 12-foot office on Main Street, with a warehouse f 
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Open Brickwork . . . forms a novel but effective background 
for this Formational executive desk and matching chairs. This § 
particular area is only a segment of a complete and co-ordi- 


nated display of this particular furniture line. 


provided shortly thereafter to handle expanding business. A 
few years later the company purchased its own building to in- 
corporate the complete operations, but in 1946 the consistent 
growth of the firm forced another move to its latest home on 
North Water Street 

At the present time there are 12 on the company staff. Be- 
side Mr. Zimmerli and Miss Lechleiter, there is Herbert J. 
Benzoni, treasurer, on the executive staff. 


Challenger Manifold Corp. Moves... 





‘ 
; 
& 
: 
The Challenger Manifold Corp., Ltd., has moved to a new lo- 
cation, called the Challenger Building, at 18-20 Duncan St., | 
Toronto, Canada. The firm has two main divisions, Carbon 
Paper Service Bureau, and Peerless Distributors Limited, In | 
addition to handling its own copy making products, the com- ' 
pany is distributor for Kodak Verifax and the Canadian dis- | 
tributor for the Old Town Corp. f 
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anne 52 KOK KAY 
WITH SEPARATE PAGES 
FOR SATURDAYS 

AND SUNDAYS 


? > 


B 


Here’s a desk calendar that answers a special need. 
New, separate pages makes appointment scheduling 
easier at the office, in the home. More, appointment 
schedule now combined with memo calendar, all on 
one page. Full size, 5x 8’ page. No condensing of 
lines. Half-hourly appointment spaces. Extra pages, 
too, with the exclusive SUCCESS 1l-year calendar 
feature. See SUCCESS. There’s more to sell, more 
profit. For full facts, write for SUCCESS catalog. 


> 
# 





MODERN PACKAGING 
® Packed in protective box. COLUMBIAN Zt \NORKS, INC. 


®@ No danger of breakage in shipment. 2300 WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN 


Easy to handle and stock. 
Each refill banded or string-tied in box. 


when you think 


of SUCCESS... think 





Complete description and picture on each box. CALENDARS 


Designed for better display and self-service. 


= 


Handy pocket calendar with each refill. 





could make this Picture! 


BANKERS BOX COMPANY 
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Steel Shelving and Drawer Type Files all in one! 


Only STAX carry all the load on a skyscraper- 
type steel structure with each individual corru- 
gated fibre-board file unit suspended within the 
framework. 


The photograph above clearly shows the full 
steel support front and back on _ horizontal 
stackers that carry the load at four equal points 
to permit stacking to any height; the factory 
applied side plates that interlock units side by 
side to conserve floor space and give double 
strength. No fibre-board unit touches any other. 
fibre-board, drawers always work easily—never 
sagging, jamming or warping. 


Compare these features with other transfer 
files and you'll agree that STAXONSTEEL 
are the best you can sell . . . and the best buy 
for your customers! 


This is the STAXONSTEEL unit —Steel shelving and an 
easy-access drawer type file, all in one. 
® All-Steel Framework 


@ Finest Corrugated 
Fibre-Board 


® Attractive 
Appearance 


® Five Stock 
Sizes 


WRITE FOR CATALOG, PRICES AND DEALER KIT 


2607 North 25th Avenue ® Franklin Park, Illinois 





Kistler’s 
(Continued from Page 94) 


leather zipper bags at 98 cents, list finders at $1.98, scratch 
pads at 20 cents a pound, and paper clips at 89 cents per 
pound Ridiculous prices” appeared on table after table 
throughout the store. Meanwhile, more than 3000 gift packages, 
all gift-wrapped, were distributed. These included such items 
as pocket notebooks, money clips, scotch tape, pencils, and 
scratch pads. 

Suppliers gladly helped out with their products to make each 
of the mementos really valuable to visitors. As a special touch 
several hundred of the gift packets included printed cards, 
headed “An Extra Gift for You! Bring this card to 1636 
Champa Street and pick up a Compliments of 
Kistler’s [These bonus gifts were handsome items selected 
from the store’s gift inventory. More of the cards were dis- 
tributed by the sandwich-board man as well 











Window Display . . . with merchandise resurrected from the 
warehouse and other sources, gave the impression of reality 
to the “office of 1890.’ These displays added much to the 
anniversary program and created comment throughout the 


city. 


Even the office furniture department upstairs got into the 
act, with a “Dutch Auction” set up in the center of the retail 
office supply store on the first floor. A huge, gold picture frame 
was used to offer a different piece of office furniture daily, 
such as an executive chair, a table, or a small desk. Each item 
was marked down sharply until sold; most of them going at 
one fourth to one tenth of the established retail price. Signs 
encouraged the public to visit the office furniture department's 
model offices, where more employees in cutaways and calico 
gowns greeted them 

With daily display ads, plenty of changes in the window, and 
a full-page newspaper article on the event, Kistler’s registered 
no less than 9,500 visitors through the six-day week. Significant 
was the fact that many were people who had never been inside 
the store before, including newcomers to Denver and suburban 
dwellers. All were termed prospective customers for the future. 
Each registered for a prize drawing at the end of the week. 

The big Denver firm wound up the week with a dinner dance 
at Denver's historic Windsor Hotel, with cocktails, prize am 
nouncements, costumes and other events 

“It was a lot of fun for the public and employees alike’ Wil- 
liam Kistler observed. “We were surprised to find sales up 
enough for the week to pay the promotion’s costs.’ 

William Kistler, founder of the firm and the present presi- 
dent's grandfather, came to Denver from Springfield, Ill. He 
went to work for a newspaper as a schoolboy, when Indians 
were still camping near the city. He learned the binding and 
printing trade in a series of newspaper jobs; opening his own 
shop at the age of 25. 
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for greater profits as a GLOBE-WERNICKE FRANCHISED DEALER 


Globe-Wernicke Streamliner® Metal desks will increase your cus- 
er's office productivity and efficiency with a rapid return on invest- 
n addition to the four G/W exclusives illustrated, a host of other 
sales features include soundproofing, lifetime nylon drawer glides 


drawers, color-matched fiber glass adjustable legs or metal 
terchangeable pedestals, and molded or square-edged 
e make the Streamliner Desk the most advanced, the most 
wanted metal office desk in America. 


As a Globe Wern 


Desks along with the most complete line of metal business equipment in 


ke Franchised Dealer, you will sell Streamliner 


the world. A dynamic national advertising campaign in leading news and 


= HIS DESK has the Visible Record Card 


lray which fits into desk arm slide and 
removable. Holds 50 cards for 100 drawer no extra hardware 
¥/ il- ecords. A concealed locking device as ame needed. Keeps record 


Verti-Swing or any hanging 
ince 

n suspend directly from 

a 2 


up ures privacy of records for instant reference 


business magazines, plus a power-packed Sales Aid Program, develops 
local impact, maintains continuous year ‘round support of the G/W line. 

Why not write today for full information on all the advantages of 
securing a valuable Globe-Wernicke Franchised Dealership that can lead 


to an entirely revitalized business for you. 


Cc KE 


The Globe-Wernicke Co. e Cincinnati 12, Ohio 


remember...success depends on the strength of your tine 








ake your Register Forms 

Department a “‘one 
stop” source . . . Hano is 
today’s complete line. . . 
17 different Standard Body 
forms ...a popular Hano 
semi-Custom price list for 
the economy-minded, plus 
the most comprehensive 
Custom Register Form List 
available today. Remember, 
there is a Hano form to fit 
every need just as there is a 
Hano Register designed for 
every installation. 
Stop taking grief and 
start making profits 
sell Hano. Excellent deliv- 
eries, competitive prices, 
top quality ... get your 
form business the easy way. 


REFOLDERS 
Hand or Electric 







General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 





for easier profits ... 


SELL HANO 
REGISTERS AND FORMS 


Poy 





REGISTER FORMS 





PORTA- PAKS 







PORTABLES 


REGISTER 
Cash drawer units 






Write for 8 page Hano 
Register Circular plus a 
new “at a glance” survey 
of the available Hano Reg- 
isters and Forms. Some 
dealerships open in the 
South, Southwest and Mid- 
west 
tioners. 


for established sta- 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


Warehouse and Branch Plant 
MT. OLIVE, ILLINOIS 








New Showrooms 





(Continued from page 833) 


the fabric and sen ling it to the manufacturer for application to 
the furniture 

[The same idea is used in accessories. Mr. Charles sends 
swatches of the color used in the office to the accessory, manu- 
facturers and they match it for lamps, ash trays and desk ac- 
Cessor;ries 

A tour of the Heer showrooms gives evidence of the de- 
signer’s attempt to get away from the standard browns, maroons 
and greens commonly used for office furniture. New colors are 
used and as Mr. Charles explains “it means extra work but the 
customer is given something which is his own 

You can tell a man’s personality from the color he likes, 
His color makes the job more pleasant for him and the work 
done in his office area is accomplished more efficiently. 

The new F J Heer showrooms, visited by hundreds in the 
premiere week, are the tool by which the color and design 
ideas of Mr. Charles are carried out. And, what is more im.- 
portant, the department changes in layout, through the use of 
movable partitions, were achieved at relatively small cost 


Underwood Corp. Unveils 
First New Trademark in 30 Years 


Underwood Corporation has officially unveiled a dramatic 
new trademark. 

Reflecting a modern and progressive ‘new look’, the trade- 
mark is a serif, lower case “u’’ ona 
concave ‘square’. It was created by 
Raymond Spilman, industrial de- 
signer, of New York City. The 
name “underwood” in lower case 
letters will be used in combination 
with the symbol—within the square, 
or outside the square and to the 
right or above it. 

It is Underwood's first completely 
new trademark in 30 years, and 
supersedes approximately 30 marks and labels formerly in use. 
It will be used company-wide on all business machines, sta- 





tionery, sales literature, office signs and shipping cartons, there- 
by establishing a single unified corporation image. 

[The new trademark is a drastic departure from the basic 
Underwood mark formerly used. The old mark, designed in 
1928 and never suitable for immediate visual recognition, in- 
cluded a globe, a flying wing, a bar across the globe carrying 
the name Underwood, and a slogan: “Speeds the World’s Busi- 


mess . 


Filipino Student Sees Pencil Plant .. . 





Touring the U.S. as an Eisenhower Exchange Fellow, Hilarion 
M. Henares, Jr., vice-president of H. G. Henares & Sons, 
Manila, Philippine Republic, the licensed Far Eastern Manufac- 
turers of Eberhard Faber products, recently visited the Eberhard 
Faber plant in Wilkes-Barre, Pa. Here, he is greeted by (left 
to right), Eric Q. Bohlin, vice-president for manufacturing; 
Louis M. Brown, president, and Mrs. Eberhard L. Faber, vice- 
president. 
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SCHOOL 
AHEAD 


No month comes faster than September — ask any schoolboy! 


So plan to stock and display these Dennison school items: 
GUMMED REINFORCEMENTS « INDEX DIVIDER SETS « TRANSPARENT INDEX TABS 
CLOTH INDEX TABS « GUMMED LABELS, STARS, DOTS, LETTERSETS 
PRES-A-PLY LABELS » PAPER FASTENERS « MENDING TAPE ¢ SCOTCH TAPE 
FLAMEPROOF CREPE AND STREAMERS e GUMMED CREPE PAPER « COLORED GUMMED PAPER 
DECORATIVE PRINTS AND SEALS « CRAFT AND DECORATING IDEA BOOKS 


FRAMINGHAM, MASSACHUSETTS 


Sales Offices in Principal Cities 
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2 Shational Exclusives 








mean greater 


profits for you! 


@ “Live” Keyboard 
@ Adjustable Keytouch 





You'll find that you sell more adding 
machines when you sell Nationals. 
National’s “Live” Keyboard... in- 
stantly adjustable to each operator’s 
touch ... saves up to 50% hand mo- 
tion and effort. In demonstration 
after demonstration the “Live” Key- 
board has proved that it greatly 
increases operator accuracy and 
productivity. And with a National, 
operators can forget the motor bar! 
Every key on a National operates 
the motor—the operator’s hand no 
longer needs to move back-and-forth 
constantly from keys to motor bar. 

“Live” Keyboard PLUS Na- 
tional’s exclusive Adjustable Key- 
touch makes for a powerful selling 


combination. A National Dealership 
is sure to mean increased business 
and greater profits for you. 

And only on Nationals are the 
exclusive “Live” Keyboard and Ad- 
justable Keytouch combined with 8 
other time and effort-saving features: 
Automatic Clear Signal 
Subtractions in red 
Automatic Credit Balance in red 
Automatic Space-up of Tape when 
total prints 
Large Answer Dials 
Easy-touch Key Action 


matic Ciphers 
Rugged-Duty Construction 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + HELPING BUSINESS SAVE MONEY 
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Full-Visible Keyboard with Auto- 





@ Contact the Dayton office 


immediately for information 
about the complete adding 
machine and desk model 
bookkeeping machine line 
dealerships still available. 


"TRADE MARK REG. U.S. PAT. OFF. 






ADDING MACHINES + CASH REGISTERS 
ACCOUNTING MACHINES 


wer paper (No Carson Required) 
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IK igelicte k Stanley's new S-126 with wall-sav« 
frame also available with wooden arms, cane bach eat > MANUFACTURING COMPANY 
310 N. MAIN. FORT WORTH. TEXAS 





Ninth District Finds 


New Orleans Fun 


Officers... 


of the Ninth Region include Ernest Jackson, The Steck Co.,, 








2 





ak 


Austin, Tex., secretary; Marvin Fortner, The Office Supply Co., Gulfport, 
Miss., lieutenant governor for Mississippi; William Kimbrell, The Office 
Supply Co., Jackson, Miss., retiring governor; Earl Story, The Story-Wright 


Earl Storey New Governor, 
Group Selects Dalias as 
Site for 1959 Meeting 


New Orleans, La. 
@ STATIONERS AND TRAVELERS from Texas, Arkansas, 
Mississippi and Louisiana gathered at the Jung Hotel in New 
Orleans for their annual meeting on April 10 and 11. The 
Crescent City always has attraction for convention groups, re- 
gional or national. The co-operative attitude of the dealers, the 
Vieux Carre, or French Quarter, the boat ride on the Mississip- 
pi and other matters of interest help to create this popularity. 

The program, like the one in White Sulphur Springs, was 
seminar in type, most of it being provided by Dr. Ralph Cies 
in his presentation “Management for Profit,’ and Dr. William 
H. Harris, Jr., of the University of Georgia, who 
presented the subject “Creative Advertising and 
Management for Profit.” Both were followed by 
lively question and answer periods. 

The meeting was called to order by Governor 
William G. Kimbrell, The Office Supply Co., 
Greenville, Miss. After invocation and awarding of early bird 
prize Governor Kimbrell commented on the fact that office 
equipment and supplies differed from all other lines of en- 
deavor in that they are essential to all business. See the sun- 





(Continued on Page 108) 


On the Opposite Page ... 

1. Earl Story, Story-Wright, Inc., Tyler, Tex.; William Diehl, 
Jr., president NSOEA; William Kimbrell, The Office Sup- 
ply Co., Greenville, Miss., district governor; Edwin Mosler, 
The Mosler Safe Co., vice-president NSOEA. 

2. Herb Johnston, Ace Fastener Corp.; Mike Pieper, Paul 
Anderson Co., San Antonio; Dan MacDougall, Stationers 
Loose Leaf Co.; W. C. Northern Stafford-Lowdon Co., Ft. 
Worth; H. L. Fellowes, Bankers Box Co.; Arthur Carrow, 
Swingline, Inc. 

3. Russell W. Goss, Art Metal Construction Co.; C. Guy 
Lowe, The Office Supply Co., Jackson, Miss.; Charles 
Hooker, Mississippi Staty. Co., Jackson, Miss.; Al Eise- 
mann, Maverick-Clarke, San Antonio; Edgar Jordan, 
Jordan Stationers & Printers, Alexandria, La. 

4. Mrs. Jess Musgrave, Mrs. William F. Johnston; Homer 
Lay, general manager NSOEA; Maxine Allen, Steve Allen, 
National Blank Book Co. 

5. H. A. Kuhlmann, Kuhlmann Office Supply Co., Baton 
Rouge, La.; Albert Weaver, The Office Outfitters, Bir 
mingham, Ala.; Frank R. Jordan, Jordan Stationers & 
Printers, Alexandria, La.; Charles G. Guion, The Globe- 
Wernicke Co. 

6. Mrs. V. C. Hayes, V. C. Hayes, F. F. Hansell & Bro., 
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Office Supply, 


10. 


ee 
18. 


. John J. Seaman, Hanson-Flotte Co., 


Co., Tyler, Tex., governor-elect; E. L. Lewis, Democrat Ptg. & Litho. Co., 
Little Rock, Ark., lieutenant governor, Arkansas; L. W. Tabb, Lake Charles 
Inc., Lake Charles, La., lieutenant governor, Louisiana; 
C. W. Chancellor, Jr., West Texas Office Supply Co., Midland, Tex., 
lieutenant governor, Texas. 


Ltd., New Orleans; Mrs. Pryor, Jim Pryor, Office Equip- 
ment Mfg. Co.; Mrs. Clyde W. Smith, Wynne and Smith 
Co., New Orleans. 

Officers of Texas Travelers: Jess Musgrave, mfrs. rep., 
retiring president; R. C. Strafford III, mfrs. rep., first vice- 
president; W. H. Daveler, mfrs. rep., second vice-presi- 
dent; Charles McDaniel, mfrs. rep., secretary-treasurer. 
New president, H. Doyle May, Invincible Metal Furniture 
Co., was detained elsewhere when picture was made. 


. Dan Karson, Weis Mfg. Co.; Tom Flaherty, Joseph Dixon 


Crucible Co.; Robert S. Watson, Sanford Ink Co.; Scott 
Purvis, Joseph Dixon Crucible Co. 

Hollis Stephens, Smead Mfg. Co.; Warren Lewis Ill, 
Boorum & Pease Co.; Lamar Murray, W. A. Sheaffer 
Pen Co.; Tom Ketchings, Tom L. Ketchings Co., Natchez, 
Miss. Mr. Ketchings proved too tall for the OA camera! 
H. C. Mayo, Mrs. Mayo, R. G. Breard, Mrs. Breard, all 
Monroe Office Equipment Co., Monroe, La. 


. Lamar Murray, W. A. Sheaffer Pen Co.; L. W. Tabb, 


Lake Charles, La; 
W. G. 


Lake Charles Office Supply, Inc., 
Emmett Bieger, executive director Jung Hotel; 
Kimbrell, The Office Supply Co., Greenville, Miss. 


. R. E. Walker, Associated Stationers, Marshall, Tex.; Wil- 


liam F. Johnston, J. L. Musgrave Co.; Robert A. Brown, 
Associated Stationers, Marshall, Tex.; Earl Otta, mfrs. rep. 


. T. A. Lamb, Jr., Ptg. & Staty. Co., Beaumont, Tex.; 


Wayne Preston, Ward Silliman Associates; John A. Fer- 
non, Fernon’s Office Outfitters, Beaumont. 


. Jess Musgrave, president Texas Travelers Club, extend- 


ing welcome to his Doyle May, Invincible 


Metal Furniture Co. 


successor, 


. William Fletcher, The Carter’s Ink Co.; Chris Kyle, Kyle 


Office Supply Co., Tuscaloosa, Ala.; J. A. Rawding, The 
Carter’s Ink Co. Rawding holds a transistor radio won as 
an attendance prize. Kyle also was a prize winner. 
Leslie H. Hutson, Cathey Office Furniture & Supplies, Inc., 
Dallas; Gus Trahan, General Office Supply Co., Lafayette, 
La.; Dave Reed, Cathey Office Furniture & Supplies, Inc. 
George Florence, National Blank Book Co.; Dr. William 
H. Harris, Jr. 

Ray Froeba, mfrs. rep.; W. H. “’Dave’’ Daveler, repre- 
sentative for Alma, Myrtle, and Boling; Earl Otta, mfrs. 
rep.; Roscoe Benge, Codo Mfg. Corp.; Henry Deutsch, 
mfrs. rep 

Mrs. Hayes, V. C. Hayes, F. F. Hansell & Bro. Co., Ltd., 
convention chairman; Mrs. Strafford, Bob Strafford, mfrs. 
rep. and chairman for travelers; Mrs. Tom Dulledge. 
Arthur G. Schaefer, Sengbusch Self-Closing Inkstand Co.; 
Philip Lorio, Jr., Perry & Buckley Co., New Orleans; Wil- 
liam H. Sagendorph, Sengbusch 

with hand on box 
for attendance tickets. 


OA-6/58 
































‘CLEAN CHANGE™ 


TYPEWRI TER RIBBON 





COPI- MATE’ now offers 


a complete 


* merchandising 


package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 


COPI-MATE Double Pack . . 


The only rib- 


bons available with a DOUBLE SPOOL PAT- 


ENTED ‘'CLEAN CHANGE" 


package in a se- 


ries of 12 packs. One of the 12 packs will 
fit any standard, manual, electric and all 
portable typewriters, imported and domestic. 


COUNTER DISPLAY — 
e CHART and FREE SALES 


RIBBON SELECTOR 
LITERATURE 


A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 


aids. Display near cash 
impulse sales. 


register for quick 


COMPLETE LINE... Leedall has a complete 
e line of COPI-MATE PATENTED ‘CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 


miss a sale. 


Dealers: Write for complete catalog and 


price lists. 


LEEDALL products mfg. co., ine. 


MILLTOWN, 


NEW JERSEY 


* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO.. INC 


INKED RIBBONS - CARBON PAPERS 


* DUPLICATING SUPPIES 


Ninth District 





(Continued from page 106) 


shine, he said, and seek markets where they exist. He said he 
did not know a recession was on until he reached New Orleans 

Mayor deLesseps S. Morrison welcomed the visitors in per 
son and gave some impressive facts about the 240 year old city, 


its industrial development, building construction and foreign 
trade. Extensive public improvements were shown by means of 
colored slides 

James W. Martin, director of trade development, Port of 
New Orleans, gave an address on “What Our Port Growth 


ie) 





Retiring Governor . . . W. G. Kimbrell offers his support to 
the newly elected governor, Earl Story 


Means to the South.” The volume of export-import trade han- 
dled in New Orleans he placed at $2,000,000,000 annually; in 
the South $7,000,000,000; the entire country $31,000,000,000. 
He related how documentation of foreign trade through New 
Orleans created demand for substantial volume of office equip- 
ment and supplies. Export-import business, he said, is the city’s 
business and life blood. 


NSOEA Troupe Present 


Top echelon of NSOEA was represented by President Wil- 
liam R. Diehl, Jr., Edwin H. Mosler, Jr., vice-president manu- 
facturers division, and Homer Lay, general manager. Mr. 
Diehl presented his address “Up out of Your Chair.’ Mr. 
Mosler gave an interested audience new ideas on safe mer- 
chandising. Mr. Lay spoke of the new format for the annual 
convention in Chicago and a new sales management program 
now in the development stage. 

A luncheon speaker of note, Justin Wilson, referred to as 
the Louisiana Cajon humorist, had an endless supply of Louisi- 
ana French anecdotes. The travelers provided an evening of en- 
tertainment in the form of a Mississippi boat ride and buffet 
dinner. Special daytime entertainment was provided for the 
ladies 

The report of the necrology committee given by Art Carrow, 
Swingline, Inc., contained more names than usual including 
Ward Silliman, William Gigliotti and Al Lampkin, manu- 
facturers’ representatives; Erban L. Fogarty and Gervais F. 
Lombard, Dameron-Pierson Co.; Clem I. Bernard, Clem Ber- 
nard Co.; Esther I. Marxen, Baudean, Inc.; R. A. Wagner, 
San Angelo; Edward Jungbluth, White & Wyckoff; R. Chil- 
dress, Mosler Safe Co.; George B. Smith, Manifold Supplies 
Co.; R. G. Attaway, Tulsa Stationery Co.; Harold Barkley, 
Manly Office Supply Co.; L. Lavigne, Caddo Business Ma- 
chines Co.; Phil Meaher, Acme Visible Records, Inc and 
R. R. Lowdon, Stafford-Lowdon Co 

[he report of the nominating committee, adopted unani- 
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Pedestal V Legs are avail PRESSURE OR BUMPING IS RE- 
able on DE LUXE SERIES... QUIRED. They are Electroplated self 
only. 5 : 1d units—Pre wig i - 






















rricks eee America’s Finest 
J 


folding tables 


‘OU SELL BARRICKS . . . YOU SELL THE FINEST 


for 


SCHOOLS, CHURCHES 
LODGES, CLUBS 
HOTELS, OFFICES 
and INDUSTRY 





Engineers, architects and designers 
enthusiastically recommend 





Barricks tables for their superior 
engineering quality, durability and 
distinctive styling. Designed 

and built for years of service. 


Years of research and engineering have 
developed such incomparable exclusive Barricks 
features as the BARRICKS Automatic Leg Lock 
and the VANGUARD Automatic Leg Lock. 
Steel Monorail center support, arch of Steel 
Construction and Non-Flex Quadra-Fosmed 


Semi-Box Type apron wih Steg 


a 











Bot na r 
RICKS Patenta . 

and the VANGUA ‘on sheg Table edges are available in 
Lock (Patent Pending) are the only Flush-Type Heavy Extruded Alvu- 
fully Automatic Leg Locks. LEGS minum T-Molding or Smooth 
LOCK INTO OPEN POSITION High-Impact Ethoce! Plastic. 
AUTOMATICALLY AND RELEASE AT 
THE TOUCH OF A FINGER. NO 









































ay BARRICKS TABLES are available 

; Y in DE LUXE and STANDARD 
SERIES in a complete range of 
sizes. 





BARRICKS Patented Automatic 
Leg locks are used on Deluxe 
Series-Tables—with Steel Mono- 
rail.and extra long, Rigid-Type 
Leg Braces. 





VANGUARD Automatic Leg Locks 
are used on the Standard Series- 
Table—with Folding Type Leg 


‘ 
Braces. 


FrickS  smanuracturine COMPANY 


AMERICA'S FINEST 





134 West 54th Street © Chicago 9 








Barricks Chalk Boards 


the Line of PREMIUM QUALITY 


eee 












CORK BULLETIN BOARDS 

MAGNETIC CHALK BOARDS 

COMBINATION BULLETIN and CHALK BOARDS 
PREFAB BOARDS PANEL STOCK TRIM | 


Barricks Chalk Boards and Bulletin Boards are used 
throughout the world! They have proven themselves to 
be superior by years of service under every climatic 
condition. The wide gleaming Aluminum Frames 
and Chalk Troughs add a crisp fresh beauty to any room. 
Furnished in a wide range of sizes, they can also be 
tailor-made" to meet any requirements. 




















Heavy duty type al! welded 
tubular steel construction 
, Equipped with 6 fold-a 


way hanger orms. Accom 
modotes boards from 24” 








x 36” in size to 48” 
96”. Sustains weights 


to 200 Ibs. 





IN STANDARD AND PREMIER SERIES 


' Ideal for use in Schools, Churches, Hospitals, 

Hotels, Offices and Industry. Frames of 
1%” tubular steel welded construction with 
cast aluminum corners. 18 styles in 2 sizes. 









Portable Room Divide! 









Frame and chalk troughs 
are of heavy extruded 
aluminum. 

















a —— 
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Combination Chalk and Cork Board 





Chalk Board 





Write today for beautifully illustrated and 
detailed catalogs of Barricks products 


ee 


Barricks 













































































Solid Pane 


Peg Board Tack Board 





134 West 54th Street @ 


Chicago 9 
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Earl Story, Story-W right, Inc., Tyle: 
L. W. Tabb, Lake Charles Office Supply Co 


g r, Louisiana; Marvin Fortner, The Offic« 


Co., Gulfport, lieutenant governor, Mississippi; E. L. 





1 se * 


At Art Metal Breakfast . seated, William Kimbrell, gover- 
n Mrs. W. C. Northern, Mrs. Kimbrell; Earl Story, governor- 
elect; and standing, Dace Gisclard, Dameron-Pierson Co., Ltd., 
New Orleans; B. B. Webb, Jr., Texas Office Furniture Co., 
Dallas; Hank Snyder, Maverick-Clarke, Corpus Christi, Tex.; 
R. C. Gage and Clarence F. Escher, Art Metal Construction 
Co.; and Al Eisemann, Maverick-Clarke, San Antonio. 





More Breakfast Guests . 


. seated, L. F. Hillis, Story-Wright, 
Inc., Tyler, Tex.; Guy Lowe, The Office Supply Co., Jackson, 
Miss.; Russell Goss, Art Metal; W. C. Northern, Stafford- 
Lowdon Co., Fort Worth. Standing, M. W. Drake, Jr., The 
Drake Co., Shreveport, La.; John Jacobs, Dameron-Pierson Co. 
Ltd., New Orleans; Walter Doney, News Office Supply Co., 
Ryan, Tex.; and Edgar C. Jordan, Jordan Stationers & Printers, 
Inc., Alexandria, La 


Lewis, Dem t Printing & Lithographing Co., Little Rock 
lieutenant Arkansas; C. W. Chancellor, Jr., West 
Texas Office Supply Co., Midland, lieutenant governor, Texas 


Ernest Jackson, [he Steck Co., Austin, Tex 
Overton H. Crawford, Maverick-Clarke, Austin, treasurer 
Th n ( Hilton Hotel in Dallas was selected for 


secretary 


Magic Emotion Power Subject of New Book 


Eugene J. Benje is the author of a new book, “Finding and 
Using Your M Emotion Power” published by Prentice 
Hali, It ($4.95) 

Tl 1uth well-known career psychologist, tells how 
motion-power can help a person’s vitality, his ability to think, 

iis health. He points out that emotion-powe1 
key to physical and psychological reserves of which many 
luals al [ t aware 

In Mr. Benge’s words 

Most | failing in one or more areas of their lives 
Chey becor bundles of worry and fear they miss the 
great joy whicl yuld be theirs. Here is a coherent, practical 

f b ng a healthy, happier, more important person 

wer 
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Deposit Receipt Envelopes... 
another JUSTRITE specialty! 


COMPLE Te FACILITIOS 1 Steve vou 
te UTS To 


Wallet Style 


Deposit Receipt Envelopes are another popular 
banking item offered to dealers by the Justrite 
envelope companies of St. Paul and Atlanta. 


Used by banks and savings institutions, these dur- 
able envelope cases provide long-lasting usage for 
holding mechanically printed deposit receipts . . . as 
well as giving convenience appreciated by bank 


customers. 


Justrite Deposit Receipt Envelopes are furnished in 
either red rope or colored fiberine stocks especially 
made for long wear. They are featured in two pop- 
ular styles . . . side-top opening voucher style, and 
wallet style which opens on the side and has a deep 


wallet flap, as shown above. 


Your customers can choose a wide range of sizes in 
either style, including those recommended for Bur- 
roughs and National Cash Register machines. Here 
is an item that appeals to all banks as a positive 
good will builder. Ample area is provided on both 
sides of the envelope for business boosting adver- 


tising messages. 


Be sure to offer these profitable envelopes to your 
customers. Write either factory for samples and 
more information on these and other fast selling 
envelope products. 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
J us 300 East Fourth Street «¢ Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W . Atlanta, Georgia 
old for Resale Only 
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for you, who have an eye for 


functional beauty 





THE NEW 


QUIET MODEL 


NS 


styling that 
sells... 





: (pegs © ADDING MACHINE 


send for REGNA literature NOW! 


REGNA is the lowest priced electrically operated full 
safety keyboard machine in the world. 

Everyone who sees the new REGNA admires the wonder 
of streamlined FUNCTIONAL BEAUTY. 

Everyone who tries this sturdy and dependable adding 
machine becomes a “high speed” operator — fingertips 
literally float over the moulded keys! 

Different capacities; fully automatic safety keyboard; 
models in light grey or ivory. Also low-priced hand oper- 
ated models. 


In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. 
W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont. 
OUTSIDE CONTINENTAL U.S:.: 
Jorgen S. Lien, Box 507, Bergen, Norway 
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Bosca eee ees cencemennenncuscnpEScHDGIDGUDSEDGEDEISEDGEDEIDEDEEDEEDENGE 


It’s low priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! s 





REGNA CASH REGISTERS INC. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 

Please rush more information on the new Electric 
Regna Adding Machine and outline advantages of 
becoming a Regna Dealer. 

Name 
Address 
City 


Zone State 
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INTRODUCING NEW 


,E€o St 








Here’s the amazing new Vicror® Chest-Safe. 
It’s new and it’s news-making too because 
it’s so practical, so dependable, and so low 
in cost. 


The Vicror Chest-Safe has been designed 
especially to meet the needs of the vast 
protection market that exists from the in- 
adequate protection in most homes, to the 
lack of protection in many small businesses. 


The Victor Chest-Safe carries both the 
Underwriters’ ““‘D”’ label and the SMNA 1 
hour label. Every small business can now 
afford to have this essential fire protection 
that you know they need. The ever-growing 
part-time office in the home is another 
market that needs and can afford this 
dependable protection for both business 
and personal papers. 


You can offer your customers a choice of 
four interior arrangements, a choice of four 
colors, a key or combination lock, and the 
option of with or without the caster base— 
all at prices lower than any other “‘D”’ labeled 
products on the market. 


FOUR INTERIOR ARRANGEMENTS 
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Ccsi1 CS12 CS13 csi4 


2h. 
aT; 


VICTOR Chest-Safe is available in 
Green Bronze ¢ Surf Green 
Heather Beige * Mist Grey 


For complete details, contact 
your Victor salesman or write to: 











1 HOUR “D” LABEL 


ee CERTIFIED PROTECTION! 


Ideal for the home or office 


Ee. 


~* ieee e i pak 


VICTOR CHEST-SAFE 1 HOUR CERTIFICATIONS 














UNDERWRITERS’ LABORATORIES 








SPEC ZZ aa) 
)FACTURERS NATIONA 
O SHFr wan FIRE -INSULATEL TAMER ATION O 
SMNA RATING @BRRBBHR EXPOSURE-CAT NO 





SAFE MANUFACTURERS 

NATIONAL ASSOCIATION 
The VICTOR Chest-Safe has been actually tested under fire 
and is certified to protect its contents for one hour in heat 
reaching 1700°F., or for one-half hour in 2000° F. heat, 


Rfemington Fland 





315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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Mr. Dealer, we are taking the liberty 
of a slight exaggeration (just for demonstration) 


- « « Khe FULTON LINE of 


MARKING DEVICES 
and MARKING INKS 


- - moves Easily and Profitably, and assures you 
a continuous source of Repeat Business. 
All our products are sales inducing items. 


oELL! 

eo? oO P y 
i = Ory, ‘ 
Ant: 







SERVICE 
DATER 






—---. 
———— ———. 
6 ee tee ee 
ay 





FULTON & 
RUBBER :=. 
TYPE ~% 
OUTFIT 







FULTON GUARANTEES 
quick service and 
dependability, solves any ink 
problems. Write for 

your catalog! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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Appointments 


New Export Manager for Anthonsen & Kimmel . . 


Alfred Berk, formerly with Aetna Safe 
Co., has joined Anthonsen & Kimmel, 
New York City office furniture and 
equipment distributors, as export man- 
ager. He will represent Meilink Steel 
Safe Co. and other equipment manufac- 
turers. He was also export manager with 
Aetna, and he has served with several 
firms in international trade. 





H. Citron Heads Pittsburgh ABS Branch 


H. Citron has been appointed by Ameri- 
can Business Systems, Inc. to manage 
the Pittsburgh branch, 2101 W. Liberty 
Ave. Mr. Citron has had more than 10 
years’ experience in the field of business 
forms’ design gained as a sales repre- 
sentative for ABS in the Philadelphia 
area. ABS regional offices are located 
in principal cities throughout the east 


Represents Master-Craft Corp. 


Ernest C. Dean, 3903 Marianna Rd., 
Jacksonville, Fla., has been appointed 
by the Master-Craft Corp. as sales repre- 
sentative for the southeastern states, Mr. 
Dean has been in the loose leaf business 
for a number of years and was selected 
by Master-Craft as a representative well 
qualified to meet dealer problems 


New Royal Typewriter Manager at Louisville 


N. R. Fazio has been named Royal type- 
writer district manager at Louisville, Ky 
Mr. Fazio had previously served the 
company as a typewriter salesman at 
Chattanooga, Tenn., and as southern re- 
gional sales trainer. In his new post he 
is headquartered at the Royal McBee 
branch office, 1517 Bardstown Rd., 
Louisville 


Joins Richard Best Sales Force 


James King has recently joined the home 
office sales department of the Richard 
Best Co. in Springfield, N. J. Mr. King 
was formerly with the Parker Pen Co., 
and prior to that he spent four years in 
the U. S. Air Force. 


Appoint Port-a-Wall Representative 


Charles K. Walter, 292 Colonial Homes 
Drive, N.W., Atlanta 9, Ga., has been 
appointed the southern states’ repre- 
sentative of Port-a-Wall office partitions. 
He will cover the states of Tennessee, 
North and South Carolina, Mississippi, 
Alabama, Georgia, Louisiana and Flor 
ida. He will help dealers solve special 
problems in planning. As a further deal 
er aid, stocks of office partitions will be 
warehoused for 48-hour delivery. Tele- 
phone: Trinity 5-1707. 
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— the dealer is 
ad backed by the 


BIG 9 


Z when he sells LYON 


<== 1 A Highly Profitable Line 


,, A Repetitive and High 
2 Unit of Sale Line 


_, A Complete Line 
°8 for Many Markets 


€ Ue ae oe a 


























4 A Printed Sales Policy 
| 1 Sore = A Printed Discount Policy 











«3 Shipment from Stocks 


Dealer Slanted 
@ National Advertising 


eerie 
o/o/o/oja 
CCIE 





A Continuous Dealer 
pram & Promotional Program 











«, Help from the local 
» Lyon Salesman 
WRITE US...Let us show you the 


profit possibilities of a LYON Dealership 
7 {ii in your area. Address Sales Department — 


geet = LYON METAL PRODUCTS, INC. 


ona General Offices: 628 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 






OVER 1500 ITEMS 
for Business, 


Industry, 


Institutions 


STEEL EQUIPMENT 
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Copy-Fax Pen  59c 
Medium &Broad Points | $7.08 Doz. $4.32 $2.76 


Fills-Any Refill 49c 


HOW STATIONERY 

SALESMEN MAKE 
QQ OFFICE CaLLs 
Pe) 


=A 







< > 
MORE PROFITABLE 


¢ 








Have your commercial stationery salesmen 
sell Micropoint products with Copy-Fax* . . 
proved the best reproducible ball pen ink for 
copying machines! 


If a salesman spots a copying machine 


coe 


while presenting your regular commercial 
line, he can introduce Copy-Fax and add a 
profitable bonus to the call. Remember, the 
market’s wide open . . . every office with a 
copying machine is a prospect! 

Copy-Fax is a pre-sold national brand. 
Right now, big ads in leading business maga- 
| zines are before the key office people who 
make buying decisions. This makes your 
selling job even easier! 

Blue, red, black and green Copy-Fax Ink 
® §@= available in the four best sellers: 
; 

; 


*TRADE-MARK, MICROPOINT, INC 


Retail Value | Your Cost | Your Profit 











Medium Point $5.88 Doz. $3.60 $2.28 
Retractable Pen $1 
Medium Point $12.00 Doz. | $7.20 $4.80 
Visible Ink Refill 49c 
Medium Point $5.88 Doz. $3.60 $2.28 


\ Order from your 
wholesaler, or 
direct, giving 


wan\ 
ERA ICROPOINT. inc. wholesalers name 
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Sunnyvale, California and address. 


Creator of Advanced Writing Instruments 


A "LOST SALE” Quiz 


Preoccupted Pierre 





Copyright 1955 William G. Damroth & Co. 


‘‘THE ENGROSSED EGRET’’ 


... becomes too absorbed in his own involved 


product presentation. 


... He loses sales because... 


a)... he fails to find out whether his points 
are getting across 


b)...he doesn’t try to answer the pros- 
pect’s questions 


c)...he leaves doubts in the prospect's 
mind 


All of these are indications that the salesman and 
the prospect aren’t pulling together. However it’s 
best summed up by saying (a) that Pierre failed to 
notice whether his points were getting across. 


To make certain your prospect is following you, 
understands you, and agrees with you, ask “lead- 
ing questions’ throughout your presentation. 
These questions actually serve two purposes. They 
are a constant measure of your prospect's reaction 
to your sales points and his answers also tell you 
“how” and “when” to close. 
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TOMORROW’S WORLD OF BUSINESS 


isin thee MAKING 


TODAY... 





The Smead Manufacturing Company has been, for the 









. 
past four years, a member client of the Foundation for Smead, through its school program, 
- . * 
Business Education - is pre-selling your future customers 
It is mainly through the medium of the F.B.E. Bulletin The material which Smead furnishes the schools is all 
that teachers write to Smead asking for the free teaching 


real business material; it is from real business offices; 
iids offered therein. : . ; . 
se it concerns real business products; it was dictated to 
Up to January 1, 1958, 23,567 teachers, from every state and transcribed by real business stenographers. This 


I > oO 3 SSESS1( Sf oreig ; ries, had ° ° o 
in the union and 13 possessions and foreign countries, hac strong feeling of reality produces on whered Gnd 
written Smead asking that these teaching aids be sent to oe ‘ 

therefore a receptivity to learning that can never 






them for use in their classrooms. ‘ : t : 
come from a generalized discussion of office filing 


procedure with a careful avoidance of brand names 
and without sometimes actually handling folders, 
wallets and actual filing systems. 


Students working with Smead literature and products 
learn correct filing procedure. This knowledge will 
be very helpful to them in business offices. Familiarity 
with Smead products, gained at the school level, 


In the Third Annual Awards Program sponsored by the United Business should influence many of them to ask you dealers for 


Education Association and the Smead Manufacturing Company, these same Smead products. 
graduates from 216 colleges throughout America received the Award 












of Merit for outstanding achievement in business education. 

The presentations were made at special ceremonies conducted by the 
colleges and universities that are members of the National Association 
for Business Teacher Education. 

The sponsors hope this program will increase the interest in business 
education among superior teaching candidates and that it will promote 
greater professional growth. 





2,330,000 
\STUDENTS 


this year are learning 


Hundreds of thousands SE . S a fi 
of students, in all 48 states, ie L 
have become familiar with a <j 
the use of Smead's Tell-I- Sh i. 
Vision Filing System RS<A19 \ 


through actual classroom {/ 5 ~~ é 
g PRODUCTS 


practice with this Smead 
instructional unit. 


THE SMEAD MANUFACTURING COMPANY - HASTINGS, MINN. | LOGAN, OHIO 
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that’s best 

for your 

customer’s 
purpase 






Nationally advertised and universally accepted for years, you 
can rely on a Tiffany Stand or Utility Table to give your cus- 
tomer the performance he rightly expects and provide him with 
the greatest dollar value. Each model has built-in functions and 
sturdiness that make it best for the purpose. 


MODEL 8002 


MODEL 
5000 1 


4 


Rigid . . . providing “‘safety insur- 
ance” for costly office machines. 
Framework 14” thick, angle and 
1, reinforced. 4-cup, : : 

oe eles chai uP» | ing Machines, etc. VIBRATION- 
open-top = maces ae =e Sees FREE, amazing strength and ri- 
and vibration. Adjusts to hold gidity. Open-top...the “escape 
most size machines. hatch” for noise dissipation. 





EXTRA-HEAVY DUTY stand 
for Electric Typewriters, Bookkeep- 





MODEL 2300 





MODEL 7711 


For use in Offices and Homes, for 
standard and portable typewriters, 
etc., where space is a factor and 
Rounded corners on tubing. Table the features of the larger models 
is stationary with brakes QN; of TIFFANY STANDS are not 
portable with brakes OFF. required. 


For further information, write Dept. OA 


Y TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 





UTILITY TABLE with countless 
uses in offices, factories, schools, 
hospitals, heavy steel throughout. 











Seven Dealers Invade 
Home Furnishings Show 


Under rather unprecedented circumstances, seven Detroit 
office furniture dealers sponsored a co-operative exhibit at 
the Home Furnishings Show at the Light Armory in Detroit 
April 19-27 

Each exhibitor admitted it took an enormous amount of 
co-operation to make the venture a success . and it definitely 
was a success. Although no real attempt was made to actually 
sell merchandise, without exception the dealers felt it was 
well worth the effort 

On Thursday, April 24, three days before the show closed, 
it was estimated that 25,000 to 30,000 people had viewed the 
displays. Of these, a large percentage were women, who ex- 
hibited unusual interest in what has been previously con- 
sidered a man’s domain. 

One unusual feature of the affair was the fact that each 
dealer did not have his own exhibit. The 80x28-foot area 
was set up as five distinct offices, but each contained furniture 
of several dealers. Particularly in the line of accessories, no 
attempt was made to keep any particular line distinctly in 
one office. 

Several manufacturers helped by landing partial display 
booths that had been used in trade shows for the industry 
Wood Office Furniture Institute supplied the complete dis- 
play they had used at the NOFA convention in Philadelphia. 

There was great emphasis put on the idea of an office in 
the home for the retired man, lawyer, architect or doctor. 

The dealers partaking in this unusual experiment were 
Buckland-Van Wald Inc., Detroit; Detroit Office Equipment 
Inc., Detroit, M. A. Ellman and Company, Detroit; Eastin 
Office Supply Company, Royal Oak; Gregory & Leonard Office 
Equipment Company, Detroit: Lincoln Office Supply Company, 
Lincoln Park; and Service Office Supply Company, Detroit. 

Herb Bretzlaff, Jr. of Detroit Office Equipment Inc., who 
is also vice-president of NOFA, emphasized the unusual co 
operation displayed by the dealers and commented that the 
venture would not have been feasible without it. 

Madam Housewife was particularly impressed by the high 
styling, bright colors, and use of new materials. All the dealers 
shared the feeling that by impressing the wives the influence 
would eventually be brought to bear on the husbands in a 
far more subtle manner than they could ever attempt them- 
selves 

The theme of NOFA’s recent national convention-exhibit 
The Boulevard of Style’’ was featured. 

Cards to evaluate interest in the show and the furniture 
displayed were passed out to consumers to be filled in if the 
party wanted additional information. They were also asked 
to list their choice if they had a preference among the dealers. 

NOFA’s national oftice feels the plan has been so successful 
that it will encourage similar ventures in other areas 


New Plant on West Coast for Ozalid... 





A new manufacturing plant in La Habra, Calif., has been 
opened by the Ozalid Division of General Aniline & Film Corp. 
The sensitized paper and other materials to be produced at the 
new plant will be used in the Ozalid direct copy white print 
reproduction process. The installation will serve 11 western 
states as well as part of Texas, Alaska, Hawaii, and western 
Canada. 
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Clarin “Reserve Seats” are ideal for sales 
meetings, training courses, visiting VIPs 

. even coffee breaks! Folded to a trim 
3”, they park perfectly in groups, require 
just a closet or corner to bow out "till - 
needed. 





CLARIN 


“RESERVE SEATS” PROMOTION 
MAKES MONEY FOR YOU 


New! A sales concept from Clarin that makes 
folding chairs pay off in big money! It’s 
R.S.V.P.—the sales plan that makes every 
crowded office a hot prospect. Discover what 
R.S.V.P..can do for you and your salesmen .. . 
see how Clarin makes RESERVE SEATS 
VERY PROFITABLE for you. Write, phone 
or wire TODAY. It’s that important. 

















Good Fishing Ahead . . . Phil Rhodes, retiring president of 
Southern Travelers Club, is presented with a fishing pole by 
Charles Hucke, veteran secretary. 


Memphis, Tenn. 
@ LEARNING TOGETHER for a Better Tomorrow was 
the theme of the Fourth District NSOEA regional convention 
April 17-19 in the spacious Hotel Peabody of Memphis, Tenn. 


Emphasis on dealer selling in the stationery and office equip- 
ment industry was secured through the addresses 
and forum discussion led by Dr. William H. Har- 
ris, Jr., University of Georgia; President William 
R. Diehl, Jr., Columbus, Ohio; Dr. Ralph DeAr- 
mond Cies, Research Council of NSOEA; and 
Edward H. Mosler, Jr., vice-president, manufac- 
turers’ division. 





Entertainment had its pleasant moments, too, with a flavor 
of the Old South in the colorful “Showboat Party” of the 
Southern Travelers Club. 


Attendance was nearly 300 with a good percentage of deal- 
ers. Directed by Governor Joseph T. Kilpatrick, Co-Chairmen 
H. H. Akers and Ben Vanderford, the sessions moved ahead 
with efficiency. Registration, as usual, was skillfully handled 
by Mrs. Charles Hucke and Mrs. Jess Haralson. 


Vice-Governor H. Caldwell Harper of Harper Brothers, Inc., 
Greenville, S. C., was elevated to the position of governor. 
James M. Smith of P. K. Smith & Co., St. Petersburg, Fla., is 
the new vice-governor. 


A number of the states have yet to select their vice-gover- 
nors. For Tennessee, A. T. Waterman, Waterman Typewriter 





Congratuletions . . . are extended by Phil Rhodes, (left) to his 
successor, Ralph E. Hilburn, president of Southern Travelers 
Club. 


Fourth District Puts 


Emphasis on ‘Learning’ 


Southern Travelers Club Host 
To ‘‘Old South”’ Party; Elect 
Caldwell Harper New Governor 


Co., Shelbyville, was selected. Georgia elected O. G. Owenby, 
Jr., of Ivan Allen Co., Atlanta. 


The Americana Hotel in Miami, Fla., was selected as the 
1959 site and dates will be May 7, 8 and 9, immediately fol- 
lowing the NOFA convention. 


New president of the Southern Travelers Club is Ralph E. 
Hilburn, succeeding Philip A. Rhodes. Others chosen for this 
organization, which was a guiding factor in the success of the 
convention, are: 

George K. Slater—First vice-president. 

James B. Wilson—Second vice-president. 

Jack Lydiard—Third vice-president. 

Charles H. Hucke—Secretary-treasurer. 


The STC was host, chairmanned by George K. Slater, to the 
Friday night party which lived up to the reputation of the 
“Fabulous Fourth.” It was a night for real swing music, bar- 
bershopping by the international winners, parodies utilizing 
familiar NSOEA names, and good eating. It was a night, too, 
for Southern costume with ladies of the convention choosing 
hoop skirts instead of the chemise and for the men to don tall 
hats and long coats in ye olde South manner 


One of the inspiring messages in the days of “hard sell” was 
that delivered by NSOEA Vice-president Mosler. In essence 
his message was: 


“In spite of all the temptations that people have to think 
that their businesses and the products they sell are different, I 
believe very strongly that all products are the same. I believe 
that the basic principles of salesmanship and of selling apply 
to all products in our industry, regardless of what they are. I 
think that if you feel that your business is different, or if you 
feel that certain products are different from others, that basi- 
cally you are wrong. 


“I will grant, of course, readily that there are certain prod- 
ucts that have a greater turnover in your inventory than others. 
But in granting that, I still will not grant that there is any 
basic difference in the sale of those products, because you will 
quickly find that whereas a safe is considered to be a relatively 
slow turnover item, the profit on the safe more than makes up 
for the expense of carrying it in your inventory or tying up 
funds for a little longer period of time. 


“In the same way I feel there is nothing about the safe busi- 
ness that should cause any fear in a salesman . .. There is an 
important element in the safe business, perhaps only slightly 
different from other products, in that you can not readily af- 
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1. Mrs. Charles Hucke, Gov. Joseph T. Kilpatrick and Mrs. 
Jess Haralson at registration desk. The ladies handled 
registrations with their customary efficiency and pleas- 
antry 

2. Paul E. Burbank, Mrs. William R. Diehl, Jr., Mrs. Burbank 
and William R. Diehl, Jr., in costume for the Southern 
Travelers Club party. 

3. Sidney Gassenheimer, Mrs. & Mr. Irvin Gassenheimer, Jr., 
Mercantile Paper Co., Montgomery, Ala. 

4. Mrs. & Mr. Ed Rankin, Mrs. & Mr. Rel Hughes, all of 
S. C. Toof Co., Memphis, Tenn. A Southern Travelers 
Club party foursome. 

5. Sidney Pellman, Art Steel Sales Co.; Richard Shapiro, 
Joshua Meier Co. 

6. James M. Smith, P. K. Smith Co., St. Petersburg, Fla.; 
Henry |. Coleman, Coleman Office Outfitters, Savannah, 
Ga.; Sam J. Orr, National Blank Book Co. 

7. Frederick Milner, Gray McCheesney and Dwight C. 
Grubbs, all of Joseph Dixon Crucible Co. 

8. D. C. Jack Nunn, mfrs. rep.; J. A. Honekamp, mfrs. rep.; 


ford to make a large mistake. . .”, he continued. 

If you are selling time savings, I think you sell the good 
efficient layout of a safe in the same way as you sell the fea- 
tures of time saving in other products. If you've going to sell 
space saving you can sell a safe that way, too.” 

Dr. Cies exhorted his audience to think of management for 
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William Fairbank, Ellingsworth Mfg. Co.; Charles W. 
Hucke, mfrs. rep. 

9. Walter Hohenhausen, Sanford Hall Co., Jacksonville, Fla.; 
Frederick Milner, Joseph Dixon Crucible Co.; J. N. Roso- 
lio, Thomasville, Ga. 

10. George Wilkerson, Ace Fastener Corp.; Cortland B. Horr, 
Associated Stationers Supply Corp.; Hollis J. Stephens, 
Smead Mfg. Co.; Philip A. Rhodes, S. P. Richards Paper 
Co. 

11. Karl H. Sollmann, Linton Pencil Co.; Max S. Levine, 
American Stencil Mfg. Co. 

12. William J. Schroeder, Bainbridge Southern; Art Carrow, 
Swingline, Inc.; Norman McLeod, Oxford Filing Supply Co. 

13. Bob Strafford Ill, mfrs. rep.; Harry Fellowes, Bankers Box 
Co. 

14. L. B. Buchanan, Jr., L. B. Buchanan Co., Memphis, Tenn.; 
A. T. Waterman, Waterman Typewriter Co., Shelbyville, 
Tenn. 

15. J. N. Rosolio, Rosolio’s, Thomasville, Ga., strikes a Bret 


profit, giving telling statistics on how a dealer should consider 
the net profit of his firm as the return which management is 
entitled to get. 

President Diehl referred to present conditions as an economic 
shakedown, one which should make dealers get “Up Out of 
the Chair’ and go to work. 








OLD ENOUGH TO KNOW HOW 
,.. YOUNG ENOUGH TO TRY IT]* 


*Oid enough to know how to build the most practical 
drafting tables... . 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 


No. 870 ANCOSTEEL 


DRAFTING TABLE 
« Fingertip 

tilt controi to 

full 90° vertical. 
« Print drawer 
full width of base. 

« WMlustrated supply and file 

drawers are optional. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 















No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 




















WOOD SPEC a 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 


*ANCO never deviates from its strict policy 
of selling through dealers only. 
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Deaths 


John S. Coleman, 

president of the Burroughs Corp. and 
1956-57 president of the U. S. Chamber 
of Commerce, died of a heart attack in 
his Detroit, Mich., apartment April 13 

Mr. Coleman had been president of the 
business machine and electronics manu- 
facturing company since 1946. 

In 1957, he was honored by selection 
as “Office Equipment Man of the Year’ 
and was presented a plaque by John A 
Gilbert, publisher of OrFice APPLIANCES, 
at the National Stationery & Office 
Equipment Association convention in Chicago 

Mr. Coleman was stricken last October shortly after he had 
been made an honorary knight commander of the Order of the 
British Empire by Queen Elizabeth during her Washington, 
D. C. visit 

A native of Charlestown, W. Va., Mr. Coleman was the son 
of a coal miner who became a hardware merchant. In World 
War I he served in the Army Ordnance Corps. Upon discharge 








from the Army he went to Georgetown University, from which 
he was graduated in 1924. 

It was while at Georgetown that he joined Burroughs, be- 
ginning as part-time adding machine salesman 

He was a former board chairman of the Federal Reserve 
Bank of Chicago 

Surviving are his widow, the former Elsie Hudson of Cedar 
Rapids, Iowa, and a son John Hudson Coleman 


Bernard Klein, 

58, owner and founder of Redi-Record 
Products Co., 51 W. 21st St., New York 
City, book binders and manufacturers of 
desk accessories and stationery specialties 
died April 12 in the Long Island College 
Hospital Brooklyn, following a heart at 
tack. 

Born in Hungary, Mr. Klein was in the 
stationery business since he was nine 
years old, at which time he went to work 
is a delivery boy for William Pitt in 
New York City. For many years, he op- 
erated his own stationery store, Klein-Heimbinder, on Madi 
son Ave., New York City, a store with which his brother is 
still associated 

In 1938, he left the retail end of the stationery business to 
enter the manufacturing phase and founded Redi-Record, whose 
first product was visible section payroll forms. The firm's first 
oftice was at 251 Fifth Ave. As the Redi-Record line expanded 
the firm moved to 598 Broadway and later to 51 W. 2\1st St 

Mr. Klein is survived by his widow, Mrs. Ida Klein; daugh 
ter, Mrs. Isabel Fleishman; a son, Edward Klein, who will con 
tinue Redi-Records Co. with Mr. Klein's son-in-law Jerry 
Fleishman; and by four grandchildren, Bonnie Lou and Jona 
than Klein and Robert and Andrew Fleishman 


Roy L. Melind, 


58, director and secretary of the Louis 
Melind Co., manufacturers of office sup 
plies, Chicago, died suddenly of a heart 
attack on April 9. He was at his resi- 
dence, 1105 Seward St., Evanston, Ill 
watching television when the fatal seizure 
Occ urred 

Mr. Melind had traveled in all sec- 
tions of the nation almost continuously 
for the past 34 years, calling on station- 





ers 

Born in Chicago in 1899 he attended 
the Lane Technical High School for two years and then worked 
for four years in the factory of his father’s company while he 
completed his high school education at night. In 1921 his 
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SENSISOLS= ’ HONEST Ph Ae PIES 








...and ECONOMICAL 


Volkswagen Light Trucks have all these . . . outstanding 
gas economy... air-cooled engine...no radiator problems 
. sturdy construction takes the bangs and bumps of 


rough terrain. Volkswagen offers unusual visibility and 
ease of driving and parking. The Volkswagen Pick-up car- 
ries a whopping big 1764-lb. payload. It has a 45 sq. ft. 
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PANEL DELiverY —Has 170 
cu. ft. capacity, every inch 
usable and accessible. Top, 
sides, and front give you 
a bonus in space for dis- 
tinctive advertising. 





KE LLy,. 


HEMPSTEAD Wy 


NV 9-7487 


VOLKSWAGEN PICK-UP 


floor area with an additional 20 sq. ft. in a weather-tight 
lockable compartment underneath. Loading is extremely 
easy ... the hinged sides and back drop down and the floor 
is at loading platform level. But above all, remember: a 
Volkswagen costs less to buy, run and maintain. This we 
can prove! Sales and Service in 48 states. Look for the 
Authorized Volkswagen Dealer with this @® emblem. 


VOLKSWAGEN DELIVERS MORE GOODS... FOR LESS! 


KomBi—it’s even more than 
a Panel Delivery. It con- 
verts into a comfortable 
station wagon in minutes 

. just by putting the 
seats back in. 





VOLKSWAGEN 











family moved to Wilmette, IIl., and Roy entered Northwestern 
University where he graduated in 1925 with a B.S. degree from 
the School of Commerce. He was a member of Delta Tau Delta 
fraternity. 

A lover of music he displayed exceptional talent. For 12 
years during his high school, night school and college years he 
also attended the Chicago Conservatory of Music and became 
an accomplished pianist. While at Northwestern University and 
during his summer vacations he played piano for several well 
known orchestras. At this time he was acquainted with many of 
the popular musicians of the early jazz age, such as the famed 
Bix Biederbeck. 

In 1927 he married May Johnston of Cambridge, Ill. and for 
the past 20 years they resided in Evanston, III. 

The decedent was active in NSOEA and the Great Lakes 
Travelers Club. He traveled almost continuously for his com- 
pany from 1925 to 1955 but since 1955 his duties were largely 
in the office. 

Surviving are the widow, May J.; father, Louis Melind, Fort 
Lauderdale, Fla.; a sister, Mrs. David B. Sterrett, Kenilworth, 
Ill., a son, Thomas A. Melind, Brookfield, Ill., and two grand- 
children. 

Stockholders elected the son, Thomas A. Melind, to succeed 
his father as a director of the company. Louis Melind, Roy's 
father, is president of the company and chairman of the board 

@ 


Claude W. Allen, 


71, assistant manager of dealer sales of 
the General Fireproofing Co., died of a 
heart ailment on April 2 at his residence 
in Youngstown, Ohio. 

On March 1, 1957, Mr. Allen com- 
pleted 50 years of service with GF. He 
started as a payroll clerk in 1907 and 
through the years held numerous posi 
tions. In 1936, he was appointed assistant ; 
manager of dealer sales. From 1950 to y 
1955 he was a district manager and trav- f 
eled extensively. Several years ago he be 
came a member of United Airlines’ 100,000-Mile Club. 

In 1947 he was selected as honorary member of the National 
Stationery & Office Equipment Association. 

He held memberships in the Midwest Travelers Club, Northwest 
Travelers Club and the Great Lakes Travelers Club 

Mr. Allen was born June 8, 1886, in Gustavus, Ohio, a son 
of Chancey and Ursula Barton Allen and came to Youngstown 
51 years ago. 

Besides his widow, the former Lela Betts, whom he married 
Oct. 7, 1919, he leaves a son, Richard L. of Lexington, Ky., and 
a daughter, Mrs. Marcena Mae Truelson of Bethseda, Md., and 


a brother, Burritt B. of Ravenna. 
* 





Pa 


Albert A. Bigalke, 


owner and board chairman of the Ohio 
Desk Co., Cleveland, Ohio, died April 3 
at his home in a Cleveland suburb after 
a brief illness. He was 77 

A long-time veteran of the office fur- 
niture business, Mr. Bigalke headed the 
Ohio Desk Co. virtually since its found- 
ing in 1908. He was succeeded as presi- 
dent a year ago by Clark W. Knierman. 
The company, one of the largest office 
furniture retailers in the Mid-west, is 
marking its 50th anniversary this year. 

Mr. Bigalke was a founding member of the Executive Furni- 
ture Guild, a member of the National Office Furniture Asso- 
ciation and was active in Smaller Business of America. 

e 





Lloyd A. Hales, 


Pacific area manager of the Stock Forms Co., died recently at 
the age of 38. 

A native of Toronto, Mr. Hales joined the Moore Business 
Forms organization in September of 1946 as a member of the 
accounting department at the head office. He subsequently 
transferred to the head office audit staff in October of 1949. 
In January, 1951, he was appointed comptroller of the Inter- 
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... to sell your Invincible furniture 


Write today for details and 

the simple, effective Planning Kits 
which make Invincible advertising 
and profits yours! 
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invincible 
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INVINCIBLE METAL FURNITURE COMPANY 
Dept. G-6, Manitowec, Wisconsin 
in Canada: A. R. Davey Company, Ltd., Factory Representative, 
1162 Caledonia Road, Toronto 10, Canede 
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Translation: ‘“‘! quit!’’ 


A valuable, hard-to-replace secretary on the brink of 
farewell—fed “up to here” with her big boss’s small-time 


office. Cramped, cluttered, destroying morale and productivity. 





Then along came the Invincible man 
“ with the office plan * 


... to turn “the littered look” into a magnificent symbol of achieve- 
ment. A spacious executive desk . . . two-tone with smart Aerogrill 












Not really weering shining panel, new leg bases, luxurious chairs with harmonizing upholster- 
ormor f nvincibie on ist# * . . . . . 
ccmaniidhaes a Giae ar anda ies...and an impressive modular cabinet grouping. (Did the 
deeds. Call on him without secretary quit? Of course not! ) 

obligation for periodic office 


For any executive, professional or general office, the Invincible 
Man can quickly plan striking new beauty, convenience and 
efficiency. Offering a choice from the complete Invincible line of 
finest steel desks, modernette units, chairs and files. 


- eee re . - a. ea = io = 


checkups. Meanwhile, send 
coupon for colorful Invincible 
brochure, and Planning Sur- 
vey Pad for noodling out your 
own office ideas. 
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INVINCIBLE 


METAL FURNITURE COMPANY, 
Dept. G-6, MANITOWOC, WIS. 











Without cost or obligation please send 
Invincible brochure and a survey form from 
the Invincible Planning Kit. 





Business-engineered for better business living 


INVINCIBLE 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Conada: A. R. Davey Co., itd., Factory Rep. 1162 Caledonia Rd., Toronto 10 






Name 







Firm 


Address 
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Better Chairs 
mean 
Better Business! 






No. 691/2 Executive 
Posture Swivel Chair 
(Foam filled seat, back ) 


is 
- 
4% 





No. 67 Arm Chair \ 
(Foam filled seat, back 4 


Office Chairs by Monarch, exclusively de- 
signed by Norman Hekler Associates, 
beautify any office . . . are scientifically 
planned for comfort . . . give years and 
years of service. They're your calling card 
to better business 


Catalog and 
mats on request 


Seen at these Showrooms: 


MONARCH, 440 Fourth Ave., New York 
Executive Interiors Inc. 
1019 22nd St. N. W. 
Washington, D. C. 


MONARCH 


~“\ FURNITURE COMPANY 





HIGH POINT. NORTH CAROLINA 
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national Division in San Francisco and moved to the West 
Coast 
Joining Stock Forms Co. January 1, 1956, Mr. Hales assumed 
new responsibilities in the formative period of the division 
He is survived by his widow, Dorothy, also a native of 
Toronto, and two children, Michael, 12, and Carol, 6 
es 


Lucien W. Rolland, Jr., 


owner of the American Safe Sales Co 
New Orleans, La., was killed in a traffic 
accident recently near Bunkie, La. He 
was 38. 

Born and educated in New Orleans, 
Mr. Rolland started his business after 
discharge from the Army in which he 
served as first lieutenant in the Asiatic 
Pacific Theater. 

Mrs. Rolland, who was left with two 
young sons to fratise plans to sell th 





business. 
= 


V. A. Hansen, 


founder of Hansen Office Supply 
Withee, Wis., died of a heart attack on 
April 1. Mr. Hansen, 64, had operated 
his firm since 1914, and previous to that 
he had worked as a salesman for several 
years for L. W. Holley & Sons in Des 
Moines, Iowa. He was, however, a resi 
dent of Withee from infancy. Surviving 
are his widow, Katherina; one son 
Roger; and two grandchildren. 

oe 





John A. Wheeler, 


former president of Mead & Wheeler Co., office equipment 
dealers of Chicago, died March 31 in Fort Lauderdale, Fla 

The decedent lived in Evanston, IIl., for many years prior to 
his retirement five years ago. He and his wife, Mary, observed 
their 5Ist wedding anniversary last winter 

Surviving are the widow, a son, John M., and a sister. 

- 
A. C. Lampkin, 
representative for Imperial Desk Co., died March 28 at his 
home in Atlanta, Ga. He had been ill for some time with a 
valve leakage in his heart. 

Mr. Lampkin had been Imperial Desk Co.’s southeastern rep- 
resentative since November, 1934. He was a president of the 
Southern Travelers Club. 

a 
Aubrey Kretschmar, 


representative of Geyer-McAllister Publications in New Eng 
land for many years, died April 20 after an illness of several 
months’ duration 

Mr. Kretschmar was 81. He is survived by his widow, a 


daughter and two sons. 


Slogan Promotes Office Machine Sales 


Developing a catchy slogan which is likely to stick in the 
minds of every businessman who reads it or hears it has been 
a thoroughly effective sales builder in the office machines de 
partment of Walsh Bros., Phoenix, Ariz., according to Joe 
Hebern, general manager. 

Repeated in all Walsh business machine advertising, on 
letterheads, invoices, and on signs attached to every machine 
on display, are the words, “The Man Who Needs a New 
Office Machine Is Already Paying for It!’ Walsh Bros. uses the 
same message on business cards carried by salesmen and often 
finds that the message is provocative enough to arouse imm<¢ 
diate customer curiosity. 

rhe slogan is backed up by records from the office machines 
department, which prove conclusively that less efficient output 
high cost of maintenance and repairs normally associated with 
older office machines invariably results in a net operating cost 
well above that of new, improved office machines 
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MORE AND MORE DEALERS 


ARE GETTING INTO (} le 


Winners 


and making up to sY/ PROFIT 

















WITH THE APSCO 
PRE-TESTED SALES STIMULATOR 
PACKAGE DEALS 


DEAL #447 


45% DEAL #241 


40% 


DEAL #523 
41% 


Since the introduction of Apsco’s revolutionary Sales Stimulator 
Package Deal Program, aggressive dealers all over the country are en- 
joying... maximum Profit with a minimum investment. You choose 
from seven basic pre-packaged inventory assortments to suit your 
specific sales requirements. You have availability right in your area 
of the entire Apsco line through local Wholesaler warehouse stocks 
which means never being out of stock...never having to over buy... 
never losing a sale, 





BIGGER PROFITS 


Place 


YOUR ORDERS 


BUT MORE IMPORTANT. you get maximum turnover of every 
dollar invested. Yes, Mr. Dealer, when you compare the combination 
of the pretested and proven Apsco Sales Stimulator Package Deals, 
the quality and scope of the Apsco line, the unequaled merchandise 
warranty, the constant demand and acceptance created by our con- 
tinuous advertising, you will agree here is a sure bet to get into the 
Winners’ Circle... AND THERE IS FREE GOODS, TOO! 








WITH YOUR SELECT FROM 7 PRE-TESTED ASSORTMENTS which include Pencil 
Sharpeners, Staplers and Punchers. Every one designed to provide you 
WHOLESALER with the Apsco Products you need in just the correct proportion to 





sales. Every one designed to keep inventory at a minimum, and dollar 
turnover at a maximum. 





Show 


YOUR CUSTOMERS 
The Complete 
APSCO quality line 





Ask Your Wholesaler or Write Direct 


LOS ANGELES, CALIF. 
ROCKFORD, ILLINOIS 
TORONTO, CANADA 






APSCO PRODUCTS, INC, 





OA-6/58 127 








linear-styled wood desks... 
now priced for general office use 


with full markup to you! 


For the first time here are wood clerical staff desks 
in a mew concept of design for the general office. 
In this mew Spacemaster series at prices generally 
associated with ordinary conventional design are 
features and details previously found only in execu- 
tive and private office furniture. 


The linear Spacemaster motif is ideal for any gen- 
eral office, regardless of size. The series includes, in 
addition to the clerical staff desks illustrated: an 
overhang executive desk; a consultation desk; secre- 
tarial desk; and matching tables. Modular units are 
also available. 


JASPER 
OFFICE FURNITURE COMPANY 
Jasper, Indiana 

















NOTE THESE FEATURES, 
now available at surprisingly moderate cost: 


® Self-edged made-to-take-it plastic tops — walnut 
finish standard, to match walnut woods in all 
other exposed areas (wood tops optional). 

@ File drawers on full progression extension sildes 
for easier opening and accessibility — interchange- 
able in right or left pedestal. 

@ Slim-lined, graceful black steel H-frame leg stand- 
ards combine style with strength. 

@ Box drawers operate smoothly on permanently 
lubricated runners. 


@ Knee space panels have 4” densified wood banding. 


@ Arm slide grip machined in lower edge of slide 
— easily accessible by finger-touch spring release. 
No knobs or hardware to catch clothes or come 
loose. 

@ Special design cast pulls, brushed brass finish. 

@ Attractive new autumn haze finish. 


® Economical utilization of floor space. 
Colored plastic tops and attractive 


perforated aluminum modesty shields 
optional on special order. 
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Top Size 66x18 
Weight 160 Ibs. 


new Star 
in HASKELL'S BUDGET LINE 












This handsome credenza of fine steel and baked enamel finish in decorator colors* 
is typical of Haskell budget quality. Almost unbelievable—so much custom quality— 
so much decorator design—and so much modern functionalism- 

ei in Haskell’s budget price range. Only Haskell experience offers so much 

: for so little! This new credenza unit rounds out the Haskell Line of Desks, 

Tables and Cabinets. It’s a must for today’s modern offices. 

Adds more work area and storage space for maximum efficiency. 

And designed to increase your sales volume. Write for details. 


*Burnt Amber, Seafoam Green, Haskell Green, Mallard Gray and Haskell Gray 
with harmonizing linoleum tops. Also plastic tops at slight additional cost. 


\ Your Pienaar, Stool Budget, Lore 


* _\ STEEL DESKS + TABLES + CABINETS + ACCESSORIES 


nf : Maar Ax | 
Catalog, afequeett 82s 7 )©6UH ASKELL 
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i cgeeeee?” . 303 E. CARSON STREET + PITTSBURGH 19, PA, 


OA-6/58 129 














, 
é 
, 
t 
. 


-- CURMANCO 
OFFICE TOOLS 
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THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Clears The Desk For Action! 





ELETTER SORTER Sicttoa shelves 


NO CORNER POSTS TO DODGE! 


Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 


Hold the papers. 
GREEN-GRAY-BROWN-MIST GREEN-COPPER TAN 
LETTER SIZE, 2 tray incl. base $4.00 
LETTER SIZE, 3 tray incl. base.. $5.25 
LETTER SIZE, 4 tray incl. base $6.50 
LETTER SIZE, 5 tray incl. base $7.50 


NO. 202 
NO. 203 
NO. 204 
NO. 205 








Daily Business Sorter! 
SORTING TRAY & 


Active papers can be re- 
ferred to instantly...open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 


NO. 115 LETTER SIZE without index...... $4.00 
NO. 116 LEGAL SIZE without index i $5.00 


STATIONERY 
SEPARATOR 














Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 8%" x 18'' x 3” 
Electrically welded one piece. NOT ADJUSTABLE. 








NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 | 


STATIONERY AND 
ENVELOPE SEPARATOR 
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four letter-size and one half- 

size trays, also pockets at end to 
hold a good supply of both large 

and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer's time. Made of art steel, electro 
welded into one solid unit. 3'' high x 9°" wide x 21" long. 








NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 





CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 





No. 566 Six Pocket 8”x71/2”x4” $4.00 
No. 568 Eight Pocket 8”x9%/2”x51/2” $5.00 
No. 570 Ten Pocket 8”x9!/2”x65/e” $7.50 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 




















| NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 





DEALERS WRITE FOR COMPLETE CATALOG AND 
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DISCOUNT SCHEDULE 


‘-=="| CURRIER MFG. CO., INC. |-*>>~ 


2448 W. LARPENTEUR AVE., ST. PAUL 13, MINN. 
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Nien on the Move 


Paul R. Lambert has been appointed 
sales manager of the B. L. Marble Chair 
Co. He joined the firm shortly after his 
discharge from service following World 
War II, and he held positions as sales 
service manager, assistant treasurer, and 
assistant secretary before leaving to serve 
as salesman for two other manufacturers 
in the office furniture field 

He returns to B. L. Marble to head 
the sales force and to relieve Cnarles L. 
Pettibone, president, of certain buying 
duties including purchasing all lumber and other basic items 


P. R. Lambert 


He has stated that the company will also continue its service 
in designing dealer showrooms and providing contract interior 


design service to dealers for their custon 
a. 


Four corporate officers for subsidiary 
companies of the Joseph Dixon Crucible 
Co. were recently elected. James S. Law, 
formerly executive vice-president and 
general manager of the Dixon Pencil 
Co., Ltd., Ontario, Canada, has been 
elected president of that firm. 

Another executive change announced 
is the election of Kenneth M. Gleszer, 
executive vice-president of 
Sintaloy, Inc., as president of that sub 
sidiary. Both Mr. Law and Mr. Gleszar 
succeed F, G. Atkinson, president of the 
parent company, who was formerly president of both subsidi- 


formerly 





J. S. Law 


aries 

Mr. Atkinson also announced the appointment of Matthew 
Whitehouse as executive vice-president of the Joseph Dixon 
Crucible Co. de Mexico, $.A., and James Long, as vice-president 
of the South American firm. 


Charles W. Curtis is the new president 
of the reorganized Carlton-Surrey Inc. in 
Grand Rapids, Mich. Mr. Curtis, who 
was formerly with Stow & Davis Furni 
ture Co., has announced that plans are 
underway to offer a new line of office 
furniture. This new line is new on the 
drawing boards 


Cc. W. Curtis 


It has recently been announced that 
Joseph C. Strauss has been appointed sales manager of the 
Anglers Co. Mr. Strauss has long been identified with the 
stationery industry, having been associated with Apsco Prod- 
ucts, Inc. for a period of 30 years and also served with Fulton 
Marking Equipment Co. He is a field member of the NSOEA, a 
member of the Wholesale Stationers Association, the Penn-Mar- 
Va Travelers, Metropolitan Travelers, Stationers’ Square Club, 
and the Boston Stationers’ Association 


A modernization program involving major personnel shifts 
has been announced by the domestic sales department of the 
Parker Pen Co. The changes will take effect during the next 
seven months 

It was announced that David H. Gullett, currently sales man- 
ager for the eastern half of the U.S., would return to Janesville 
from New York to become director of plans and policies, a 
new office 

Graham C. Butler, formerly administrator for the sales de 
partment, will assume responsibility for all retail accounts and 
supervise seven geographic retail sales areas. John W. Dawdy 
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Model 2200 - 


Mode! 1100 





that makes them your customers’ best seating investment 


You can always point out that, among the many 
things Rest-All upholstered aluminum chairs will do 

and do very well — is look beautiful, for years 
and years their aluminum parts in natural 
finish or a gamut of anodized colors, and their rich 
upholsterings, complementing any office interiors. 
However, even more important, from the standpoint 
of selling an investment in seating equipment, are 
the things Rest-All Chairs won't do. For one thing, 
they practically refuse to wear out —except for 
upholstering, which replaces with the greatest of 





Model 850 
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FINE CHAIR SPECIALISTS 


ease and the lowest of cost. Rest-All models with 
Flare-Back legs won't mar walls. Rest-All swivels 
have Nylon bushings that won't bind, wobble or 
get noisy. These are just a few examples. 


All told, the things that Rest-All Chairs won't do 
add up to the highest return in beauty and comfort 
per dollar invested in the entire chair industry. 
There is a Rest-All Chair for every requirement — 
each a sparkling example of the bese from exclusive 
specialists in fine seating. 






Export Dept: 25 Beaver St. 
New York 4, N. Y. 
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pe BECAUSE 





PROVED BEST’ 


CARTERS 
hi-foshion | li-fidelity 


STAMP PADS’ INKS 


*Here are the results of exhaustive tests by 
United States Testing Co., Inc. “Our Test 
BR-2052, July 1957, shows the superiority 
of Carter's new Stamp Pads and Inks as to 
number of clear impressions and depth of 
color. Latest Competitive brands were used.” 
Ads in LIFE and the office magazines are 
telling millions the facts about Carter's 
revolutionary new products... 





HI- FASHION Hi-FIDELITY 
STAMP PADS INKS 
@ So Handsome they @ Superior drying and 
adorn a desk contrast 





@ Safe, rolled edges @ Five brilliant, deep colors 


@ Flick-action covers @ Applicator bottles 


@ Color-cued cases @ Large economy sizes, too. 


All backed by Carter’s 100 year reputation for quality. 
STOCK, DISPLAY, FEATURE... 


q 





Since 1858 specialists in Fine products for Office, School, Home 
and Industry: Carbon Papers; Typewriter Ribbons; Adhesives; 
Stamp Pads and Inks; Duplicator Supplies; Writing, Drawing, and 
Indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 
@THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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will become director of administration, and Henry A. Prust has 
been named his assistant. 

George B. Wright, central zone manager in Chicago, will 
take charge of a newly created function called national whole- 
sale sales department. His former position will be filled by 
Edward H. Wold who has served as assistant. 

Arthur W. Foster, formerly merchandise manager, heads up 
a new office called special accounts sales manager. George W. 
Whiteside, formerly head of the southeastern sales zone, will 
take up a new position as trade affairs director. His zone posi- 
tion will be filled by Carl H. Rhodes. 

James A. Stauff, serving as acting advertising manager since 
January, is formally designated manager, and A. Bodine South- 
worth continues as sales production manager. 

In sales areas, Wallace B. Kaiser will head a newly created 
zone in the northeastern part of the country. Those remaining 
as zone managers include William Yockey in the western zone, 
Joseph Crawley in the southwest, Lloyd Hayes in the Midwest, 
and James H. Rich, formerly acting manager, as full retail sales 
manager in the eastern zone. 

7 

Two executive appointments were made recently by the Un- 
derwood Corp. David H. Burrell has been named vice-president 
of marketing, and Reginald Roome, Jr., is now advertising 
manager. 

Mr. Burrell joined Underwood in 1957 as general sales man- 
ager, and prior to that he was associated with Cherry-Burrell 
Corp. in Chicago. 

Mr. Roome was director of advertising and sales promotion 





D. H. Burrell 


Reginald Roome 


for Pro-Phy-Lac-Tic Brush Co., Inc. prior to joining Underwood. 
He also was associated with Geyer Advertising Agency. He 
succeeds Carl Ruprecht in this post. Mr. Ruprecht remains with 
Underwood in the capacity of advertising consultant. 
& 

Essex Corp., a subsidiary of Venus Pen 
& Pencil Corp., has announced that Grant 
P. Stinchfield has been named director of 
pen sales. 
Mr. Stinchfield, who was formerly as- 
sociated with Doeskin Products, Inc. as 
vice-president in charge of sales, will be 
responsible for all pen sales activities in 
the new Venus corporate structure now 
under the direct supervision of Carl W. 
Priesing, vice-president of marketing 

A. J. “Bill” Bering will continue in the 


capacity of sales manager. 

















G. P. Stinchfield ' 


* 

Ralph T. Soulby has been named na- 
tional sales manager for the Old Town mm 
Corp. as of April 1. He was previously 
sales manager of the national account di- 
vision, the wholesale division, and the 
chain and variety store division of the 
Eberhard Faber Co. The announcement 
came from the office of Lawrence Avan- 
zino, vice-president in charge of sales for 
Old Town 





Joseph L. Egelko has taken the posi- R. T. Soulby 
tion of advertising manager of the Ad- 
dressing Machine and Equipment Co. He was formerly with 
the Newsday, Garden City, L.I., New York 
. 
Dorothy Liebes, designer and colorist, has been named stylist 


OA-6/58 











O/ 





THE SECRET INGREDIENT OF THIS 
FINE WOOD DESK IS... STEEL! 


fundamentals... 


Here are the fundamentals of good design, sound construction, 
fabulous value! You get the warmth and distinction of rich, 
rubbed walnut... plus the sturdiness and durability of a free 
standing, all-steel inner frame, with laminated plastic tops 


and square, tubular steel legs. 


It brings wood furniture back into general offices, because 


it costs no more than steel: far less than fine conventional 


1 
' 


wood furniture, well within the reach of executives on a budget 
Its amazing flexibility and versatility suits every purpose from 


executive office tO general office. 


WRITE FOR FULLY ILLUSTRATED CATALOG. 


fundamentals... THE OFFICE FURNITURE DIVISION OF 


| De BS Dea BROTH E RS INC. 1601 Willow Ave., Hoboken, N. J 


PLANTS: Hoboken, N. J.; Lodi, N. J. Noblesville, Ind McGregor Texas 
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“PROTECTED 
PROFITS FOR yoy" 
with 
Aidvanco's 
Policy 
of Selling 
through 
dealers 
exclusively! 


















For constant 
ADVANCo Use 
PAPER 

4 HOLDER 

*- « holds papers j 
Place  firm| < 
holes to ee 


PUNCHLESs 














; ear in re. 
Moving or inserting 
Papers. Holds UP to 
150 sheets. Samples 
On request. In Red 
Black, and Gray. 25 
Point Pressboard. 















For permanent use 





ADVANCo: © ee 
S PRE 

BOARD BI Ss. 
Hinge . WOER. .. Scored 


- to file away or 





Equipped with 814” 


er, with compressor, In Red 


Black, and 











heavy ve ADVANCO c 
rs. an aANILA rowers "= 
hed, black egal and letter sizes, ai 


d 2 sheets of 11 Point, 150 Ib. durable 


and triplicate b 
k 
leaves to each eek” a 


Manufacturers of ... 

Manifold Books + Printed Stock 
Forms * Pressboord Guide and 
Folders * Bristol and Pressboard 
Guides + Suspend-O-Folder - 
Collated Manila Folders > Filing 
Supplies « Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 Sist Avenue, Elmhurst 73 Long Island, New York 


Telephone ... Hickory 6-4848 
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and color consultant to the Eagle Ottawa Leather Co. She has 
already developed a palette of 12 new colors for the firm in 
top-grain, down-cushion leather. These are already in produc- 
tion. She has also developed a series of woven leathers which 
will soon be available 

: 


Royal McBee Corp. has announced 
that James E. Widman, manager of the 
firm's plant in Ogden, Utah, has been 
named assistant to Carl McKelvy, Royal 
McBee vice-president of production 

Mr. Widman succeeds Kenneth C. Begg 
who was named general manager of the 
company’s new Springfield, Mo. plant 
which will be under construction some- 
time in the fall. Mr. Widman will make 
his headquarters in the company’s gen- 
eral offices in Port Chester, N.Y 


J. E. Widman 


Binney & Smith Inc., has announced 
the appointment of George O. Davis, Jr. 
of Charlottesville, Va., as representative 
in the southeastern division. He will rep 
resent the firm in Virginia and North 
Carolina, assisting Wayne King in these 
States. 

He is a native of Virginia and holds 
both a B.A. and an M.S. degree from the 
University of Virginia in geography. He 
was formerly geography consultant and 
representative for A. J. Nystrom & Co 


G. O. Davis, Jr. 


in Chicago 


Appointment of Charles E. Trescott as vice-president and 
general manager of Zenith Plastics Co., has been announced 
by the parent company, Minnesota Mining and Manufacturing 
Co. 

Mr. Trescott, a retired U.S. Navy captain, will be responsible 
for all operations of the California plastics firm. 


The North American Philips Co., Inc. 
has announced the establishment of the 
Dictating Equipment division, with of- 
fices at 230 Duffy Ave., Hicksville, L.L, 
NY. 

Frank Randall, general manager of the 
division, has announced that Arthur L. 
Hanrahan has joined the firm as product 
manager for the new division. 

Mr. Hanrahan has previously held the 
position of eastern sales manager for 
Clapp & Poliak, an industrial show man- 
agement company. Before that he was 


A. L. Hanrahan 


with Clary Corp. as dealer district manager 


Taylor Chair Wins Design Competition 


This molded leather 
and walnut chair won 
a $1,000 first prize 
in the recent Uphol- 
stery Leather Group’s 
design competition. It 
was designed by Irv- 
ing Sharrow of Phil- 
adelphia and _intro- 
duced by Taylor 
Chair Co. at the 
NOFA convention. 
The molded leather 
chair, produced wide- 
ly in Europe, has not 
been generally man- 
ufactured in_ the 
United States 
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| GrayLine Nylon Post Binders like this 
hold over 3,000 marginal-punched 
Sheets in easy-to-read, easy-to-use order 


4“ 


All of your customers who file, store, refer to or analyze data 
tabulated on continuous forms produced by high speed ac- ' 
counting machines have the problem of housing such records 
in an accessible and convenient rnanner. 

with plastic posts of 
.. you have the 


In Wilson Jones GrayLine Binders. . . 
amazing strength, durability and flexibility . 
solution. For burst or unburst sheets of all sizes. 





No hidden entries on any sheets. You can read every entry — 





including data in the center margins of all pages—irrespective 

of position or bulk. 

No hidd, Entries in : 
nge 


For full details about these new Nylon Post Binders ask your 


Wilson Jones salesman or write today. 


WILSON JONES 


209 S. Jefferson St., Chicago 6 * 122 E. 23rd St., New York 10 








THE LOOK OF yeni 


ae) 


ECONOMAIRE 
DESK 


Cleanest lines 
and best con- 
struction in the 
low priced field. 


2800 FILE 


Finest cradle type 
suspension in full 
28” depth. Maxi- 
mum filing space 
and quality con- 
struction at mini- 
mum cost. 


1500 FILE 


Steel non-suspen- 
sion file. Operates 
on. nylon rollers. 
Maximum filing 
space, top quality 
construction. 


STERN MFG Co 


AURORA. iit 


STYLED AND 
BUILT FOR YOUR 
CUSTOMER 

Ty Wahl Vaile). | 


FASHION-AIRE 
DESK 


Most gracefully 
styled and rug- 
gedly built in 
the moderately 
priced class. 


Eye appecling—pocketbook pleasing 
—that's your customer's reaction when 
he looks over the WESCO line. For a 
sales clincher, give him the low-down 
on construction features. If he really 
means business, he'll buy WESCO— 
the quality-economy line. 


ADD-A-FILE 
For filing space in 
confined locations. 
Any number may 
be stacked together. 


New York Display and Representative 
Arthur Gordon Co. Associated 
206 Lexington Ave., New York 16, N.Y 
Chicago Showrooms 
Polk Bros. Central Appliance 
and Furniture Co 
2850 North Central Ave.. Chicago, III 





WESTERN MANUFACTURING CO. 


AURORA, ILLINOIS 
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Knickerbocker Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


Preparations for the June 16-17 regional at Grossinger’s 
are zooming. Likewise the stationery trade is looking for- 
ward to the 12:30 outing at the Harrison Country Club in 
Westchester on June 24. 

. 

Your correspondent is happy to report that Herman Karnell 
(Karnell & Meisner) is doing well after a visit to the hospital. 
Bill Bonin (Graham Stationery Co.) met with an accident on 
the ice some wW eeks ago but is now reported back in harness. 
Harry Fensterheim (S.E.&M. Vernon), known as one of the 
outstanding trade organization workers in our town, is on 
the mend after a sudden siege of illness 

& 

Burnham Matthews, president of the Offureps Club of New 
York announces that two tentative dates have been set for 
the 1959 Offureps Furniture Show in New York. Knowing 
how successful the last two shows have been, the trade looks 
forward to another splendid showing of this group of furni- 
ture salesmen 

a 

It is with a heavy heart that we report the death of two 
exceptionally fine men. Bernard Klein, of Redi-Record Co., 
passed away in April, leaving a host of friends to mourn his 
loss. Irving Berger of L. Hyman & Sons Corp., died March 18. 
He was a salesman who stood in the high esteem of the many 
customers he had served for long years. We extend condolences 
to Joe Cohen of the Alpha Furniture Corp. upon the loss of 
his mother 


s 
A New Yorker received an exceptional honor recently when 
Mort Chute, head of Bainbridge Kimpton & Haupt Inc. and 


currently president of the Wholesalers Stationery Association 
was called to Baltimore as guest of honor at a dinner given 
by the Baltimore Stationers Association, on April 17. 

— 

Bill Grand, that very friendly gentleman from Yonkers, 
relates—with understandable pride—that his son Dale has 
been working for many weeks with Gary Crosby in setting 
up shows for Uncle Sam in various foreign military installa- 
tions. 

ce 

Joe Smith of American News Co. has retired—his many 
friends wish him well. He will be replaced by Morris Wein- 
stein who is formerly a local salesman and he too has the best 
wishes of his many acquaintances. 

7 

That sterling dance team, the Henry Levy’s (Silver Station- 

ery Co.), are back from an extensive Mediterranean cruise. 
- 

Carl Judkoff president of the Stationers Association of New 
York and Herbert Markham, their counsel, take pride and 
pleasure in reporting the happy conclusion for all concerned 
of a 29 month union contract covering all store clerks, drivers 
and shipping clerks in approximately 85 firms that are mem- 
bers of that association. 

+ 

Under new ventures—Seymour and Ives Nathan, formerly 
of Charles Nathan Co., are now serving as manufacturers rep- 
resentatives in the office furniture field. Joe Strauss is now 
representing the Anglers Products Co. and doing very nicely, 
thank you 

. 

Want to tell your friends ‘bout your news? Send it along 

to me and if it's fit to print, we'll do so 


O. V. Snow Co. Opens in New Location 
The O. V. Snow Co., Bristol, Conn recently moved 


to a newer, larger, and a much more convenient location at 
4 Judd Street in Bristol. 
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Old Town Dealers cash in on years-ahead quality-plus-versa- 
tility. On volume and profits — continually created by nationally 
demanded, nationally advertised, nationally promoted Old Town 
“prestige’’ products: Carbons, Ribbons, Duplicators and Duplicator 
Supplies. Old Town brings you outstanding sales on individual 
products and a full line! 


WRITE NOW FOR THE EXCEPTIONAL DETAILS ON AN OLD TOWN DEALERSHIP 























CBP. No-Stain Cobalt Bive Process. 


New! Revolutionary! For Spirit 
Duplicating. Fluid assures finer 
copies on any duplicator. Master 
Units, CLEAN TO DUPLICATE, 
FILE, RE-RUN, produce BRIL- 
LIANT, PERMANENT COPIES & 
SYSTEMS RECORDS. DUPLICATORS & SUPPLIES. Old Town manufactures ribbons, car- 
bons, and supplies and also offers a fuli line of spirit duplicators. 
Old Town Duplicators continually create business; sell themselves 
along with a complete range of supplies. Hand operated models and 
NYLON + AF RIBBONS. Com- electric machines. 
bine the strength-sheerness of 
Nylon with controlled re-inking 
properties of special “AF” nat- 
ural fibres. Produce sharp, clean 
“prestige” typing for executives. 





PLUS... ANOTHER OUTSTANDING OLD TOWN QUALITY PROD- 
UCT SOON TO BE INTRODUCED. WATCH FOR ANNOUNCEMENT, 


DAWN CARBON PAPERS. 
Exclusive Super formula 
achieves “perfect-clear,” cop- 
ies; sharp, brilliant, fade- 
proof, Will not smudge, curl, 
wrinkle or crease. 











OLD TOWN CORPORATION Established 1917. 750 Pacific Street, Brooklyn 38, N. Y. 


World’s Foremost Makers Of Carbons, Ribbons, Duplicators and Duplicator Supplies. 
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ELMER SAYS: 


ELMERS GLUEALL 

eo. On your hardware | 
or stationery counter 
and watch it outsell 


every other white 




















Available in all popular sizes in two modern containers, 
the handy plastic squeeze bottle and the convenient plastic 
tube. Either way, Elmer’s Glue-All sells on sight. It's 
quick-setting. Dries clear, won't stain. Ideal for dozens of 
uses around the home, shop, school or office. Does a 
superior job of gluing wood, paper, cloth, pottery—any 
porous material. Display it prominently for volume im- 
pulse sales. 


Squeeze bottle comes in 1%, 
4, 8 and 16 oz. sizes packed 
in attractive display trays. 





Tube comes in % oz. size 

4 mounted on individual display 
cards or packed 12 in an 
attractive display tray. 





Also available in glass bottles and jars—2 oz. and larger. 










Elmer’s Glue-All, one of * Borden’s Products 
For The Home Handyman,” is presold to your 
customers in these leading magazines: 










SATURDAY EVENING POST 
BETTER HOMES AND GARDENS 
PARENTS’ 
SUNSET 
POPULAR SCIENCE 
POPULAR MECHANICS 
FAMILY HANDYMAN 






FOR THE 








© Borden Co. 





J HOME HANDYMAN 














For further information, prices and descriptive literature, see 
your supplier or write: The Borden Company, Chemical Division, 
350 Madison Avenue, New York, New York. 


3% 
IF IT’S Bordens IT’S GOT TO BE GOOD! 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 





Fulghum’s, down Tampa way, is on the rampage again 
Rampage of expansion, that is. The firm has taken over a 
building at 102 W. LaFayette St. which will provide an addi- 
tional 13,000 square feet. That Tampa area must really be in 
the midst of a boom as just about all the dealers there have, 
Or are planning, expansions or remodelings. We will be very 
interested in getting a complete set of photos of the new job, 
friend Fulghum 

es 

Ed Boulos announces that his Office Equipment Co. in 
Jacksonville, Fla. is to modernize its building and double 
space, complete job to be ready to go by June 1. Eddy has 
built up a very impressive outfit, having 14 employees. He 
is still on a half-day schedule himself after that little set-back 
several months ago. Nice going Eddy and do, please, see that 
we get the proper photos huh? 

* 

The Tanner Co., Washington, N.C., after a modest begin- 
ning a bit over a year ago, has now made its first expansion 
move around the corner to 17 S. Market St. It has gone from 
the old 20x20-foot “cracker box” to a much better located 
22x50-foot store and is adding an off-set printing section. 

*~ 

The Rays are shining again. The Raleigh Rays this time, 
Jimmy and Charles, Raleigh Office Supply, are moving their 
Wilmington branch, Shoemaker Office Supply Co., from the 
old Princess St. location to a greatly remodeled, 9,000-square 
foot building at 261 N. Front St. This is the “main drag” of 
Wilmington and directly across the street from the big Wal- 
ereen drug store. The grand opening is scheduled for May 
19 and from the way things are shaping up it is going to be 
done in the true Ray manner, which of course means “‘'stu- 
pendous.”’ Lloyd Dawkins and Bob Mann are the ‘wheels 

. 

The Gene Burrs, Office Supply Co., St. Petersburg, Fla., 
are, or were as the case might be, ‘standing by” for the ar- 
rival of another little Burr. “Inky’’ didn’t give me the count 
down so you will have to dig up your own details as to how 
many and what on your next call. All I can tell you is that 
it is several. Nice going, folks. 

oe 

It must have really gotten down to cases in Miami this 
winter because word comes down that Paul Barnett, Barnett's, 
didn’t stop at putting a heater in his Cadillac. He put one in 
the swimming pool too. 

o 

Guess you Atlanta folks saw that big spread in the Wednes- 
day, March 5, Atlanta Journal about the Jess Haralsons’, 
Boorum & Pease to you newcomers, home in Avondale 
Estates. It was a honey, complete with pictures, of the beau- 
tiful hand-painted Mexican tile work in their den and kitchen 
Florence and Jess have been collecting it for years on their 
many trips to Mexico 


2 
If anybody says bee to John Dibble, salesman for Office 
Equipment C Tampa, he will start buzzing. John parked 


his car near the corner of Polk and Marion Sts. on April 20 
and when he returned to it a swarm of bees had “taken over.” 
The right side of the windshield, inside that is, was a solid 
mass of them. Picture in the paper showed John looking in 
the window at them but the article, plus my informant, failed 
to let me know how they were removed. That must have been 
quite an experience 
- 

Bumped into Stan Hahn, the new Apsco man in these here 
parts, a few days ago. He was on his first trip around his new 
territory which includes Georgia, Florida, Alabama and South 
Carolina. That's enough to keep any man busy, especially one 
that’s always “sharpening” things up. Stan hadn't decided 
where he would settle down but Atlanta or Jacksonville seemed 

» have the inside track 

- 
Still another new arrival in our midst is Jim Yates, Wilson 
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Peerless sure backed 


me up on that big 
contract proposal... 










How another “sales help” by 
Peerless aids Dealers 
to get the BIG orders... 
the BIG profits... 


Picture yourself as an authorized Peerless Dealer 
who is negotiating for that BIG installation. You 


have the entrée . . . the Peerless representative has 
worked with you in lining-up the specifications . . . 
the price is right . . . but something’s missing, some 


showmanship, some means of making the proposal 
that’s going to say to the prospect, ‘‘Here’s the best 
deal for you.” 


Then, the Peerless Sales Promotion Division 
comes into the picture. And comes up with a jumbo 
pictorial portfolio presentation like this; illustra- 
tions of the proposed installation in full color. Plus 
a sales “‘pitch’”’ that’s right to the point. 


Sales promotion cooperation like this is what 
makes the Peerless franchise so valuable—has paid 
big dividends for other Peerless Dealers. Why not 
put it to work for you? Why not ask your Peerless 
representative about more facts—about all the facts? 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Po 


nEWw YORK CHICAGO HOUSTON LOS ANGELES 
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‘Increase Your Sales of 
Maptacks and File Signals 


with 











DISPLAY PANEL _ 


- COMPLETE MAPTACK 
" LINE ON DISPLAY 





‘COMPLETE SIGNAL 
LINE ON DISPLAY 





Blond wood cabinet needs 
only 18” x 8” counter space. 


Maptack Cabinet holds 12,000 tacks; 
1,000 each of 12 colors. 


Signal Cabinet holds 12,000 Nu-Vise Signals; 
1,000 each of 12 colors. 






-_ As one box is removed, another automatically 
pops out into position for easy selection. 


ee Rack on back of each unit for sample cards and 
literature. 


Cabinets also provide New Inventory Control 


HOW TO GET YOURS: 


Cabinets are furnished at no extra charge 
with orders for their contents in colors 
as required for your stock. 


GEORGE B. GRAFF COMPANY 
54 Washburn Avenue, Cambridge 40, Mass. 








* COLORFUL << 
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Jones Co. Jim will cover all of South Carolina, the western 
part of North Carolina and Ted Myers will continue to cover 
Greensboro, Winston Salem, High Point and Asheville. Jim 
has located in Charlotte. 


& 

Hear that Jake Hearn has a couple of new associates in 
the persons of Neil Friend and a Mr. Cox but have no other 
details at this time except that Neil is from Jackson, Miss. 

” 

Clarence Ford now has a new manager at his Palmetto 
Office Supply Co., Orangeburg, S.C. Olin Pffiefer is the man, 
having come from the Crane Co. in W. Virginia. Welcome 
to the Fourth District, Olin. You have inherited a nice little 
outfit there and we wish you all the success in the world. 

. 

Mrs. Coke Cecil, Cecils Office Equipment Co., High Point, 
N.C., fell and broke an ankle recently which put her on the 
inactive list for about six weeks. For one as active as she is 
that must have been a rough row to hoe. 

a. 

Ivan Allen Jr., need I say where?, was the key-note speaker 
recently on the “Tele-Sell” closed circuit TV broadcast in At- 
lanta. This was a program directed at sales people in the 
area and a goodly number of Atlanta office supply personnel 
were noted in attendance. 

e 

Don Townsend is now assistant to ole fren, Frank (howya 
Frank) Kinzey, Roberts & Son, Birmingham, Ala., in the pur- 
chasing department. 

. 

Louis Watts, formerly at the purchasing desk at Luther Skin- 
ners, Montgomery, Ala., is now at Walker Printing Co. to take 
over the office supply section, and Amos Wilson, who has 
been dividing his time between printing and office equipment 
at Skinner's, has taken over as manager and buyer. 

a 

Joe Ellis, formerly with the Print-O-Matic Co., is now out- 
side salesman for Columbus Office Supply, Columbus, Ga. Co- 
lumbus is Joe’s home town so now he is right at home. 

Py 

Foster & Parkes, Nashville, Tenn., now has a new man at 
the purchasing desk, T. G. Kares, Jr., and my informants do 
say that he is ably assisted by a very charming Miss Felcia 
Petty. 

a 

Askew Office Machine Co., Huntsville, Ala., has had to 
add an assistant to the buyer also so the missile business around 
there must have things on the “plus” side. Kenneth Robinson 
is taking some of the load from Mr. Askew in the purchasing 
of office supply and stationery items. 

2 

We in the Fourth lost two more of our old timers during 
the past month. Joe Maura, one of my “faithfuls,” and a man 
long associated with the industry in various capacities, died 
in a hospital in Nashville on March 21. 

A. C. (Al) Lampkin, manufacturers’ rep., passed away in 
Atlanta on March 30. 

& 

To you who missed the convention at Memphis, and most 
of you did miss it, it is enough to say that you missed one 
of the smoothest run and most enjoyable this ole scribe’s weak 
eyes has seen in many a moon. Not one “squawk’” did I hear 
during the entire affair. 

The rooms were perfect, the food could not be improved 
upon, the speaker's presentations were well received, the 
weather outdid itself on the “fine” side and the travelers’ 
party was its usual six-under-par for the course. 

That Dixieland Band had things jumping from the opening 
gun right down to the wire at midnight. I'll bet not over a 
dozen people left the dance until the music stopped which 
is something no other party we have given can brag about. 

In fact that band was so good I understand our new vice- 
governor, Jimmy Smith, has already taken an option on hav- 
ing them down at the Americana in Miami Beach next year 
and Paul Burbank wants them at Chicago. 

Confederate money, in 500 dollar denominations, was fly- 
ing all over the place and true “Southern Ladies and Gentle- 
men” were much in evidence. The Memphis dealers did them- 
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MARKING DEVICES 





LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 
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The final victory over can- 
cer will come from the re- 
search laboratory. 


But there is a more imme- 
diate victory at hand to- 
day. Many cancers can be 
cured when detected early 
and treated promptly. 
Vigilance is the key to 
this victory. 


There are certain signs 
which might mean can- 
cer. Vigilance in heeding 
these danger signals 
could mean victory over 
cancer for you: 


1. Unusual bleeding or discharge. 


2. Alump or thickening in the 
breast or elsewhere. 


3. A sore that does not heal. 

4. Change in bowel or bladder 
habits. 

5. Hoarseness or cough. 


6. Indigestion or difficulty in 
swallowing. 


7. Change in a wart or mole. 


If your signal lasts longer than 
two weeks, go to your doctor to 
learn if it means cancer. 


AMERICAN 
CANCER 
SOCIETY 





selves proud in the planning and execution of the activities 
and have earned our unqualified thanks 

Caldwell Harper, Harper Bros., Greenville, S.C., is our new 
overnor with aforementioned Jimmy Smith the incoming 
vice-governor. “Inky” Jack Lydiard, Sanford Ink Co. is the 
new 3rd vice president of the Travelers Club and yours truly 
got pushed up into the president's spot of ye Southern 
Travelers 

It looked like some shenanigans at the crossroads at one 
point when Joe Rosolio was passing out attendance prizes 
Marjorie Stanfiel comes up with a dandy Polaroid camera 
and guess what ye scribe won? ? ? Yep, a typewriter. Thought 
for a while I would be able to pass this job off on some 
unsuspecting soul but now they will probably expect me to 
wear the new job out first. So—for plug No. 1—start saving 
your money now for Miami Beach next April—the Americana 
BUY NOW 


Brand Name Retailers Receive Awards... 





The 10th annual Brand Names Foundation dinner featured 
the presentation of awards to five office equipment and sta- 
tionery retailers. Pictured here with their awards are, left to 
right: Douglas H. Russen, Zac Smith Stationery Co., Birming- 
ham, Ala., winner of the top award; with certificate of dis- 
tinction winners, Hugh G. Reeves, Jacquin & Co., Peoria, II!.; 
Oliver C. Thomas, Thomas Brothers Co., Lubbock, Tex.; and 
Perry A. Waldner, D. Waldner Co., Inc., Mineola, N. Y. An- 
other certificate winner, no one present, was the R. P. Lewis 
Co., Flint, Mich 


E. C. Vevier Seeks Lines in Florida 


E. C. Vevier, who for more than 25 
years was a manufacturer and salesman 
of loose leaf metals and binders in St. 
Louis, retired to Florida in 1951 but has 
decided to return to the field as a manu- 
facturers’ representative 

He wants to cover the state of Florida 
and is interested in all types of office 
supplies and furniture as well as school 
supplies. He has a showroom and office 
at 103 Orangeview Ave. in Clearwater 
Fla. He will call on dealers, schools, 
county governments, jobbers, printers 


and businesses 
Mr. Vevier has been active, even in retirement, and now 


] 


sits as vice-chairman of the Pinellas County School Board 


Bert M. Morris Co. Announces 
Closing Dates for Vacation 


Bert M. Morris Co. announces that the entire plant and 
office will be closed for annual vacation from July 26 to 
August 11 

No shipments will be received or orders shipped during 
that period and all dealers are asked to place their orders 


early to avoid delay 
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University of Michigan library @ Furniture by Steelcase, Inc. and Herman Miller @ Panels by Stow-Davis @ Architects, Giffels & Valet, Inc. 


Michigan shows its colors---with COLOVINI “We wanted 
color without clutter,” said the decorator. “A room that is crisply modern, 
yet softened with texture. A library that is pleasant to use but practical, too 
— in cost and in upkeep.” The answer: Columbus Colovin vinyl upholstery — 
on room dividers, on writing desk spacers, on lounges and chairs. Decorators 
for many of the handsomest buildings in the land traditionally specify Colovin 
for its style leadership in vinyl plastics. For samples and the name of 
your nearest distributor, please write us. 


Columbus 


COL-O-VIN' 


vinyl upho 
COLUMBUS COATED FABRICS CORPORATION, COLUMBUS 16, OHIO 








. . 
5th District Notes 
p f PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 
j THE ANNUAL GOLF PICNICS co 
ing up for all dealers and thei ploy 
bd i ees and travelers in this area have been 





set 
e Cincinnati Puesday, Jun 
ae typed, written face, Patk Country Club. 
evelanad nursday un 
d Sleepy Hollow Country Clul 
or rawn Detroit Wednesday, July 23, at Glen 
Oaks Country Club 


. 
THE CLEVELAND CHAPTER, Fiftl 


. gn’ District Travelers Club, has the 


tollowing officers tor the coming yea! 





Chairman Jim Gardner, Permacel LePage’'s 
Vice-Chairman Joe Falbo, Codo Mfg. Co 
Secretary- lreasurer Joe Cella, Sterling Plastics 
td 
THE DETROIT STATIONERS CLUB has reactivated and 
will hold monthly dinner meetings at Sidney Hill Health 
Club on the first Monday of the month. Lawrence Phelps, 


Nestor's, is president. Vern Stough, Lincoln Office Supply Co 
is the secretary 
o 
DEALER MOVINGS: R. E. Pfeiffer, Springteld-Limbocke 


Inc., Springheld, Ohio, announces the firm’s change of location 





PHOTO MASTER 
other models a ; 
low as $89.50 to 117 East High St, F. W. Roberts Co., Cleveland 





Ohio, ts oving to new quarters on Jun The new location 
vill be a 1009 Rockwell Ave., sixth floor 


*% The ultimate in simplicity of operation - . ° 
innes oO 
* Compact design — Just 23" wide. 13" deep Mr. & Mrs. Will Winnes (he ts reti founder of The Will 


Ww nes Co.) Cincinnati Ohio have just etu 1 fro a 
and only 6" high. Approximate weight, 20 aieiie oe — m — 
pounds. e 
HURRY UP AND GET WELL QUICK DEPARTMENT: 
* Sturdy, durable plastic construction. Kate Atkins, veteran secretary to Mar Jacquemain, supplies 
yuyer at Gregory, Mayer & Thom Co., Detroit, has been en 


joying a month's well-earned rest. Kate should be back on the 


CHECK THESE ADVANTAGES: iob by the time you read this Ray Kurtz, supplies 






































buyer at Roth Office Equipment Co., Dayton, Ohio, is just 
ysut of the hospital Stella Anderson, bookkeeper at 
N pecial installatior tior j Seitz & George, Dayton, Ohio, suffered an unfortunate accident 
a ready ind her leg was broken in two places. Miss Anderson has been 
£- alacteie r with the firm since they started in business. Speedy Overy 
eee + to all of you from all of us 
Kec gu , 7 
' Popular George Handorf, who originally started with Globe 
Wernicke Co. in 1911, has retired after spending a total of 
ira : _ 5 years with the firm. George intends to take a nice long 
ransparent, black , , : rest, then he and the Mrs. will do some traveling 
Jed th 1 e 
yf WEDDING BELLS: Harry Balch, Quality Park Envelope C 
took himself a new bride last March 5. Harry and his lovely 
Dorothy have just returned from their honeymoon in Treasure 
Island, Fla. CONGRATULATIONS! 
Ko i 2 
Dealer territories are now being allotted for this Silver Office Supply Co., Detroit, announces so 4 sonnel 
easy-handling, efficient, time-saving office machine. ' menges: Jone ©. jones hes been sppointed a ree 
i vith Angelo Carrier as his assistant. Yale Phillips has been 
Write today for full details. selected as salesmanager. Geoffrey Milton, a Great Britain 
Ort fron ondon S 3 w oOutsid il in 
| FORMFOTO MANUFACTURING CO. | cmerty with WE. Tarky Co. is the new contract manager 
3713 Milwaukee Avenue —_ Chicago 41, Illinois © 
: ' Gene Ross has joined Garrigan’s in Springheld, Ohi ind 
' Name ' is being groomed to take over the purchasing 
| Title . 
; ; TRAVELER APPOINTMENTS: Bill Thomas, : ) urers 
; Firm Name : representative, has been appointed by York Safe & Lock for 
Address this area. Bill e represents Hask I] - Pittsburgh 
; ' Wm. G. O'Connor, Eberhard Faber Pencil Co., has been trans 
} City Zone _____ State ; ferred to the west coast as regional manager. Richard Madden, 
a aE Ee } who has been with the firm for eight years in New York 
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"DOZEN PACK’ FILE FOLDERS IN 











Cod Ma dae olor 
Jax rae PACK 
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DC 152 1/3 Color Pack 
Suggested Retail Price 69¢ 


Your Net Cost* 35¢ 
Your Profit 34¢ 





























D 722 Dozen Pack 


Suggested Retail Price 49¢ 


Your Net Cost* 23¢ 
Your Profit 26¢ 


*Less 5% in 20 carton lots 
10% in 40 carton lots 


OXFORD FILING SUPPLY CO., INC. 
CLINTON ROAD « GARDEN CITY, L.I., N.Y. 
St. Lovis * Chicago ® Dallas * Los Angeles 





)xfosd 


FIRST NAME 
IN FILING 
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New Display Package will 
stimulate “impulse” sales, 


create brand new business. 


File folders in color are perfect for sorting, classifying, 
organizing desk papers. But how many of your customers 


know you have them? 


This bright attractive package of colored folders, put on 
display, reminds of special folder needs and sells on sight. 
Folders are in the popular third cut style—four each of 
pink, blue and green. 


Manila “Dozen Pack” Display 


rounds out the picture 


Small-quantity purchases of manila file folders were a 
dealer’s dilemma until Oxford originated the dozen pack. 
Now everybody’s doing it, and dealers are free of the 


broken-box nuisance. 


And how these small-unit high-profit sales mount up! Get 
in step with today’s self-service trend in merchandising, and 
order a supply of dozen pack folders in both colors and 


manila for increased counter sales. 


OXFORD FILING SUPPLY CO., INC. 
9-6 Clinton Road, Garden City, N. Y. 





Please send a free sample package of the DC152 1/3 Color Pack 
and the D722 Dozen Pack to: 














The spot light of 
the NOMDA 
Convention will be centered 
on Booths 66, 67, 68, 69 
East Room 
where OLYMPIA will show exciting new models 
you cannot afford to miss. Make sure to visit 

our booths. 
For the trend ahead see 
OLYMPIA 





Nation wide sales and service 
by authorized Olympia 
dealers 
Ask your Olympia dealer for 
a demonstration today 


@ Automatic paper injector for quick and ac- 
curate letter and envelope insertion. 

@ Convenient half-spacing, ideal for index 
cards, ruled paper and letter writing. 

@ Inter-changeable carriages save money and 
time. Carriages of any size inter-changed in 
seconds. 

@ Accurate and easy to set margin stops and 

automatic tabulator clearance. 


Writes BEST of all... 





OLYMPIA DIVISION 
INTER-CONTINENTAL TRADING CORPORATION 


90 WEST STREET. e NEW YORK 6, N. Y. 
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Because it’s built BEST of all. 


and New England, will replace him in this area fe 
Pat Patterson, manufacturers’ representative (your faithful cor- 
respondent), has been appointed by Maple Leaf Mfg. Co 
for Michigan, Ohio and Kentucky. 

+ 
DEATHS: Mrs. Mary Miney, beloved mother of Joe Miney, 
furniture buyer for Service Office Supply Co., Detroit, died 
on April 21. Joe also lost his dad about six months ago i 
Harold Livingston, 51, Gregory, Mayer & Thom co., Detroit, 
died in April, leaving his wife and daughter. Mr. Livingston 


spent 30 years with the firm...... Arthur Acheson, veteran 
salesman with Lynn B. Emery Co., Detroit, died suddenly in 
March . O. E. (Ernie) Earnshaw, former buyer at Roth 


Office Equipment Co., Dayton, Ohio, died March 20 in Pom- 
pano Beach, Fla. Mr. Earnshaw, who had been ill for some 
years, leaves his wife and two daughters, Our heartfelt sym- 
pathy to the bereaved and their families 


Touring Students Visit Facit, Inc. . . . 





High school students from Payton, Ohio, touring the east were 
given a practical lesson on international affairs and Sweden’s 
contribution to American industry as guests of Facit, Inc. at 
the Swedish Seaman’s Center, Brooklyn. Here, Erik A. Ohlsson 
(center), president of Facit, demonstrates the Facit calculator, 
typewriter and Odhner adding machine 


Wholesale Stationers Association Releases 
List of Committee Members 


The list of the 1958 committees and chairmen was recently 
released by the Wholesale Stationers Association: 

Packaging and packing committee—to develop joint studies 
by manufacturers and wholesalers to improve the packing and 
packaging of stationers’ products with a view to reducing han- 
dling costs and increasing sales. Cortland Horr, Associated 
Stationers Supply Co.; Fred Richardson, Minnesota Mining & 
Mfg. Co.; and Denton Sparks, A. C. McClurg & Co., consultant, 
are co-chairmen 

Costs—to encourage exchange of ideas between wholesalers 
on ways of reducing warehousing, selling, and other operating 
costs, and to develop industry operating ratios. Milton Pickle, 
Will Winnes Co., and Alex Naismith, Buntin Gillies & Co 
Ltd., co-chairmen 

Education—to advance means to educate both the retailer 
and the manufacturer on the full advantages of using the serv- 
ices of WSA wholesalers and to develop a code of ethics for 
the industry. John Carr, ZCMI, and Coleman Chamberlin, Cel- 
U-Dex Corp., co-chairmen. 

Market research—to encourage an exchange of ideas on mar- 
ket trends in the industry and develop market guides for WSA 
members. Harold Seigle, Associated Stationers Supply; Fred 
Goette, Schwabacher-Frey; and Al Krause, Eureka Specialty 
Printing Co., co-chairmen. 

Merchandising—to develop means through trade exhibits 
regional round tables, bulletins, etc. for wholesalers’ salesmen 
to achieve more product knowledge and to more effective mer- 
chandising. William Boothby, Central Ohio Paper Co., and 
Paul Fisher, Fisher Pen Co., co-chairmen 


OA-—6/58 








OA 

















We believe that when a dealer cultivates 
a territory, it is rightfully his to harvest. 
There are no hidden fine print clauses 
in our franchise. 

We are proud of our strong, straight- 
forward dealer relationship. Because of 
it we can honestly claim that we are 
the only U.S. safe manufacturer selling 
over 98% of its production through 
franchised office equipment dealers. 
With our newly expanded line of fire- 
resistive items for office and home, we 
will maintain that leadership. 

Some territories are still open. Yours 
may be one of them. Write for details 
of our protected profit-making, exclu- 
Sive agency proposition. 


WITH A HERRING * HALL: MARVIN FRANCHISE 








FREE 10 HERRING-HALL-MARVIN DEALERS 


You get the biggest array of sales helps in 
the industry. Colorful catalogs, mailing 
pieces, envelope stuffers, dealer identifica- 
tion sign, booklets, newspaper ad mats— 
all these and more. 


HERRING -HALL> MARVIN SAFE COMPANY 


GENERAL OFFICES & FACTORY: HAMILTON, OHIO 
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The Bentson 6133-D . . . for deep- 
down working comfort and secre- 
tarial efficiency. It's rugged and 
dependable with an aire of femi- 
nine elegance. The exclusive per- 
sonal storage drawer provides 
added convenience and _ storage 
space in a normally unused area. 
There's little wonder why—‘‘every- 
one prefers Bentson!”’ 


The BENTSON Mfg. Co. 


AURORA, ILLINOIS 





6th District Notes 


The 6th District Regional Nippersink and press time come 
together this month. At last reports, registration for the Sensa- 
tional Sixth resort type of meeting was expected to hit the 300 
mark and that should make Governor Art Finger happy in this 
second time around as head of the region 

ae 

Week after week GLTC luncheons are near capacity at 65 W. 
Monroe St. (Toffenetti’s Triangle Restaurant), in Chicago. 
More and more dealers are appearing to “break bread’’ with 
the travelers and manufacturers. No engraved invitation is 





necessary, just the desire to attend. 
. 

Walter Bryzek, the Johnson Chair man, and Mrs. Bryzek are 
the parents of their first-born, Barbara Loretta, who arrived on 
April 9 at Lying-In Hospital. 

2 

Chicago police have been seeking burglars who took 52,751 
ball point pens and 44,928 refills from the Paper Mate Co. 
warehouse at 3201 S. Kedzie. The loot was valued at $42,337 
wholesale prices 

2 

Good reports on the NSOEA forthcoming national conven- 
tion in Chicago were furnished at a GLTC meeting by Chair- 
man Bob Heck and Co-chairman John Fellowes. They told of 
the new setup and advised those who intend to participate to 
settle on hotel registrations early. 

* 

Mr. & Mrs. Ben Philbrick, Pelouze Manufacturing Co., were 
in attendance at the 4th district convention held in Memphis. 
They also visited with thier son, who had the misfortune to 
become ill with pneumonia while undergoing his army “boot 
training. 

o 

The new GLTC roster is out. There are many address changes 
and new affiliations, making it an up-to-date reference for 
dealers who want to get in communication with their favorite 
travelers 

. 
Make a note on your calendar now 
July 24—GLTC golf at Cog Hill 
September 6—GLTC golf at Tuckaway Country 
Club, Milwaukee, Wis. 


Aigner Annual Fish Fry 


Because G. J. Aigner, founder of the G. J. Aigner Company, 
always catches more fish than he and Mrs. Aigner can eat during 
their annual visit to Florida, he sends several of his best catches 
to Chicago for the annual Aigner fish fry 

Usually he returns to Chicago in time to officiate but this year 
the warm weather that finally reached Florida kept him there until 
after Friday evening, May 2, when Aigner executives, their wives 
and several guests gathered at the Bohemia Cafe to enjoy the 
Chief's” in absentee hospitality. Despite the valiant gustatorial 
efforts of the 18 present, some fillets remained uneaten 

When it became apparent that no more fish could be surrounded, 
the group treked over to the Loop for an evening of entertain- 
ment, some to see South Pacific and some Cinerama 


Samuel Ward Mfg. Co. Makes Several 
Changes in Sales Territories 


Several territory changes were announced by the Samuel 
Ward Mfg. Co. which were effective as of April 1 

Howard Gardiner has been appointed as company representa- 
tive in the Texas and Oklahoma territory. He has been active 
in this area for several years and is relinquishing competitive 
lines to devote sufficient time to the firm’s products. His ad- 
dress is 5506 Druid Lane, Dallas 9, Tex. He replaces Ralph 
Smith who has decided to lighten his traveling lines 

Mary V. Stewart of Waveland, Miss., will cover the states 
of Louisiana, Arkansas, and Mississippi as well as the western 
section of Tennessee. She is presently traveling in this area for 


non-conflicting lines. 
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As displayed at Wagner-Henzy-Fisher Co. 
showroom, Cleveland, Ohio. 





for your customers who 
want restrained luxury 


Here’s classic design so perfect it has remained 
unchanged for generations. That’s why Chippendale 
has been, and always will be, the leading choice of 
discriminating buyers. These fine traditional chairs 
help create an office atmosphere of gracious dignity, 


obtainable in no other way. 


Don’t overlook the profits offered by this ever- 
popular office chair family. It pays to keep them in 


stock and on display. 






THE B.L 


Marble 
CHAIR COMPANY 


Bestora One 





° 











The World’s Largest Selection of Fine Office Seating 
CONTEMPORARY * MODERN * TRADITIONAL 
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Can the Marble Design Center Help You? 


This skilled staff has helped many 
Marble Dealers greatly increase their 
office furniture sales. They’re ready 
to help you, too. Just write or call 
for complete information on this dis- 
play room and customer office 
design service. 
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OA REPRINTS 


The following reprints are available at §.25 each: 

15—Eleciric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 

17—Booming Potential in Furnishing New Office Buildings. 


3—Dealers Are in the ‘Packaged’ Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 

4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management 


5—How to Select an Office Equipment Salesman. Outstanding 
material on selection and training of sa 


saiesmen 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 

7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick 

8—Business Forms Sell Best When You Sell Ideas. 

9—Copy Machines . . . Developing a New Market I 

10—Color Is Your Business. 


20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


The following are available at §.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today‘s Best Buy—Office Machines. An extensive study 
by OA‘s Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition 


19—Automation Comes to the Office Supply Dealer. 
e 


The following booklet is available at $1.50 each: 


ll—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a successful 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins. stamps or check. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 8 9 10 
1 12 13 14 15 16 17 18 19 20 


A ee 
Position 
Se 


ee ee ee 


CO Check here for quantity prices on items circled. 











7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 


“Our Latch-String Is Always Out” 


TRAVELING TRAVELERS ... Mr. & 
Mrs McNichols of Amberg File & In- 
dex Co. are leaving for an extended 
European vacation. Be careful of Paris, 
Mac. 

& 

LAND OF SKY BLUE WATER VIS- 
ITORS—Lou Wingate, manufacturers’ 
representative from Chicago, Sam Hen- 
ning from Cole Steel Mfg. Co., and Ted 
Scharnhorst from Tee-Jay Sales Co. 

7 

BEST STORIES OF THE MONTH—Bud Caruso, Northwest 
Travelers’ president, states while traveling by plane recently 
the stewardess was asking the names of all passengers. She 
asked the chap next to Bud for his name. He said his name 
was Robinson. Then she asked Bud. Bud said, “I am not going 
to tell you, you wouldn't believe me.’ No, no, the pilot's 
name was not Defoe. 





o 

Marion Musgrave of General Office Equipment, Sioux Falls, 
S. D. says his Lions Club donated a lion cub to the Sioux Falls 
zoo. Incidentally the zoo was located on Kiwanis Ave. My 
suggestion is to put it in a Rotary cage. 

e 

Clark Briggs, manager of the office furniture store at Farn- 
ham’s held open house for the new furniture store. One word 
will describe the rernodeling — BEAUTIFUL. 

* 

Midwest Beach has finally completed the remodeling of the 
building in Sioux Falls. Mr. Sheppard says he will keep gifts, 
books and school supplies at his old store. All office supplies, 
equipment, machines and printing will be under one roof. It’s 
a dilly. Stop in and see it. 

* 

ATTENTION YOU GOURMETS . Best barbecued ribs 
in the world are served at Charlie Bryants in Kansas City, Mo. 
Yi! What a dish of delectable delicacies to tickle your palate. 
Mmmmmm good! 

e 

REGIONETTE NEWS .. . Again, I reiterate I have received 
nothing at this writing. Tess, you’re holding those secret meet- 
ings again. Come on gals, how's about letting us in on the 
mystery. 

* 

WORKHORSE .. . Hero Earl Collins has been out on the 
road so long he has to write home for a room reservation. Earl 
is secretary of District 7, officer of District 8, and an officer 
in the Field Division. Ask the busy man, and Earl will do the 
job. 

oe 

Dick Armstrong of Minnesota Mining is now going through 
his degrees to become a Shriner. More power to you, Dick. 
Maybe I can get a free ticket to the next circus. 

* 

Del Deming of Farnham’s just moved into his new home. 

es 

DARES YOU TO BE DIFFERENT — John Christianson of 
Quality Park was last seen helping Del Deming, publicity 
chairman for the convention, and writing like mad. Those mail- 
ings were perfect. Nice going, John and Del. 

e 

CONVALESCENT .. . Harry Wester of Miller Davis under- 
went major surgery. Harry is now resting at home. We all 
extend get-well-quick wishes. 

e 

Ronald Sandberg of Howard Hunt Pen Co. just resigned 
He is now working in a different field of endeavor. Lots of 
success from us all on your new venture. 

© 
Wally Hubbs just received word from Jack Guntrum that he 
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who presumably speak the language 


of American business 


It was like a bombshell when | announced to our staff and department 


heads that we were hiring as a consultant a Professor of English from 


one of the local high schools. 


Francis Gilbert, our Chief Chemist, must have thought it was a “gag”, 


because he said, “I’d rather brush up on my organo-chemical notation 


with a chemistry professor.” 


What brought this on was this: in oral or written 
communication between department heads we 
found ourselves using expressions that meant 
one thing to the person who said it, and some- 


thing else to the listener or reader. 


One of the first things the professor did was 
to look over a selection of memos, letters and 
reports. By eliminating useless words and 
phrases, he cut the average length to about one 
third. What a saving in dictating time, typing 
time and reading time! When the concise exam- 
ples were compared with the old, they proved 
much clearer and, in many cases, the long memo 
produced indecisive deliberation, while the short 


one produced action. 


It's just as easy to get into a selling-language 
rut when you're on the street talking to pros- 
pects. Complicated language and useless words 


can clutter up your selling message. 


Harry Shook, a Sanford West Coast man, 
uses this fresh, simple sales approach in calling 
with commercial stationery salesmen on buyers 
of office supplies and equipment. When it comes 
to taking an order for pint or quart bottles of 


ink, here’s what Harry does: 


Harry: Mr. Buyer—we don’t want that order 
for ink. It’s the wrong way for you to buy it. 


It’s the wrong way for us to sell it. Big bottles 
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of ink were successful in offices when a twenty- 
dollar-a-week stenographer filled the inkwells. 


Today that girl is making $85 to $100 a week 
and her time is worth more than the ink. 


Office buyers today are buying and will buy 
the center-drawer-size bottle of Sanford’s Penit 
—one for every desk. It costs a few cents more 
per ounce, but actually costs far less because of 


the saving in time. 


Harry uses an entirely different approach in 
presenting our type cleaner. This time he uses 
actions with his simplified sales talk. 


Harry: (holds open bottle of Solvene under buyer's 


nose) 


Mr. Buyer, would you permit this type cleaner 
this close to your nose in a small room with the 
window closed? 


There’s not a bit of danger. This is Solvene— 
contains no carbon-tetrachloride. 


I know you have developed in your sales or- 
ganization some fresh, simple selling language. 
We'd be very grateful if you would pass your 
ideas along to us. We hope to keep giving you 


more of ours. 


CHARLES W. LOFGREN, President 


Sanford Ink Company 
Bellwood, Illinois. 


TODAY'S TOWER OF BABEL 


—lack of communication between people 





YOUR QUALITY OFFICE CHAIRS 





Move Laster... Sell hasteh.. 


WITH 


CASTERS 


NATIONAL 









HOODED-TYPE 







FOR 
METAL 
CHAIRS 















WOOD CHAIRS 
National Lock offers a complete selection of casters 
to meet your requirements of wood or metal office 
chairs. Double-race ball bearings provide free- 


swiveling action. Choice of Rubber or Phenolic 
wheels. Samples on request. Send for yours today. 














GLIDES AND LEG EQUALIZERS 
FOR WOOD AND METAL DESKS 


Glides, pivot-type leg equal- 
izers, leveling screws, sockets, 
locks, pulls, hinges, latches, 
screws and bolts are all in- 
cluded in the National Lock 
line of fine quality hardware. 





If you are an original equipment manufacturer or 
jobber, write us. If you are a dealer, see your jobber, 


 P-Wee), FV ae mele Gece) i 7-0. Bf 
Rockford, Illinois * Industrial Hardware Div. 
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is doing fine. The family members are all well, and they have 
just moved into their new home. In case you want to drop 
them some scuttlebutt, get his address from Mr. Hubbs. 

& 

SHADES OF THE PAST .. . Looking through the District 
7 Region scrap book I found pictures of Sterley Jerue and Ed 
Hanson, both of them as handsome as Liberace . . . E. M. 
Hanson of Miller Davis and R. C. Clark of F. S. Webster Co. 
enjoyed a hunting trip in the upper district of Minnesota 
Northwest Travelers’ meeting, October 27, 1928. Those in 
attendance were Jim Campbell, Morrey Wantz, Claude Fleet, 
Roy Clarke, Karl Castle, Al Weber, Bob Valleau, Carl Kauf- 
man, Henry Huette and F. C. Schaefer. The meeting was held 
at the Ryan Hotel in St. Paul. The next meeting will be held 
at the Andrews Hotel in Minneapolis. At that time Esterbrook 
was selling radio pens by their salesman Joe Hildreth and 
A. W. Faber Castell was then sold by Bill Smith . . . They 
claim that the Northwest stationery trade was put on the map 
by a writer who wrote under the nom de plume of Yenlo. I 
wonder who he was. 

* 

SENORS & SENORITAS ... By the time you read this 
column you will be right in the midst of the District 7 conven- 
tion — perhaps dancing at the fiesta. I won't be able to tell 
you of the coming convention, what's going to happen or what 
has happened so “Hoo-lay.” Now, where is my kissin’ cousin? 
Perhaps she is gorging on enchiladas, tacos and tortillas. Si, 
she is with Pedro Collins, so Hasta Manana 


Royal McBee to Erect 
New Plant in Missouri 


Royal McBee Corp. has approved preliminary architects’ 
plans for its new portable typewriter plant in Springfield, Mo., 
and expects to begin construction this 
fall, Fortune P. Ryan, executive vice-pres- 
ident, announced April 21 at the annual 
meeting of the Springfield Chamber of 
Commerce. 

Kenneth C. Begg, who presently is as- 
sistant to the company’s vice-president 
for production, Carl McKelvy, has been 
appointed general manager of the Spring- 
field plant, Mr. Ryan said. Mr. Begg will 
take over his duties at once in order to 
supervise plans and activities leading to 
construction of the plant and preparation for its operation, Mr. 
Ryan added. 

According to present estimates, he stated, the company ex- 
pects the plant to provide employment for approximately 2,500 
people. The plant will include approximately 300,000 square 
feet of floor space for production operations and administrative 
offices. It will be completely air-conditioned throughout the 
manufacturing areas, cafeteria and offices. The architects’ rend- 





e ) 
Kenneth Begg 


erings show it to be an attractive, one-story modern structure, 
on landscaped grounds. 

Mr. Ryan noted that Royal McBee “is no stranger to Mis- 
souri,”’ having operated a plant in St. Louis since 1911. The 
St. Louis plant produces records binders and binding machines 
for the company’s data processing division. 

Mr. Begg, a native of Scotland, has been associated with the 
company since 1935, when he went to work in the costing and 
pricing department of The McBee Co. He was advanced to 
production scheduling and planning, and to a special assign- 
ment to evaluate and inaugurate improved manufacturing meth- 
ods. 

From 1944 to 1946, he was on leave of absence to serve in 
the United States Navy. Prior to his position as assistant to Mr. 
McKelvy he was assistant to the president of the McBee Divi- 


§10n, 


Open Underwood Branch in Waterloo 


An Underwood Corp. branch office has been opened at 214 
W. Seventh Sc., in Waterloo, Iowa with Burt Paul as branch 
manager and Jack Nadeau as service manager. 
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SOME buyers want chairs for 
decoration. MOST buyers want 
chairs for seating sound, 
solid, sensible seating. » Ask 
THOSE buyers to sit in q Fritz- 
Cross chair! 


FRITZ-CROSS CHAIRS have always been built for 
one primary purpose: to deliver comfortable, cor- 
rect, efficient seating. They have a reputation 
second to none as “chairs to sit in and work in.’ 
They have good looks, too smart styling, 
smooth finishing, beautiful upholstering. But their 
top traits are their seatability and their durability 
Fritz-Cross wants them that way, and so do most 
of your customers. Write for details. 


THE FRITZ-CROSS COMPANY 
300 E. FOURTH ST. ST.PAUL 1, MINN. 
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SOLD because they 
are engineered and 
built for USE 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 


ae ee 





PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 





TILT-O-MATIC 
TRAYS 


(For Register Forms) 





V-MATIC TRAYS 
(Small Capacity 
Containers) 


HANDI-MATIC TRAYS 
(For writing board and 
machine accounting rec- 
eords requiring smoll 
capacity containers.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES 
Ask for complete information on 

sizes and prices 





.MEAD-LEE Associates 
| ASSOCIATES SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Geccrattan 
1721 Elmwood Ave., Buffalo 7, N. Y. 


Write today 
for our new, 


complete catalog 


154 





9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Werth 15, Tex. 





Well sir, another wonderful 9th Regional convention has 
done come and gone. Those of you who, for some reason or 
another, had to stay home, we just plain feel sorry for. Except 
for the first day, the weather was wonderful. Of course the 
golfers were not very happy because the tournament was rained 
out, but I understand that some made it around Thursday and 
Friday. Better luck next year in Big D-Statler Hilton Hotel, 
April 20 & 21 

Seriously, the attendance was very good, the national troupe 
headed by our national president, Bill Diehl, gave us some very 
good meetings, ind of course our Gov. Bill Kimbrell and Gov.- 
elect Earl Story kept the convention moving at a very fast pace 

- 

I am very sorry to learn that one of our past governors. Jack 
Perdue, Perdue Office Supply, Pine Bluff, Ark., was in the 
hospital and had to miss the New Orleans convention. .. . I 
understand that W. A. “Wolt” Stempel also had to miss the 
meeting on orders from his doctor. Hope it is nothing serious, 
Wolt . .. Just returned from Shreveport where I found John 
McKim, Caddo Office Supplies, in the hospital again. Seems 
John has been having a run of confinement in the hospital. If 
not back on the job again, I suspect that Fred Nackley, his 
boss, will be his room mate . . . Glad to hear that Carl Slakter 
and his wife, Betty, Home Office Supply, West Monroe, La. 
are doing OK after a hospital confinement 

& 

Everyone was deeply shocked at the convention to learn of the 
sudden death of our good friend, W. F. “Bill” Gigliotti, in St. 
Louis, Mo., recently. Bill was on his way home, after having 
attended the NOFA convention in Philadelphia, when he was 
stricken. Dealers and travelers extend their deepest sympathy to 
his family. 

. 

Dameron-Pierson Co., Ltd., New Orleans has completed its 
modernization plans for the main and second floors. Very color- 
ful and very beautiful. Congratulations to management for a 
wonderful store 

. 

Plans for the new store for Don Wilson Office Supply, 
Wichita Falls, Tex., have just been announced. It will be lo- 
cated at 8th & Lamar and will present the real forward look. 
Will try to get the drawing for next issue. I am informed that 
Ray Howard, The Howard Co. Midland, Tex., will have an ex- 
tensive opening in the near future of his new store. Same for 
Jack Klinger’s Office Outfitters in Midland, opening a new 
store in Odessa, Tex 

= 

Word comes that Herman Baldridge, formerly of Norton's 
in El Paso, is now associated with the stationery division of 
Carpenter Paper Co., Houston. Also, Marlo Cates and Tommy 
Call. 

. 

Troy McNeill recently resigned from Lamond Printing & Of- 
fice Supply, Ft. Worth, Tex., to join Lindy Pen Co. as territory 
representative. How about rejoining the Texas Travelers, Troy? 

a 


And we welcome to the Texas Travelers the following new 
members: Dan Karsen, Weis Mfg. Co.; Robt. §. Watson and 
Howard Van Voorhis, Sanford Ink. Co.; G. E. Florence, Na- 
tional Blank Book Co.; John S. David, Eagle Pencil Co.; 
J. O. Long, Burroughs Corp.; W. E. Bill Richmond, Eberhard 
Faber Co.; Hollis J. Stephens, Smead Mfg. Co.; Calvin E. 
Vibbard, Carpenter Paper Co.; Allen E. Wade, Hesse Envelope 
Co.; Bill J. Anderson, Heyer Corp. A great big welcome to 
all you fellows. Make yourselves known to the other travelers. 

© 


Henry Bredow, Eaton Paper Corp. advises that he has an 
associate now Joe G. Solak, Jackson, Miss. Joe will cover 
Mississippi, Louisiana, Arkansas and Alabama. 

oo 

Once again, I appeal to my buddies (?) in the Travelers 

club for some assistance by sending me a few news items. 
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Office by a successful dealer 


This is the office of a successful 
man... it is a Steelcase office, 
typical of those installed for many 
outstanding companies by auth- 
orized Steelcase dealers. 

And, because Steelcase manufac- 
tures the world’s most complete 
line of fine steel office furniture, 
many clients specify Steelcase 
throughout all the private and 


general offices in their organiza- 


STEELCASE 
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tion — through the same dealer! 
The cost is surprisingly modest, 
the return to the dealer sur- 
prisingly high. 

If you are not now handling the 
superb Steelcase line, write or 
call today for more information 
about our profitable dealer plan. 
Steelcase Inc., Grand Rapids, 
Mich. In Canada: Canadian Steel- 
case Co., Ltd., Don Mills, Ont. 





This is a section of iniand Stee! 
Company's new general office. 


IN © 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


> BEAUTIFUL APPEARANCE—Finish in attractive 
| olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to ey 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 
| STORAGE FILES 


Legal Size $4.55 






Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 


outside the U.S.A. Check Size $2.50 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 
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Sunny Side of the 
Golden State Travelers 


AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 


The 1958 roster has been printed and mailed. You should have 
your copy by now. This year’s edition was compiled, edited and 
all but printed and mailed by Gini Anderson. The work nec- 
essary to prepare our roster was endless. There were 70 changes 
in names and addresses—200 changes in all. So a great big 
thank you goes to Gini, the pleasant, pretty wife of Stewart 
Anderson (Jos. Dixon Co.) 

& 

We can thank Carl Teele, Bush’s Stationers, Burbank, for 
providing the facilities of his Woodland Hills Country Club 
for our March 14 golf meet. We had no chance to play the 
course because it was a mighty rainy day. Next year we would 
like to hold the spring outing at Carl's club without rain, if 
possible. Forty-six would-be golfers had a grand time playing 
cards, talking shop, swapping stories and eating and drinking. 

- 

On March 14, Mr. and Mrs. Ralph Alexander set sail on the 
liner President Cleveland for the Far East. Their trip will take 
them to Japan, the Philippines and as far away as Bangkok. 
Some of their journey will be covered by air. They planned to 
be home, happy and well-traveled, by May 8. Ralph, as you 
may know, is the operator of Alexander Stationery in Holly- 
wood on Vine 

- 

On Monday evening, March 31, at the Pabst Eastside Brew- 
ery, 40 travelers and their friends got together for an evening 
of good fellowship. George Frey, Chas. R. Barry Co., provided 
a wonderful program of baseball films and some mighty fine 
food. Pabst provided the Blue Ribbon. This event can be re- 
peated again and in time become an annual affair. Our thanks 
to George for a clever and interesting get-together. 

e 

Walter Waldvogel, National Blank Book Co., and Ken 
Fullerton, Fullerton Sales, were co-chairmen of the entertain- 
ment committee for the recent Western Association of College 
Stores meeting at the Miramar Hotel in Santa Monica. The 
highlight of their work was a dinner dance at the Riviera 
Country Club on Sunset. It was a grand party attended by 
Mr. & Mrs. Phil Van Culin (Wilson Jones) Mr. & Mrs. Mannie 
Resnik (Montag) Mr. & Mrs. Joe Davis (Lit-ning Products) 
Carl Draper and Jim Montgomery (Higgins Ink) Marshall 
Wiley and his son (General Pencil) and a goodly number of 
college store managers and employees 

a 

Murray Cohen, of Murray Cohen & Associates, and Jim 
Hough, of Blaisdell Pencil Co., are new members of our G'S. 
T.C. We welcome them and know you will find them good 
Travelers 

s 

Serr Stationers are in their new store. It is a real honest-to- 
goodness modern store. On March 13, a grand opening and 30th 
anniversary celebration took place in the new quarters in down- 
town Redlands 

a 

The Herman Hirdlers spent the week-end of March 15 in 
beautiful, warm and gay Palm Springs. It rained during their 
visit so their week-end was just like any nice early spring week- 
end in Los Angeles, rainy. 

* 

Bob Lauterjung, Quality Park Envelope Co., is preparing 
for the 1959 Sales Rally well ahead of time. The Statler Hotel 
has the reservation. Bob is getting a line-up together of talent 
to appear, and promises a bigger than ever Sales Rally for '59. 

- 

Happy birthday was sung loud and clear in the Old Mission 
Room on March 31. Ben Vorwick, Blaisdell Pencil Co., had a 
birthday. Uncle Ben did not divulge what birthday it was, but 
he did blow out three candles if that is a clue. May friend Ben 
have many more happy days to come. 

e 
You may become a Golden State Traveler. If you are in- 
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BIG MONEYMAKER! 





Color-matched with new office furnishings 


Neat, convenient 


Weighted, non-marring 
rubber base 


OFFER ENDS 
JUNE 30, 1958 


DEAL *R” Customers buy one 


handy ‘‘SCOTCH” Deluxe Desk Dispenser 
and 12 rolls of “SCOTCH” Cellophane 
Tape (%4’x 1296"). You give them—free— 
a second new surf-green dispenser. 


Offer a new surf-green Deluxe Desk 
Dispenser FREE when customers buy 
one at regular price with 12 rolls of 
“SCOTCH” Brand Cellophane Tape! 






DEAL — Customers buy one 


handy "SCOTCH" Deluxe Desk Dispenser 
and 12 rolls of “SCOTCH” Cellophane 
Tape ("x 1296”). You give them —free— 
a second surf-green dispenser. 


Push "R” and “S” Deal now for bigger year-round tape sales! 


TUfinnesora (/ffininc ann ]Januracturine company 
» ++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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6, MINN. EXPORT: 99 PARK AVENUE, NEW YORK CANADA: LONDON, ONTARIO, 
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new distinction in metal seating 
by . 





There is Nothing 
Finer in Metal 


M-6500 
Deluxe Arm 
Revo ving 


Chair 











the CONSUL GROUP 


Here are two beautifully-styled matching chairs, 
featuring luxuriously higher and larger backs for 
greater comfort. Used in office ensembles, these 
chairs make a strikingly modern group of outstand- 
ing beauty and utility. Seat cushions incorporate a 
Marshall-type spring unit, burlap-covered and 
cushioned with hair pad; back rest and arms are 
cushioned with air foam rubber. Every detail of 
construction and styling speaks of superior quality 
and value. In the CONSUL Group, you offer the 
very finest in metal seating. 


M-5500 
Deluxe Side 
Arm Chair 


See us at the 
NOFA _conven- 
tion, Municipal 
Auditori 
um, New Or. 
leans. Space 10 
and 11. 





METAL-LUX 








Write for complete details today 


MILWAUKEE METAL FURNITURE COMPANY 


101 N, Campbell Ave., Chicago 12, Illinois 
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terested, write Stewart Anderson, 417 S. Hill St., L.A. 13. To 
be eligible for membership you must be associated, as a travel- 
er, with the stationery and office supply industry. Weekly 
meetings are held each Monday, at noon, in the Rodger Young 
Auditorium, 936 W. Washington, Los Angeles 


Clever Slogan Boosts 
Father's Day Sales 


@ A DEFT TOUCH of humor enabled H. E. “Woody” Wood- 
end, display manager for the Kendrick-Bellamy Co., office sup- 
ply retailers of Denver, Colo., to capitalize more effectively on 
the Father’s Day market. 

The slogan, which Woodend displayed on a banner strip 
over five display windows to the left of the store entrance was 
POP’S THE QUESTION!” The same pun was detailed on 
window cards and on merchandise cards in the gift department 
of the store within, as well as through all of the supporting 


departments, such as leather goods, fountain pens and office 
machines. 

“We even used the slogan in newspaper advertising,’ Mr 
Woodend said, “and it was obvious that ads received greater 
readership because of the curiosity which ‘Pop’s The Question 


headlines aroused 
The five display windows, two of which are illustrated here 


et 





Father's Day . gets a boost at Kendrick-Bellamy Co 


with, covered the field for Father's Day. Each of the five dis- 
plays were centralized with a white card, lettered in black, 
with the suggestion: “Remember Dad Sunday, June 20.” A sil 
houette figure made up the center of the sign, above the letters 
“Father's Day 

Merchandise offered included some innovations which Mr 
Woodend featured for the first time. For example, one window 
was devoted to framed pictures, suggesting “Dress Up Dad’s 
Room With a New Picture on Father's Day, Sunday, June 20.” 
Included were picture frames for family portraits, as well as 
paintings, etchings, lithographs, etc. 

Shown in the window was an over-sized 31/ x 4-foot framed 
picture of still life, with a fishing rod and a set of law books as 
a centerpiece, plus such familiar sporting scenes as yacht racing, 
and ancient guns 

Other windows followed a more standard Father's Day pat- 
tern, offering such leather goods as brief bags, brief cases, 
shaving kits, pocket secretaries, leather-covered desk-top ash 
trays, travel flasks, plus stationery, pen and pencil sets, desk-top 
accessories and the like 

The Denver office supply store enjoyed one of its most su 
cessful Father's Day seasons, as a direct result of the slogan 
and devoting so large an amount of window display space to 
the season, it was reported 
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wide variety of general fe) $s Cor ME} ore (ol Melon stele Misr euessle(-m 
‘ments. “eellable in beautiful pencil striped walnut exteriors in 
regular walnut and silver walnut finish: Inquiries are invited. THE JASPER DESK CO., JASPER, IND. 
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Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 





WRITE 
ODAY FOR 
COMPLETE INC. 


ION 
we 1825 MACKLIND AVE. « ST. LOUIS, MO. + U. 5. A. 
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Olympics Pair Honored for Their Spirit . . . 


omg 


4 






Hal and Olga Connolly, the young pair of Olympic champions 
who defied governments, red tape, and regulations to wed, 
were recently honored at a special program commemorating 
the Battle of Lexington and Concord in Massachusetts. For 
their part in the program commemorating the spirit of de- 
fiance, the young Russian athlete and her American husband, 
both gold medal winners, received a Cole portable typewriter 
from the Daily Item, Wakefield, Mass., their hometown news- 


paper. 


U.S. Carbon & Ribbon Installs 
New Ribbon Making Equipment 


Curtis-Young Corp. announces the installation of a new 
battery of ultra-modern ribbon inking machines in its U. S. 
Carbon & Ribbon Mfg. Co. Inc. plant in Philadelphia. 

These machines were specially designed and built to Curtis- 
Young specifications. They represent the most advanced scientif- 





Ribbon-Inking . . . done in modern way at U.S. Carbon & 
Ribbon Mfg. Co. plant. 


ic design in ribbon inking equipment based on the offset inking 
principle. Ribbons inked on these machines, whether silk, 
cotton, or nylon are impregnated by the application of a fixed 
and predetermined amount of ink applied without pressure or 
squeezing of the fabric 

The company has been making fine inked ribbons and carbon 
papers since 1895. The new ribbon inking equipment is part 
of a complete modernization program which was inaugurated in 
the summer of 1957 
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your company is judged 


by the office you keep! 








Cole’s Modular Steel Desks... 
With good office space al 
, premium, expanding firms are usi} 





Cole Steel to gain greater per square foot 
efficiency out of existing quarte) 
Cole Modulars are designed v 
interchangeable tops, panels and pedest 
in a Wide range of sizes and « 
to meet changing offhes 


{ reate “new ook tor aur othce \\ T ( ( N/ 


% cOLE-STEEL- Cole Steel Equipment Co. Inc. - 415 Madison Ave. New York 17, NY. - Canada: 329 Dufte 


PROFIT SEEKERS ONLY! 


We've a whole “boot-full” of new 
money-making TUTTLE 










PLAIN OR DECORATED 
SINGLE ROLL GIFT WRAPS 















GIFT WRAP 
ROLLS IN CORNER 
WINDOW BOXES 

COMPLETE ENSEMBLE 
PACKS WITH CARDS 
AND/OR RIBBON 


BOXED 
3-ROLL 
GIFT 
WRAPS 


CUTTER BOX 
ROLLS 







MASTER 
mee ~DISPLAY 
ASSORTMENT 





NEW profit makers 
(not illustrated) 
@ Sequin SPARKLE Tissue 
Folds 
@ Decorated FOIL Roll 
Assortments 
®@ Decorated FOIL in 
Trio-Roll Boxes 
® Colored COATED PAPER 
Rolls 
WRITE for free sample kit. 






JUMBO FOLD 
GIFT WRAP 
SHEETS 






TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 


NEW YORK 
1123 Broadway 
CHICAGO 
‘ -859 
20 North Wacker Drive a ee 26500 


eu ae ue er yy «CT 


Paper Specialties you want from One Sowree 


Capture the Christmas Spirit with gayly decorated 

Counter Rolls, Matching Bags and Sheets for 

your own store usage. Write for free sample kit. 
, 


Canadian News 





Our Industry Across the Border 
By Special Correspondence 


Sponsored by the Stationery & Office Equipment Guild of 
Canada, Inc., under a committee directed by Jack Cloke, Ham- 
ilton, Ont., a regional meeting of stationers and office supply 
dealers was held at Niagara Falls, Ont., May 7. Chairman was 
J. S. Luckett, Jr., Guild vice-president, Toronto. A report on 
Guild activities was presented by Fred R. Smart, association 
secretary-manager 

Taking part in an open forum discussion of the Guild’s 
recently-created pension plan were J. S. Luckett, Sr., Arthur G. 
Lancaster and W. J. O'Reilly, all of Toronto. A court of 
dealer opinion saw Jack R. Chipman and George Watson, 
Toronto, with Alex Naismith, Hamilton, answering questions 
based on the following subjects: Is pre-pricing desirable; what 
advertising methods or media are currently effective; dealer- 
branded goods vs. nationally advertised brands; what place 
in today’s market has the private dealer brand; what is the 
dealer answer to the ballpoint pen problem ? 

An evening dinner session put Stuart Cromar, Toronto, head 
of the Guild’s field division, into the presiding spot. Dis- 
cussing greeting cards, from design idea to point-of-sale, were 
Nelson Parry, Rust Craft Ltd., and Bill Kay, Wm. E. Coutts 
Co. Ltd., both of Toronto. 

a 

Dye & Durham, one of Toronto's oldest stationery and office 
supply outlets, is now located in enlarged, modernized quar 
ters in the city’s downtown area. Firm was established in 
1874 as the Dominion Blank Form Publishing Co. About 1930, 
the name was changed to its present title. In 1950, the late 
Shirley Dye, the only surviving member of the firm, retired, 
and the company now is a partnership of Harry A. Harding 
and Frank Dixon. 

a 

This month (June) is golf tournament time in the Canadian 
trade. Montreal Stationers’ Association holds its first session 
of the year at St. Johns, Que., June 12. Windsor Stationers’ 
Association meet will be at Lakewood Country Club, Windsor, 
June 19. Toronto Stationers’ tournament was scheduled for 
St. Andrews’ Club, May 29, immediately following the close 
of the Stationery & Office Equipment Guild’s convention in 
Toronto. 

* 

More than 300 business executives attended the three-day 
sessions of the American Management Association held in 
Montreal, May 26-30. They dealt with the fields of finance, 
manufacturing, marketing, office management and personnel. 
Canadians in the stationery and office equipment industry 
participating as chairmen and speakers included M. J. Fraser, 
International Business Machines Co. Ltd., Toronto; John 
Thompson, vice-president—finance, Howard Smith Paper Co. 
Ltd., Montreal 

* 

Joseph A. Trainor, long active in the writing instrument 
market in Canada, has been named general sales manager, L. 
E. Waterman Pen Co., Ltd., Montreal. He succeeds George 
M. Watson who recently joined Esterbrook Pen Co. of Canada, 
Ltd., Toronto. Mr. Trainor is a native of Charlottetown, P. E. I. 
He joined Waterman's in 1949 as sales representative in the 
Maritime Provinces, with headquarters in Moncton, N. B. He 
went to the firm’s Montreal head office in 1955 as advertising 
and sales promotion manager, a position he held until Jan- 
uary, 1957, when he was named assistant general sales man- 
ager. 

2 

Norman L. Brown, Dominion Blank Book Co. Ltd., Toronto, 
has been elected president of the Commercial Stationers’ Asso- 
ciation of Toronto. The group will hold its 30th anniversary 
dinner party at the Royal Canadian Yacht Club, Toronto Is- 
land, June 10 

+ 


Remington Rand's computation center, due to be opened 


in Toronto this fall, will be one of the largest in the world 
company Officials reported. Equipment will include a Univac 
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In classroom and office... 
H-O-N adds to the quietness 


H-O-N “210” FILES — a newly perfected all- 
nylon roller cradle delivers whisper-smooth 
action . . . dramatically reduces noise. You can 
have Hushed Filing at its finest in this sturdy 
281% inch deep file line. All of the most desir- 
able features at a remarkably economical cost. 


H-O-N “310” FILES — a new suspension file 
line in 261% inch depth. For those who want a 
substantial, good performing unit at a real low 
price. 





NOW H-O-N's 2-WAY APPROACH TO THE 
SUSPENSION FILE MARKET BROADENS 
YOUR SALES OPPORTUNITIES FOR ‘58 











210 LINE 
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Acceptance of the 210 line as a “big 
league” file is unquestioned. It has been 
established as a standard by many leading 
industries, school districts and institutions. 
Here is truly fine quality and performance 
at moderate pricing. 


310 LINE 


Promotional appeal of the new 310 file is 
tremendous. It is today’s biggest buy in 
the low-cost suspension file field. Here is 
a complete unit with many features nor- 


mally found only in higher-priced files. 
Included are triple-tied 10-roller full sus- 
pension cradle, thumb latch and top-grade 
positive-locking follower. 


* * * 


Both lines are available in letter and legal 
sizes, with locks optional, in 2, 3, 4 and 5 
drawer models. Choose from four stand- 
ard finishes, gray, sandalwood, spruce and 
olive green. 


H-O-'N 


OFFICE EQUIPMENT 


THE H-O-N CO. 





MUSCATINE, IOWA 





Today’s most accepted line 
of STEEL Waste Receptacles... 


The LAWSON Line 


The complete line, the profit line . . . styled 
and finished to meet today’s demand for 
modern, office beauty and timeless serv- 

ice. Quality at promotional prices! 








Lawson Executive, 
Space Saver and Pan- 
eled Steel Baskets. 
Modern office colors 
and also wood grain 
finishes. 








No. 2180 





Lawson Smokurns 
and Sandurns... 
A wide selection in 
glistening baked 
enamels, copper 








Lawson Torpedo ‘Waste Recep- 
tacles. Originated by Lawson. 
Bonderized before enameling. In 
red, white, grey and green; stain 
| less steel trim. Four sizes; Heights 
} —3114”, 37”, 42”. 


Lawson High Boy 

. rust resistant 
steel. Excellent 
wherever extra 






Open Top large basket 
No. 3003  prap-in needed. In olive 
green, grey and 


white 
No. 108—20” Hgt. 





No. 110-—29” Het. 


Lawson Sanitary Step-on Waste 
Receptacles. Foolproof mechan 
ism, rubber gasket sealing, glis 
tening white enamel 


Lawson “Organizer” 
Desk File. Rigid, verti- 
cal, steel, with index 
channel. Rubber cush 
ioned. In standard of 
fice grey. 


Lawson Waste Baskets for 
Home Desks, Hotels, Motels. In 
attractive hammerloid bronze, 
mist green and desert sage. 


No. 308 
Send for literature. 


THE F. H. LAWSON CO. 


821 evans st, Fsoblshed 1816 Cinciati 4, OHIO 
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II and a Univac File computer. Cost is close to $2 million 
[he center will be open on a fee basis to anyone with a com 
puter problem. It is primarily for companies that would find 
it uneconomic to invest in their own omputing equipment 


++ 


Or programing staft 
a 
Gerald Boyer, Valleyfield, Que., has remodeled his office 
supply store. Main floor is now devoted to stationery lines, an 
upstairs area for books and religious articles 
e 

James S. Law, formerly executive vice-president and general 
manager, Dixon Pencil Co., Ltd., Newmarket, Ont. is now 
president of the company, a subsidiary of Joseph Dixon Cru- 
cible Co., Jersey City, N. J. Announcement of Mr. Law’s ad 
vancement was made by Frank G. Atkinson, Dixon Crucible’s 
president, and formerly president of the Canadian company 

e 

Opening of a new factory branch office at Edmonton, Alta 
has been reported by Theo. L. Fox, vice-president and general 
manager, Victor Adding Machine Co. (Canada) Ltd., Galt, 
Ont. It will operate under the jurisdiction of Winnipeg branch 
manager, G. L. Ogilvie. Appointed branch service manager is 
S. J. Stone. Firm representative in Edmonton is Rowan W. 
MacKenzie. Mr. Fox also announced appointment of D. E. 
Rowe as manager of the firm’s Hamilton, Ont. branch. He has 
been associated with the business equipment industry for many 
years and brings extensive knowledge, experience and ability 
to his new post. He succeeds Eric Thomlinson who now becomes 
Canadian sales supervisor for Victor 

e 

Harry C. Keesecker, vice-president, National Cash Register 
Co. Ltd., Dayton, Ohio, in London, Ont. for the official open 
ing of a new branch of the firm’s Canadian company, described 
the current U. S. recession as a “breathing spell that will break 
before late fall he $100,000 branch office was officially 
opened by London’s Mayor Allan Johnston. Branch manager in 
London is John L. Russell. The company has reported plans 
for new branches in Toronto, Kitchener and Ottawa, Ont. dur 
ing the next 18 months 

a 

Stationery & Office Equipment Guild of Western Ontario 
met in London, Ont., April 23, electing the following new slate 
of officers: President, George Stephenson, Dominion Office 
Supply Ltd., Windsor; vice-presidents, Jack B. Hay, Hay Sta- 
tionery Ltd., London, and Thomas McMillan, McMillan’s, Exe- 
ter; secretary-treasurer, Mrs. Anne Robinson, Dominion Office 
Supply Ltd., Windsor; directors, Len Dorans, Richard Cochrill 
Ltd., St. Thomas; Bert Carr, Carr's Book & China Store, Inger 
soll; Ted Wright, Ontario Office Outfitters, Kitchener, and W. 
G. (Sam) Burton, Garen’s Book Store, Chatham, Ont 

- 

George M. Watson, vice-president and general manager 
Esterbrook Pen Co. of Canada, Ltd., Toronto, this month an 
nounced the appointment of I. Ralph Picard as sales promotion 
manager; Al Addie as office manager for the firn 

2 

Retirement of William C. Borlase as manager of the Winni 
peg branch of Office Specialty Mfg. Co. Ltd., Newmarket, Ont., 
was reported by G. L. Manning, president and general man 
ager. Mr. Borlase was with the firm 48 years. He is being suc- 


ceeded by E. Clarke Hill who joined the firm in 1946 after four 
years with the Royal Canadian Air Force 
— 


Michael H. Haffey has been named manager of the Montreal 
sales office of the McBee Co. Ltd. He joined the firm in 1951 
and has been assistant manager since 1953. James C. H. For- 
ward, formerly sales representative, is now assistant manage 
Charles W. Doulton has been appointed sales training director 
of the data processing division of Royal McBee Corp., Port 
Chester, N. Y. He joined McBee Co. Ltd. in 1949 


— 

Eberhard Faber Pencil Co. of Canada, Ltd., Toronto, recent 
appointments include that of William H. Jones as Maritime 
sales representati Pierre M. Roberge representative for 
Quebec Provine Homer H. Watson as representative for 

etropolitan Toronto area. Mr. Jones is a native of Halifax 
N. §., and was tormerly with the Richmond Paper Co., Halifax, 
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@ Customer-keeping because it’s customer satisfying! Exclusive, 


“spotseald” feature on each roll minimizes waste, saves time. 
Every roll uniform in quality, weight and texture... wound 
without breaks or patches... individually sanded, vacuumed and 


brushed... with a red warning signal about 3 feet from the wood core. 


R-B means REPEAT BUSINESS—Prove it to yourself! 





Ask about Rockwell-Barnes Company 
Personalized Labels 


another “customer-keeping”’ aid! 


Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE @®© CHICAGO 1, ILLINOIS 
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EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment ...for Atlas Hangers 
at regular intervals . . . and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTEMS 


FOR NEGATIVES « OFFSET PLATES 
STENCILS © SKETCHES * ARTWORK 
e X-RAYS *« MASTERS 





FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS —< complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28” deep. 


ATLAS HANGERS -~— over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Write for Current Literature 


ATLAS 


STENCIL FILES CORP. 


16716 Westfield Ave. « Cleveland 10, Ohio 
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Mr. Roberge has been with the packaging trade for the past 
three years, and served for five years with the Royal Canadian 
Navy. Mr. Watson brings an extensive background in the sta- 
tionery field with other firms to his new appointment. 
oo 

Trade birth notices: To Mr. & Mrs. Fabien (Flip) Dawson, 
Dawson Brothers Ltd., Montreal, recently, a 16th grandchild; 
to Mr. & Mrs. John Thompson, Capital Stamp & Stationery Co 
Ltd., Ottawa, a set of twins; to Mr. & Mrs. Norman W. Hill, 
Ltd., Vancouver, B. C., a son 

a 

Two staff promotions were announced by 
Co. Ltd. George A. Cubbon, formerly sales manager of the 
vice-president; Gordon A. Hawthorne, formerly 
becomes gen 


Murphy Stationery Co 


Lewis Stationery 


firm, 1s now 
Regina, Sask. branch manager for the company 
eral manager of the firm 
a 

Gage H. Love, president, W. J. Gage Ltd., Toronto, an- 
nounced the following executive appointments. Dr. W. R. Wees 
now becomes vice-president — publishing; W. E. 
president — A. W. Gillespie, vice-president - 
tions. Mr. Love said the appointments reflect the 
Gage operations in their new, expanded quarters in the 
Toronto suburb of Scarborough a $2 million dollar plant 
recently completed. Dr. Wees was formerly 
Gage’s_ textbook well-known 
authority, responsible for many of the firm’s developments in 
this field. Mr. Case 
secretary-treasurer and 
assistant general manager for the past five years 

- 

Reginald C. Cavill, recently named 
Burroughs Adding Machine Ltd., Great Britain, is a former 
Canadian. He joined Burroughs in Toronto in 1939, and in 
1950 became assistant general manager for the firm in Canada 
He was appointed sales manager for Burroughs in the United 
Kingdom four years later. In 1957, he became general manager 
of marketing in Great Britain. 


Case, vice 
nnance; - opera- 


increase of 


vice-president of 
division and is a educational 
has been with company for five years as 
comptroller. Mr. Gillespie has been 


managing director of 


The secret of success in the office supply business is to know 
your customers from the president down to the office boy, 
to find out their problems, study them and suggest solutions 
Tom Stiles, veteran salesman and partner in the London, Ont 
firm of Costain-Stiles-Langford, Ltd. told Hamilton Stationers 
Association. He termed “‘everybody”’ stationer’s market 
and said there was a profitable future for those in the industry 


as_ the 


who were trained to advise customers properly, to give them 
real value in solving office problems. He stressed service as 
one of the most important factors in retail stationery selling 


today. 


Named ‘Miss Secretary of 1958’... 





Mrs. Mary M. Smith, a secretary at the Redstone Missile Di- 


vision, Huntsville, Ala., has been selected as ‘Miss Secretary 
of 1958.’ Here she is shown being awarded her grand prize, 
a new electric portable provided by Smith-Corona. The pres- 
entation was made by Robert Sneden, vice-president of the 
National Association and Council of Business Schools, who 
sponsored the competition, 
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7109 Merchandise Mart Chicago 54, Illinois 








the 





“*.. Strictly 
for the records!” 


Comprising all the 





features you desire when in 
search of the best in filing 
cabinets at a price you can afford. 
Full 28-inch depth, assures maximum 
number inches in filing space. An 
important consideration in this age of 
bulging files. Decorator colors 
available to harmonize with 


your office interior. 





Shown 8341, letter. 
also available in four 
drawer legal size. 


Shown 8452, letter 
_ also available in 
five drawer letter size. 





Shown 8229 
letter, also available in 
two drawer legal size. 


Write for descriptive literature. 
ORN A METAL Inc. 
2412 South 7th St. St. Louis 4, Mo. 
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ORNA METAL 


Awards Given in Paper Box Competition 


Awards in the office supplies and equipment and personal 
accessory box divisions were made in the eighth annual set-up 
paper box competition, sponsored by the National Paper Box 
Manufacturers Association. 

Second award in office equipment and supplies went to 





* 


Carbon Paper Box designed by Van Ness Brothers, Inc., 


for Mittag & Volger Division, Burroughs Corp 





é 


designed by Dennison Mfg. Co. for 





Pen and Pencil Box 
Parker Pen Co 


NuKote carbon paper boxes manufactured by Van Ness Broth 
Pe} 
ers, Inc. for Mittag & Volger Division, Burroughs Corp 
Honorable mention in personal accessory boxes went to 
Dennison Manufacturing Co. for Parker ‘21"’ pen and pencil 
box manufactured for Parker Pen Co 


Lyon Metal Elects Two New Directors 


Following the annual stockholders’ meeting on April 28, 
held at the Aurora offices of Lyon Metal Products, Inc., the 
ompany announced the election of Clarence R. Eichenberger 
ind Henry A. Gardner, Jr. to the board of directors. Their 





aX 


C. R. Eichenberger H. A. Gardner, Jr. 


election fills the vacancies on the Lyon board resulting from 
the death of H. B. Spackman and the retirement of C. E. 
Gerberich, who has moved to Jac ksonville, Fla 

Mr. Eichenberger has been an officer of the First National 
Bank of Chicago for the past 23 years, and is currently vice- 
president in charge of the metal producing and fabricating 
accounts division 

Mr. Gardner is currently associated with the firm of Mc- 
Cormick & Henderson, Inc. of Chicago 
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2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


In the Faultless 2000 Series for office chairs, you 
have a trouble-free, 3-piece swivel—the most 
important functional part of the Caster... your 
complete assurance of easy swiveling. Nothing 
could be more simple, stronger or positive than 
this 3-piece swivel construction. The hardened 
raceways are continuous... no interrupted flow 
of bearings, no friction—no wobble. The lower 
raceway is turned from solid steel for precision 
operation—an exclusive Faultless advantage. 
The 2000 Series Office Chair Caster outper- 
forms and outlasts the ordinary kind because 
two full rows of ball bearings distribute the load 









2; member ae evenly, hold the stem in firm upright position 
one-piece turne for swiveling and prevent undue wear of hole 

hardened a eon in chair leg. One more reason why leading re- 

en fomeeeeee tailers are using Faultless Office Chair Casters 

bearings. A enclosed as the wedge to new and bigger business. 

—_ ay fh BOLT AND Choice of Plaskite (hard tread) or 


hain taal NUT AXLE Ruberex (cushion tread) wheels. 


HELPS YOU 
aultless BOOST SALES 


In addition to supplying 2. Every type of pop- 








FAULTLESS CASTER CORPORATION evansvitie 7, 


Dallas, Detroit, Grand Rapids, Greenville, S. C., High Point, 
Washington, D. C. In other cities, see phone direct 
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you with the best engi- 
neered Furniture Casters, 
Faultless helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 


Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of “best sellers."” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


Indianapolis, Los Angeles, New 


vlar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—oa 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide sales. 


IND. Atlanta, Boston, Buffok 


Philadelphia 
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When 
customers 


ask for Beauty... 





for Comfort... >, 

for Years... ‘% 

; ; a 
you'll gain their confidence and Y 
additional sales when you sell them... i 

td 

HYGIENIC Q 

Ba 

FR 

£2 

aa 

ee rs 

rd 

MATS and RUNNERS : 

When customers are tired of replacing floor mats @ 

that lose their resilience and appearance in a dis- @ 
appointingly short time ... when they ask for a mat 
or runner that will give relaxing support and still look 
beautiful years after it was installed suggest 
Hygienic Foot Comfort Mats, the quality floor mats 

that reduce fatigue and increase efficiency for allwho ™ 

must work standing. - 


Hygienic Foot Comfort Mats and bw 
Runners are easy to clean, too—just “ _ = 
like a regular rubber tile floor. 
They will not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for 
safety and appearance. 






Here's the Secret...A 
bea bber tile flooring 


For Details and Prices Write. 


FLOORING DIVISION DEPT. A 
THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 
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1957 Export Statistics 


of U. S. office machines, equipment and supplies 





Released in April, 1958 by the U. S. Dept. of Commerce 
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Scripto Display Wins Carton Awar 
A first prize in the ’ lis 
display category for : 
general merchandis- 
ing superiority was 
recently awarded to 
Scripto, Inc. and the 
Central Carton Co., 
manufacturer of the 
display unit. The 
award was made by 
the Folding Paper 
Box Association of 
America at its 13th 
annual folding carton 
contest in New York. 
The display was con- 
sidered best for good 
clean design, artwork, 
presentation of mer- 
chandise, and service- 
ability. 


er 


me 








Forms New Company in Houston 


as been organized 


[he Business Equipment Co. in Houston | 
by Walter L. Sykes and will be located at 2225 La Branch St 
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Glider EXTENSION ARM 


another one of Browne-Morse’ hidden efficiencies 
that pays countless dividends through longer life 
and satisfactory service. This device (illustrated 
at left) a Browne-Morse exclusive, supports the 
drawers rigidly, from below and throughout its 
entire length. Contour-fitted ball races guide 
precision ball bearings noiselessly whenever the 
drawer is in motion. The Glider Extension Arm 
feature alone, makes Browne-Morse the smooth- 
est operating, most durable file cabinet you 
can buy. 
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The precision features of Browne-Morse 
“Feather-Touch Glider Files are mostly con- 
cealed by their beautiful exteriors. For instance, 
you can open a heavily laden drawer with a mere 
5'% ounce pull. After years of service it will work 
as smoothly and quietly as the day it was de- 
livered. Quality construction such as this is not 
evident at first glance. 


REASONS WHY GLIDER 
FILES ARE PREFERRED 


¢ SMOOTHER FEATHER-TOUCH ACTION 
e COMPLETE RANGE OF SIZES 


FOLLOWER BLOCK KEEPS 
FOLDERS VERTICAL 


NO LUBRICATION REQUIRED 


QUALITY GLIDER EXTENSION ARM 
LOW INITIAL COST 


FREE: Colorful “Coordinates” brochure with 
complete information on Browne-Morse work- 


saving units. 





rowne DEALERS — For quality, price, sales appeal and 


= orse profit, Browne-Morse modern office furniture 
mUSHESEH, emnenedi leads the field. Write us today about a Browne- 





Morse dealership. 











sk why should we hide it? 


ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICES 
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We may not be 
able to give 
you the $64,000 
answer but... 


HERE IS 
THE 
ANSWER 
TO YOUR 
FILING 
NEEDS [ON THE ATR 


IMPERIAL METHODS 


mar LUD. lita Je okat Aube ia A Ba La 








® A complete line of manila 
and kraft — single and 
double top — finest quality 


© New Pic-A-Pack folders, 
cards and guides in an at- 


tractive plastic self-service 





package. 


® New smart colors — yellow, 


green, pink. 


LOW PRICES 


QUICK DELIVERY 


Imperial 
New catalog 
FREE 
on request 











Imperial Methods Co. 750 Circle Av. Forest Park, Ill. 


Please send me your new dealer catalog and price list 


| Sree ee ee ee State 
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Risom Exhibit Wins Award at NOFA... 





““A Professional Approach to a Professional’s Office”’ 
was the theme of Jens Risom Design, Inc.’s award-win- 
ning exhibit at the recent NOFA convention in Phila- 
delphia. The exhibit was designed by Everett Brown, AID. 
Participating suppliers in enhancing the Risom furniture 
showing were: carpet, Stark Carpet Corp.; bamboo 
panels, Juten, Clarey & Stern; wool suede, The Felters 
Co.; vinyl tile, American Biltrite Rubber Co.; prints 
and lantern, Everett Brown Assoc.; beaded curtain, 
Laverne Originals; desk lamp, Nessen Studio, Inc.; Hi 
Fi and TV, Pilot Radio Corp.; telephone, New York 
Telephone C and dictating machine, Edison Voice 
Writer. 





Haskells Appear On ‘‘New Horizons’’ 
Bud and Ed Haskell, Haskell of Pittsburgh, were honored 


recently by an invitation to participate as guests on “New 
Horizons”, one of the nation’s most popular TV programs. 
This series is devoted exclusively to honoring leading business- 
men and companies making valuable contributions to the 
nation’s industrial and economic progress 


On the program, the Haskells were personally interviewed 





Tell Haskell Story . . . Bud Haskell (left) and Ed Haskell ap- 
pear with Drew Pearson (center) in ‘Haskell of Pittsburgh 
Story’’ on coast-to-coast network television 
by Drew Pearson. In addition, a documentary film highlighting 
Haskell 
interview which had its premiere on Channel 5 station WABD, 
New York City, on March 29 

Many dealers watched the program which was syndicated 
over 19 channels in April and May. 

A 16mm sound and color film of “The Haskell Story” is in 
production now and will be available soon for sales meetings 


products and manufacturing facilities followed the 


Mosler Moves San Antonio Branch 


The Mosler Safe Co. has moved its San Antonio branch office 
from 1212 N. Main Ave. to new and larger quarters at 1402 N. 
Main. 
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DOr p., lias everything 
and we mean everything in fine business cases! 





Are you sure you’re making as much as you can 
on Leather Goods? If not, latch on to Dopp, and 
you'll be first in styling, first in quality whatever 
the price category, and you'll be making HIGHER 
PROFITS than ever before! Dopp sells more busi- 
ness cases than any other line, offers you variety, 
quality, styling, a terrific national advertising 
program, and the fullest mark-up in the industry. 
Write for complete catalog and price lists. 
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DOPP Leather Goods are Nation- 
ally Advertised and Pre-Sold for 
You in These Prestige Magazines: 


@ HOLIDAY @ ESQUIRE 
@ NEW YORKER @ TIME 
@ SPORTS ILLUSTRATED 


CHARLES DOPPELT & CO., INC. 


2024 S. Wabash Avenue * Chicago 16, Illinois 
New York—389 Fifth Ave. 
Los Angeles—712 S. Olive St. 
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For HIGH Profits 


NE cold aelile Mm aaeliileh ac: 
The ORIGINAL 


ote 


2 MODELS + 3 COLORS 


Model 3A 
Brown, black or 
grey porcelain base 





Model 3C 
Grey or black cast iron 
wrinkle finish base 


MANY USES—moistens stamps, envelopes and 
labels in a jiffy, or for moistening fingers when 
handling papers and counting money. 


A FAST SELLER — you have a prospect for multiple 
sales in every bank, office, insurance company, shipping 
department, commercial house and institution. 


Your customers will like these features: 


@ sparkling chromium cover of durable cold-rolled 


steel, fits perfectly on 


@ attractive porcelain base with glossy baked enamel 


finish (Model 3A), or on 


e@ wrinkle-finish sturdy cast iron (Model 3C) 


@ weighted bases will not tip 


e@ 4 rubber feet protect desks and tables from marring 


and scratching 


e 3” adjustable brush always moistens evenly 


ORDER FROM YOUR DISTRIBUTOR TODAY 


Place a trial order and see how fast 
the Pike “Better Moistener”’ moves, 
or, for literature and ful! information, 


write or phone 


= 2’ PIKE 
= all 


E. W. PIKE & CO., INC. 


577 PENNA. AVENUE, ELIZABETH, WN. J. 


Pike 
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Elizabeth 2-0630 


ulelalthiclai tial mei 


‘BETTER MOISTENER”’ for 30 years 








(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted April |, 1958 


2,828,505. Cabinet Door Control Mechanism 

2,828 567 Yoommparuney File. i nd A } 1 H 

2,828,689. Sheet Transporting Mechanism for Duplicating Machines 
F rf and Gerhard Ritzerfeid runewald nany 

2,828 847. Device for Producing Typewritten Master Printing Sheets By Means 
of a Transfer Pigment Carrier. Heinrich Bellinge ankfurt am M 3ermany 

2,828,848. Label Holding Attachment for Typewr ters. Henry Reg j nond 

2,828 wz. ” Record Card Controlled Machines 

2 > 828 918. Keyb ard for Calculating Machine 

t a | 

2 ,828 975 Pocket Secretary. Charles Buford W rkw 

2 B28, a7 Posting Board. Ernest H. Doerner, Ati t 

2,829, 020 Locking Mechanism for Desk Contained Swingable Typewriter Shelf 
Howard E Pa., assignor to y estown Mfg rry 

2 829,021 Oua Locking Mechanism for Safe Files W 

f Corp., New Yor Y 
Instrement Cabinet. Elmer C. Roome emede 


2 829 023 


Granted April 8, 1958 


2,829,591 
2,829 623. 
“2, 829, 651. 
2, 829, 755. 
2 829 821. 


2 829, 822 


0 a 


2 829 a3. 


"2 829, 935 
Abord a P 

2,829 939. 

2,829,940. 


twenty-five 


Postage Printing Die Protection. 
; ey , « tamfo rd C r 
Ink Cartridge Assembly for Ball- Point Pens 


Po ting Rack and Binder. Arthur 





Granted April 15, 1958 


2 ave, 534. 


* 830 688. 


"1 
a 


2, ey 


2, 830, 761. ‘Rec gist 


2,831,07 0. 


Kalamazoo Vil 
vt End Indicator. Stig B. Tibbling, Hyde Park, N 
5 nes Corp., New York 
“Select ve _ Delay Normalizing Mechani m for Calculating Machines 
éur rland, assignor to Ma ant | ator 
Binary Value ‘Calculator. Eugene E. Rey m 
rs, Inc 
‘Record Analyzer for Accounting Mach 
» International Busines New cme © 
‘Desk with Vertically and Angularly Adjustable Top. Raou olleau, 
; nada 
Co mvertible Desk, Boris Hoppe N. ¥ 
Horizontal Opening Desk. \ 
. , A were xs wiv 
Duplicating Machine. Edward M f i Franc 
rs to The Heyer Corp., Chicag 
Power Actuated Typing Mechanism for Business Machine Willard 
yra N assignor to L. C th & rona Typewrit In 
T. 
_ One-Us Typewriter Ribbons. Jot y, Westwo 
gnors to Arthur [ t I ambridg 
Locki ng Means. Herman Gang 
A , Or ange N 
Silent Dictation Mask. Henry A W W 
rit rp., New Haven, C 


Granted April 22, 1958 


2, £51, ae?. 


2 831, 459. 


2,831,558 


2,831,560 


2,831,561 
2,831,562 
2 831,706. 


2,831,746 


Cha r Con truction Herbert V 


Address Plate and Carrier. Lyle W f Euclid, 0 a 
h-N aph Corp., Cleveland, Ot 
‘Plast C Mechanical Pencit ~—e Tube 
writing Strument. Roland L. Bra t Mad wa, a 
ff en Co., Fort Mad 
Foldi ng Sofa Charlies Eame 
1 Mich 
nt ) jen Molding Corp., Hig ¥. © 
Variable Pro one Letter Feed Mechanism 
,@ rwood Corp New ‘ N y 
Front Feed aendaaine for Bookkeeping r Typewriting Machine 
t and Walter Reber } pliz witz 


j € chart 4 zeriand 
Selective Contra rn "Sheet Feeding Appar atu 
se Burroughs Cor, 
ear e ‘Seen for Feed Rolls 
ff erwood LOorp., New 


Book or Desk File and Covers. Car 


( Hastings 
Typews writer P atform. Je 





Accurate Office Supply Co. Opens 
New store in Chicago 


Supply Co 


Blvd. in ¢ 


Wednesday 


Accurate Office Supply Co., formerly Accurate Pen and Office 
has opened a new store at 541 W. Washington 
hicago. A formal grand opening party was held on 

, April 1¢ 
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Watsou FUNCTIONAL 
| COUNTERS 


| SINCE 1887 











WATSON 3200 Line Counter Height Units are designed for counter front attractiveness, and under-the- 








counter service. A convenient 42” high working surface can be covered with continuous Linoleum, Texo- 
lite or other type top. 

More than 40 choices allow arrangements to suit any filing requirements. INDIVIDUAL COUNTER 
FRONTS, IN FOUR WIDTHS, provide for variety in appearance, ease in erection, and future expansion. 
Black enamel beses are adjustable to allow toe clearance at front and/or back. 


Usual WATSON Top-Quality construction throughout! 


@ LETTER FILES @ CHECK FILES @ KNEE SPACE UNITS 
@ LEGAL FILES @ DOCUMENT FILES @ CUPBOARD UNITS 


@ CARD FILES @ ROLLER SHELF UNITS (Disappearing or Swing Door) 





ction ‘'B’’ and Insert > 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, N. Y. 
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mix to match any mood 


2 ae 











sell to suit any space 




















IDEAL modular modern 


eee a foe oa Ie 











ss The Profit line 
7 that inspires 


the creative touch 








| 
| 











No matter what your space 
limitations .. . IDEAL 
modular modern will fit any 
office plan. Dignified and 
durable .. . each IDEAL 
unit is complete in itself or 
becomes part of a practical 
grouping. Beautifully 

ae finished in 6 standard 
finishes or in any custom 
color you choose. 





























——| IDEAL 








an modular modern 
OFFICE EQUIPMENT DIVISION OF 
IDEAL SCHOOL SUPPLY CO. 
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8312 S$. Birkhoff Ave., Chicago 20, Ill. 


OVER HALF A CENTURY OF QUALITY 








Dealer Gets PNWOMDA Membership Award .. . 





John W. Carlson, center, Carlson’s Office Equipment and 
Supply, Seattle, Wash., was the recipient of a Rollectric shaver 
at the March meeting of the Pacific Northwest Office Machine 
Dealers Association in Yakima, Wash. Mr. Carlson received 
the award for bringing in the largest number of prospective 
members to the meeting. Frank Albrecht, Remington Rand 
Portable Division, Seattle, and Robert Hult, Royal-McBee Port- 
able Division, Portland, Ore., made the presentation. 


Stationers Open 42nd Year of Golf 


Under the leadership of John B. Kemp, Jr., president, the 
Stationers Golf Association of New York has opened its 42nd 
year of tournaments 

he first three tournaments were at Preakness Hills C.¢ 
Hempstead Golf Club and Forest Hill Field Club. Others 
scheduled are 

Tuesday, June 3—Century Country Club; Thursday, June 
19, Rockland Country Club; Tuesday, July 8, Knollwood 
Country Club; Tuesday, July 22, Leewood Golf Club, Inc.; 


Tuesday, August 5, Tamarack Country Club; Tuesday, August 
19, to be announced; Thursday, September 4—Bonnie Briar 
C.C., Inc.; Wednesday, September 17, Hollywood Golf Club 
and Tuesday, October 7, Hackensack Golf Club 


Lennis Baker Elected Mayor of Lubbock .. . 





Mayor-elect Lennis Baker of Lubbock, Tex., and his family are 
photographed shortly after Mr. Baker, executive of The Baker 
Co., printing and office supplies firm of Lubbock, was elected 
to his new position. Seated in center between Mr. & Mrs. 
Baker is Janet, 5, scanning tabulation of election results as 
sisters, Carol, 15 (left) and Beverly, 12, look on. Mr. Baker 
completed a four-year term as city commissioner prior to his 
election 
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Here’s your indispensable Back-to-School item 


and here’s how to make PLUS-PROFITS 
aexnst0 out of dictionary sale 
ad 


Se ADVERTISED | 
Oe 


ae __—— 
“A eet 










It can be summed-up in a sentence: Sell 
Webster’s NEW WORLD! 








“ee, . Why? Because on orders for as few as five 
copies you get 40% discount. Compare 
that with your present profit margin. 


Webster’s NEW WORLD is the NEW- 
EST, the BIGGEST desk dictionary on 
the market. It’s bigger in size, bigger in 
number of entries, illustrations, features. 
Display it alongside any comparable desk 
dictionary and watch it outsell all com- 
petition. 


Webster’s NEW WORLD is the “experts’ 
dictionary’’— used and recommended by 
people such as James Thurber, Clifton 
Fadiman, Sean O’Casey, H.V. Kaltenborn, 
Mark Van Doren and many others. 


Webster’s NEW WORLD is officially ap- 
proved at colleges and universities 
throughout the United States and Canada. 
it’s preferred by modern business firms. 


And every week in the year your cus- 
tomers will be seeing Webster’s NEW 
WORLD advertised in one or more nation- 
al publications— LIFE, Time, The New 
Yorker, The Wall Street Journal, 
Saturday Review, Christian Science 
Monitor—plus local newspapers and spe- 
cial magazines. 





There’s a year-round, built-in, PLUS- 
profit selling Webster’s NEW WORLD, 


Thy fust uly eur di at a discount to you beginning at 40% 


on as few as five copies. Get on the 


MORE THAN 
thow tren decodes bandwagon! Mail the coupon below 
142,000 ENTRIES 3 ==§™ whe eens - ’ 
poo or ea a a EE EE EE EE 
1,760 PAGES | THE WORLD PUBLISHING COMPANY, Dept. 5, 2231 West 110th St., Cleveland 2, Ohio OAI1 
3,100 TERMS | Gentlemen: : 
[} Please send e a trial der e “ ‘ a — aes cars suited 
ILLUSTRATED of 5 copied of "Webster's NEW ot 
| WORLD Dictionary billing me @ 
Remember, Webster's | “ 15 less 40% discount. Address paae a woial ini anteteaa wll 
NEW WORLD Dictionary |_{2 Fhease have your salesman cal 
means big profit margins | panna discounts for larger City = 5 r Zone State. __ —— 


regardless of quantity = 


OA—6/58 177 





Ard Lecterns & Costumers 


FOLDING LECTERN 


Beautiful crafted, low 
priced. Folds to 2” thick 
for carrying, storage; 
15” high set up, 12”x 
18” top. Natural birch 
Your decal applied free 
if furnished with order. 


No. LW-F2, list . $30.00 


No. LW-F3, 16/2” 
wide, 14”x191/2” 
top . ... $34.00 





TABLE & FLOOR 
MODEL LECTERNS 


No. LW-1 pictured. Hard- 
wood base and standards, 
natural wood top, front 
anel for decal. Base 
5”x21”, top 16”x22”, 
19” high at front, 12” 
at rear. List ..$45.00 
Also furnished with 
genuine Formica top 
Other models available. 
Write. 





COSTUMERS 


No. 14CB illust. Revolving 
pedestal style with 8 triple 
bend hooks, 12” polished 
wheel, 15” tubular chrome 
column, 25-lb. black crack- 
le finish base ...$31.90 


No. 14BB, black crystal- 
line wheel and base $30.90 


No. 14CC, polished wheel 
chrome shaft and base 
errs © ...- $35.90 


We Sell Thru 
Dealers Only 


Usual maximum dealer dis- 
counts. Send for Catalog 
showing more than 77 
profit makers for dealers 
Prompt shipment 


Send for our new 1958 





4 A Faas 
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Catalog No. 17. 


EVANSVILLE, INDIANA 


S @ STENCILS @ PROTRACTORS © OTHER DEVICES 
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Dates to Remember 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 


June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel 


Chicago. 


October 20-24. National Business Show, New York Coliseum, 
New York City. 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 


Travelers Club. 


October 27-28. Third eastern regional division of National 
Office Machine Dealers Associaton convention, Grossinger 
Country Club, Grossinger, N.Y. 


NSOEA Regional Dates 


Region 
7 Hotel Nicollet, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 8, 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
13 Grossinger Country Club, 
Grossinger, N.Y. 
1 Equinox House, Manchester, Vt. June 


June 16, 17 


23, 24 
WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 


June 16—New England, Somerset Hotel, Boston, Mass 

July 9—Eastern Canadian, Royal York Hotel, Toronto. 

July 28—Mountain States, Brown Palace Hotel, Denver, Colo. 

August 18—Midwestern (part 2), Drake Hotel, Chicago. 

September 8—Southern California, Biltmore Hotel, Los Angeles. 

September 13—Mid-Coast, Mark Hopkins Hotel, San Francisco, 
Calif. 

September 15—Northwest, Olympic Hotel, Seattle, Wash. 

September 17—Western Canadian, The Vancouver, Vancouver. 

October 17-18—Mid-Atlantic, Pocono Manor, Pocono Moun- 
tains, Pa. 

November 3—Southeastern, Denkler-Plaza Hotel, Atlanta, Ga 


NOFA Dates 


October 12-16 — Advanced Management Seminar for all who 
have participated in basic seminars. Kellogg Center, Michigan 
State University, East Lansing, Mich. 


Enid Firm Observes 20th Year 


The Enid Typewriter Co., Enid, Okla., recently observed its 
20th anniversary. A full-page advertisement carried individual 
photos of the firm's personnel and an appropriate message. 

Located at 210 W. Broadway during its entire 20 years, the 
firm is a member of the National Office Machine Dealers Asso- 
ciation. Jim Fogelsong, firm official, is a past president of the 
Oklahoma Office Machine Dealers Association. 

Other members of the firm, and sales and office personnel, 
include Sam Payne, Dan Milburn, Howard Cochran, Donald 
Wentworth, Jess Wales, Jr., Sam Jantzen, Jr., and LaVerna 
Wales. 


Stationers Square Club Hears W. G. Rose 


Meeting on April 17 at Gramercy Park Hotel, New York 
City, the Stationers Square Club heard W. G. Rose, director of 
the committee on Masonic benevolence, speak on “A Formula 
for Living.’ President John F. Fisk, All Rite Pen Co., presided 
over silent tribute paid in memory of Bernard Klein, president 
of Redi-Record Products Co., who died recently 
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Cuctomers Prefer BsP Clandard 
Vicible Record Cheets 
Because... 
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Customers call for Boorum & Pease Visible Record Sheets because they’re 


made of durable rag-content ledger papers, then strongly reinforced with 
a thin layer of brass. 


B & P No-Tear Sheets are so rugged and tough they’re unexcelled for permanent records 
and records given long, hard wear. 


Easy to use, too! The thin brass reinforcement on the four upper and four lower holes 
does not bulk up the binding edges appreciably. Sheets ride the prongs more freely. 


It will pay you to stock, feature and display B & P No-Tear Visible Record 
Sheets. Visible Sheets also available without the brass reinforcement. 
Contact your B & P representative now. He'll be glad to 


show you the complete line of B & P Visible 
Record Equipment. 





Boorum & Pease 


cf 
General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. * Boston 10: 80 Summer Produ 

Street + St. Louis 2: 115 So. 8th Street + Chicago 7: 310 W. Polk Street Over 114 years of leadershipMin 
New York City Salesroom: 349 Broadway, New York 13 


record-keeping forms and devices. 
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COPY-RIGHT Copyholder 


for over 30 
years the 
**mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 
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-YOUNG CORPORATION 
Corbor Ribbons 
* Cable: CURTYOUNG 









Duplicating Supplie 


eet* New York 11 
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N Oo W TYPING that looks 
at a fraction of the cost! 


Inexpensive 
Typewriter 
Composition That 
Looks Like 
Expensive Typeset 
Printed Matter 





Your “copy’’ CAN Look Like This Your “copy” 


New - your typewriter is more useful Now - your typewriter is more useful 
then ever. Anything that is now set than ever. Anything that is now set 

up in type can be well reproduced with up in type can be well reproduced with 
typewriter cormposition, and JUSTIFIED typewriter composition, and JUSTIFIED 
so that regular type-set printing is so that regular type-set printing is 












sirmulated. Regardless of the process simulated. Regardless of the process 
of reproduction -- whether for a daily of reproduction -- whether for a daily 
newspaper, an elaborate brochure, or newspaper, an elaborate brochure, or 
a simple offset, mimeographed, or @ simple offset, mimeographed, or 

hektographed bulletin, the Marginator hektographed bulletin, the Marginator 
now offers you composition at greater now offers you composition at greater 


eavings than ever before possible. The savings than ever before possible. The 
two columns shown are IDENTICAL two columns shown are IDENTICAL 

line for line. Compare them and see line for line. Compare them and see 
how perfectly the MARGINATOR evens how perfectly the MARGINATOR evens 
up the right-hand margin. up the right-hand margin 






Write for Free Illustrated Folder 


MARGINATOR COMPANY 
1121 West Magnolia Ave. Burbank, California 


like PRINTING— 


Now Looks Like This 
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(Continued from Page 13) 


especially in the realm of portable typewriter sales. I 
think by now nearly everyone possesses or has access to a 
wholesale ¢ atalog. Obviously, the stationer can’t ask a cus- 
tomer to pay $150.00 for a portable typewriter when the 
customer knows perfectly well that he can buy the same 
machine for $50.00 less through any wholesale catalog. 

Most of the dealers who drop in to visit with me are 
shifting the emphasis in their operation from machines to 
supplies, drafting equipment, office furniture, etc. These 
fields are not yet in the cut-throat competition binge in 
which the machine end of the business is now engaged. 
Dealers have made, or are making this enforced transition 
successfully. It will be interesting to see if the machine 
manufacturers can do the same and not only hold but in- 
crease their sales through the exclusive media of discount 
houses and wholesale catalogs. 

Insofar as I see, read or hear, none of the major portable 
typewriter manufacturers any longer has a well organized, 
loyal system of retail dealers to fall back upon. Manufac- 
turer-dealer ties that took many years, much money, and 
countless trips by salesmen to build have been wantonly 
severed or are now strained to the snapping point. I think 
manufacturers are overlooking one basic fact in tossing 
their products into the laps of wholesale catalog and dis- 
count house people. Our industry is small and highly spe- 
cialized. People probably spend ten times as much money 
for toothpaste as they do for portable typewriters. Ma- 
chines must be advertised locally. For comparison and 
demonstration purposes they must be stocked in quantity. 
Trade-ins must be accepted. Prospective machine buyers 
ate much more apt to gravitate to and be sold in a retail 
stationery or office machine store than elsewhere if the 
price factor is the same. 

Price-wise the wholesale catalog and the discount houses 
must constantly be offering a bargain. A bargain exists only 
so long as the same item is for sale for more elsewhere. 
Most dealers have long since quit trying to hold the line 
and have quietly let the discount people take over the sale 
of these products. Already in the wholesale catalogs that I 
receive about every other day the price on portables is 
beginning to fluctuate. This indicates that the manufac- 
turers will soon be forced to make bigger and bigger price 
concessions to these people to hold their business. Thus, 
chaos breeds chaos and the end is apparently nowhere in 
sight. 

Mr Kahn's description of the operation of a typical dis- 
count house is highly reminiscent of the old vaudeville 
skit featuring the hick who buys a $40.00 suit of clothes 
for $19.99. How does he do it? Simple! The suit has no 
pockets, no vest, no lining, no cuffs, no belt loops, no 
lapels and he goes down in the back alley after 10:00 P.M. 
and buys it for cash sight unseen. Although the old vaude- 
ville actors played the skit strictly for laughs the moral is 
obvious the customer got just what he paid for in the 
way of a suit, and the rest of us got a big laugh out of him 
for being such an awful sucker. 

FRANCIS C, GEHANT 
Gehant & Dickinson 
Dixon, Ill 


Dear Editor: 
I have noted Mr. Kahn's “Brief for Discount Houses” 
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When you sell the VALCO line you can 
be sure there won’t be complaints and 
returns . . . or calls from irritated cus- 
tomers to “please come fix the darn 
thing!” VALCO accessories are lifetime! 
They're built to last forever. 

















LIFETIME 


OFFICE ACCESSORIES 
VALCO COMPANY e 1311 ANN AVE. « ST. LOUIS 4, MO. 











ar -- | 
—~———t “ == — 
AVAILABLE 





AT NO COST 


eas today for the com- 


plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 
separate reproductions of 
each item. 














MAYLINE 


EI A 


‘Drafting Table 
with New 
Features! 





an all steel top covered with 





A new Mayline feature 


Jaspe green linoleum of the proper resilience for draw- 








ing. Standard top is Basswood with steel end cleats 


The new May-O-Matic table has a height adjustment 


MAYLINE 
INITAVW 


mechanism insuring smooth, positive operation. Also an 
adjustment to counterbalance weight added by lights, 
drafting machines, and straightedges. This new table is 


described in Folder S-22. Send for your copy today. 


MAYLINE CO. 
625 NO. COMMERCE ST. 


SHEBOYGAN, WISCONSIN 














MAYLINE 


Build Bigger PROFITS oa 8 


week SPULEDAYO Se 


SPONGE RUBBER STAMP PADS 


_ 


iL 


Se 








| The Only ALL-PURPOSE 
| Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your 
customers stamp pads and inks for every purpose—in office, 
warehouse, factory. Speed-Mo is the only complete stamp 
pad line on the market. You need carry only the most com- 
mon pads. We furnish prompt delivery on special purpose 
pads (up to 20” x 36”). 

Your Store Name, Address & Phone Number Imprinted on 
Office Models 0, 1, & 2 if you order 216 Pads at one time. 

Write for folder showing 


LIBERAL DEALER DISCOUNTS © over 35 stock items 
RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Conoda, for complete information write 
! Bossence & Co 399 Main St., West, Hamilton, Ontario 
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in your May issue. There are two words in his argument 


“— are the crux of the argument: “‘limited service 

» long as there are buyers who will bypass the retailer 
from whom they expect UNlimited service in order to buy 
a major item at a cut price from a limited service retailer 


there will be discount houses; and it will probably be a 
long time. My memory goes back 30 years and it is not a 
new situation. 

Thank Heavens some of us are smart enough now and 
then to do a selling job, which at least partly offsets the 
price or first cost element. 

Fortunately, all buyers aren't the kind to bypass their 
UNlimited service stationer when they come into the mar- 
ket for items they could buy from sources acknowledged 
by Mr. Kahn to be of limited service. 

Louis L. Mast 
Louberts Stationers, Inc., 

Dayton 4, Ohio. 
Any more comments? Here is an ¢ pportunity for readers 


} 
express themselve 


Bouquets 


Dear Editor: 

You are to be congratulated on your excellent copy of 
OFFICE APPLIANCES for this month (April). This is 
certainly an outstanding issue. We would like to have two 
copies extra for our use here. They will be excellent for 
reference. Also, if possible, we would like to have one 
extra copy of next month’s issue. Keep up the good work. 

Noris NELSON 
Nelson Office Supply, 
Odessa, Tex. 


Dear Editor: 
Concerning the editorial in the April issue, “What Is 
the Primary Convention Purpose?,” I say ‘Amen.’ 
T. B. TUCKER 


San Antonio, Tex 


Dear Editor: 

I have just read the editorial in the April issue. It cer- 
tainly hits the nail squarely on the head, and everyone here 
agrees with every word of it and only hopes that it will 
do some good. More power to OFFICE APPLIANCES for 
their stand on things of this kind. 

EARL HANSON 
Tiffany Stand Co 
St. Louis 5, Mo 


Paper Clip Use 
Dear Editor: 


We enjoyed your paper clip article on page 3 of your 
March issue and thought you'd be interested in hearing 
that we had seen a similar article a few years ago. 

The one we saw mentioned further uses for the 100,000 
clips. For instance, the older article listed these uses: 


Ford Repair Parts 5,308 
Lamp Shade Holders 192 
Pencil Sharpener Repairs 7,324 
Olive Stabbers i06 


In addition, that article said that 28 (out of the 100.- 
OOO) were used for holding papers together. 
LYNN RICHARDSON 
Oakville Co 
Oakville, Conn 


4 he sb L 
The obvious conclusion is that the paper clip re- 
, a a , “a } } . 
placed the haw pin as the most use ful articli in commerce. 
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let a pretty face stimulate sales for you! 


We. and Wires. Thomas Barry Nichols 


from the Flower Wedding Line 


most popular faces of the “year! 
CT ore ae saa in oa ce rae 


®@ new effects with superimposed and angled lette 


@ joined letters in exclusive new scripts! 
® superior craftsmanship at an amazingly w pr 


@ sharper, more legible letters! 


Z R a E! Flower Wedding Line Catalog features a complete 


selection of all the most asked-for styles! Postpaid shipment within two da 
address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS ®2.'*)?¥2'" 


also commercial announcements and business cards 


Niftiir ...-IN ALUMINUM 


BY WEAR-EVER 


NY-1sle Mt cololoh aie) mbit] | Mae)(e)m@hie)lol-Tmkelile Meets) (-11- 
fol-sielliMelsMleleloh Ma Mal-\ 4-13 mmelale ME tuilelat-+ 3) 
. smoker line. Write to: Wear-Ever Aluminum, Inc 
Wear-Ever Building, New Kensington, Pa. /we, 
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There's lots of business to 

be had in traditional book- 
cases... and Hale is the 
leader for modern, contem- 
porary or traditional designs. 





Fashioned by skilled crafts- 
men from genuine walnut, 
oak and birch, Hale cases are 
available in solid end design 
or in sectional construction 
Cideal for later expansion ). 


The re’s a Hale bookcase 
for every customer! 
Write for free catalog. 


illustrated is Hale’s “800” line with teceding 
glass doors. (Sliding doors also available.) 


INDUSTRIES, INC. 


DIVISION OF F, £. 


HERKIMER, NEW YORK 


MANUFACTURING CO. 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS . 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 











RESEARCH and DEFENSE PLANS 


Are kept safe from FIRE and THEFT in 


The “COMMANDO” 


FIREPROOF and BURGLAR PROOF PLAN 
FILE — Every Drawer is a Fireproof Safe. 


Th oy Sen oo 






Open 
View 
Model 


100-5 


HEAVY DUTY CASTERS STANDARD EQUIPMENT Holds a! 
sheet up to 42” x 31”. Electric welded truct f strength. Eact 
drawer protected by 
insulation. 


s 


equipment 
“Safety is Our Business”’ 


Midwestern Manufacturing Corp. 


Indianapolis 4, Indiana 





1%” of insulat Outsid is is e” approved 


Thumb latch on each draw Unit protected i-pt »cking 


device. Yale key lock standard eq t Finist r gra 

smooth Hammerloid—-DIMENSIONS OF DRAWER UNIT—Outside 
4634 wide, 34 high, 38% deep Max. | le Draw i 124, wide 
2 high, 31% deep. Pat. Applied For. Bears t ( Cc Or H 

Label of the North America Saf M t rs A FURNACI 
TESTED FOR 1 HOUR AT |! | FOR YOUR ROTECTION 
Write for complete intormatior " p sulated 
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James Rand Retires 
As Remington Head 





Ran ( 


James H. Rand, founder of the Remington as 
retired as president of the firm, now a division of Sperry Rand 
Corp 

He is succeeded as president of the division by Kenneth R. 
Herman, executive vice-president of Sperry-Rand 

Mr. Rand » began his business cat more than 50 years 
ago, will continue as a Sperry Rand director and remain as v1 
chairman of the board 

Marcell N. Rand continues as executive vice-president and 
general manager of the Remington Rand division 
Seely to Retire from Underwood 

Marvin A. Seely will retire from acti 
service April 30 58, according to an 
announcement ad by Underwo 
Corp 

Deacon’ Seely, as he is known to his 
friends, joined Underwood September 17 
1906, and celebrat his Sist anniversary 
with that company last September. While 
with Underwood held a number of 
positions in the sales department, be 
ginning with clerk in the general oftice 
and at one tu sales inager O 


Ell 


iott Fisher Ce 


Heads Retail Merchant’s Division 


 s 


Sears, Jr., executive vice president of the 


Franklin 


Printing & Engraving Co., has been elected chairman of the re- 
tail merchants’ division of the Toledo Area Chamber of Com- 
merce. Raymond F. Dalton, president of the Blade Office Equip- 
ment & Supply Co., was elected to th utive committee, as 
was also Robert Gross, president of Gross Photo Supply Co 
: available for immediate delivery : 
| : : 
: IT'S NEW! : 
: ANOTHER h. a. STEGER Co. EXCLUSIVE! : 
Office Machine Stands with 


CUSHIONED, RUBBERIZED TOPS 
To be shown for the first time in our Booth a e 
NOMDA Convention, Schroeder Hotel, Milwaukee 
Wiscon in 


teatures that nelr the new 


ine, with RUBBERIZED TOPS 


Nn. a. 


V Eliminate sliding, slipping \ Eliminate noise 
V Eliminate vibration V Eliminate scratched tops 
’ INCREASES EMPLOYEE EFFICIENCY 


Nationally Advertised Nationally Accepted 


EXTRA! FREE PRIZES ... it y f st B 
Nott } 7 buy. N oliaatior tT any k . % nA 
HASCC . Machine Stand 


manufactured and 
guaranteed by 


h. a. STEGER CO. 
308 So. Fourth St. St. Louis 2, Mo. 
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speeds efficiency—ups morale 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


n decorative green, blue, sand -tone, and 


e sharpen pencils at desk—fast—no 
more sharpener searches 


® saves much more in time and effici- 
ency than actual cost in brief period 


e a low-cost quality item that helps 


desk workers feel more important 
Send for free comprehensive report on sharp- 
eners, Booklet P 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 





<-> Thumb Tacks 


Large Variety. of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight’’ display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 


7 AWRENCE MICHAELS 


IDENT 


THE MICHAELS ART BRONZE CO., Inc. 
P.O. Box 668-OA Covington, Kentucky 











STARK CALENDARS... 
As essential to the Office as 
Spark Plugs 

to a Car 









* EASY TO READ 
* EASY TO USE 

a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 

write or phone for complete details 


“IN CALENDARS THE QUALITY MARK IS STARK” 


TARK CALENDARS cxcotporated 


100-112 BISSELL ST. * PHONE * JOLIET, 'Lt 


STARK.... 
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Now... Matching Floor and Desk 
LAMPS (Incandescent or Fluorescent Models) 
® Designed for beauty and 
a eal eye comfort 
| — © Completely adjustable 
© 4 beautiful finishes 

















| Desk Model: Heic 
| adjustable from 132: 
| to 2" Base diameter’ EXECUTIVE DESK LAMP. 
1214”. Weight, 13 Ib 


Floor Model: Height FL-100 in English 


‘ 
adjustable to 48”. Bronze plated finish only 
Base diameter, 104”, Base: 10” long x 41/2” wide 
shade diameter, 1224”. Shad 19” long x 63/2” 





Weight, 22 Ibs. Both wide. Height: 14”. Weight 
models accommodate 22 13 Ti two 
watt circline fluorescent 
tube 








These lamps can be used in Office, Bank, Hospital and Institutions. The 
Incandescent matched paif, Nos. IN-1 desk mode! and IN-10 floor model 
are equipped with a plastic diffuser and accommodate 60 watt bulb 

4 finishes for matched pairs; — Sa.in Brass & Gray, Satin Brass & 
Apple Green, Brushed Aluminum & Gray, Brushed Aluminum & Apple Green 


Smokador Mfg. Co. Inc., Bloomfield, N.J. 











INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 
are interchangeable . . . can be changed instantly with new name inserts... . 
make changes to suit your requirements. Illustrated are the popular models. 
All orders printed gold on black, unless otherwise specified. 














type name plate 


from beth 
sides, size 
2” by 10”, 
black back- 
ground 
New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery . 
today. 


ACME JOBBING CO. 


406-408 North Van Buren St. . Green Bay, Wis. 


. order your requirements 





No. 600, desk type, gray; 2 
No. 60!, brown, size 4” 
by 6%”. 
No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 
10”, name on black 
background 


No. 603, trans- 
parent sit 900 


for desk, size 

_ by 1S” « 

black back- 

ground 

No. 604, desk 

style, vertical, § 00 
ean be read from 

both sides, size 
2” by 10”, black 
background 


No. 605, wall 
style name, $ 
can be read 500 
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Partitioner Features Are Explained ... 





A happy mood prevails as Marvin Herskowitz of Marnay Sales 
Division, Rockaway Metal Products Corp. explains new fea- 
tures of the ‘’Partitioner’’ to representatives of Metwood Of- 
fice Equipment Co., New York City. In attendance (left to 
right) are: FRONT—Mr. Herskowitz, Herman Fishbein, Darwin 
Mead, Gerald Bram and Sal Benigno; REAR—Jerry Gilbert, 
Robert M. Krellman and Jack Turman. The Metwood sales 
meeting was the last of a cross-country series of 36 such ses- 
sions held by Mr. Herskowitz in a seven-week period. These 


meetings, he says, “‘account for the steadily-growing volume 
of paritioner sales, despite a national sales recession 
General Fireproofing Co. 
Acquires Otis Steel Products 

General Fireproofing Co. has announced the acquisition of 
Otis Steel Products Co. at Ellicottville, N. Y., manufacturers of 
movable steel office partitions which General Fireproofing sells 


through its dealers and branch offices 

The purchase was made on the basis of a price of $485,000 
paid partially with 6,908 shares of General Fireproofing com- 
mon stock and the remainder in cash 



















LOOKING 
FOR THE 
BEST? eee 


{ You'll find... 
“THE 

’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 














Send for 
information 
on our 

complete line 
today! 





R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 
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Hedges 


puts EFFICIENCY 
into daily routines 






e ° 
** 
a,” 


AGATE 
CARD TRAYS 


HEDGES Merc. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 


SF 


= 


E WORDS OF WISDOM @ 
2 “how much Better It Is 


- 
1 to Weep at joy than 


L 


f 
§ Joy at weeping” 
b WILLIAM SHAKESPEARE 


Over 7,000 dealers throughout the United 


p States have proven their wisdom by stocking 
aw SPHINX TYPEWRITER PAPERS — truly 
pi 

wu a great leader in the stationery field... A 
w paper for every office need! 

f 


as ases asses sess aes assesses 


i r . = 
3) Byoh “ “ 





yw 


SAXON 


®# PAPER CORPORATION 
L 240 West 18th Street * New York 11, N.Y. sos ; 


sasasasas 


u 
FAAS Aaa aaa aS eS Saas BHA 
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Ca ar {4 
“DANDY” “<u naiais 
BOX FILES et 
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WIZ Tong aS d 
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EQUIPTO 


Iron-Grip— 


Steel Shelving 


with the exclusive stud 


Exclusive steel stud permits 60% faster 
shelf adjustment on 1!” centers without 
nuts, bolts or tools. The more you load 
the shelf the tighter it grips, yet shelf 
may be moved easily. 


Equipto Iron-Grip Shelving is immedi- 
ately available from stock in all sizes, 
either open or closed, with or without 
dividers, bin fronts, drawers or label 
holders. Write for complete reference 
manual No. 485. 


Stud eliminates clips, 
nuts, bolts and tools 


A slope in the keyhole 
joins with the taper on 
the stud to form the tight- 
est and strongest of grips. 
An exclusive Equipto 
feature. 














610 Prairie Avenue 
Avrora, Illinois 


Manufacturer of World's Finest 
Steel Shelving - Parts Bins - Drawer Units - Lockers - Carts - Work Benches. 





Here is the with 1000 SO staples 
NEW LOOK 
that will bring Markwell 


Dealers increased sales 


» Markwell Office Staplers now furnished 
complete with Staples 

) New lower Dealer prices on Markwell Staples 

>» New lower Consumer prices on Markwell Staples 


»> New and exciting Sales Aids 


Markwell Premium 
Quality Office Staplers 
— designed, styled 
and priced for every 
stapling need 
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Safest Design—World’s Most Complete Line 


Promior CUTTING BOARDS 


A MUST for every office and plant 


featuring— 


@ Precision Ground Steel 
Blades 


@ Adjustable Guide 


@ Accurate Scoring for 
Square Alignment 


® Non-Drop Safety Knife 


@ Complete Size Range 





Wood or metal base, with additional features to suit your 
individual needs. 


7 sizes — 3 models From $5.50 to $55.00 
2100 W. Fulton St. 
Chicago 12, Ill. 


re a 
co. 








TRANSFER CASES 


STEEL 








25-R 
GRAY or GREEN oven-baked finish 


IMMEDIATE 
DELIVERY nn 


Brass finish cardholder and handle 


Four rollers for ease of operation 


Index guide rod with brass knob 


Self-locking follower available 


‘Top FLIGHT PRODUCTS 
Company, Inc. 


6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 














A proven way 
$ to accumulate 


$ money 


STEES&<7RONG 
COIN HANDLING SUPPLIES 


i 
1 














Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Legal Seals * Downey Change Trays 

Teller’s Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 














Seal Presses * 


COIN WRAPPERS 


Automatic * 
* Gunshell 


Old Style * Rainbow * Duzitall 


Kweartet * Tubular 


BILL STRAPS 


Federal * Colored * Banding 






Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 











CENTRALS BETTER BUYS! 


NEW 


Kolledge 


e 
T T 
Pos EEL WASTE BASKETS 
Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 





CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction—Heavy gauge’ steel— Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company | 


2415 WEST 19th STREET. CHICAGO 8, ILLINOIS 





| 


a See — ee 
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Dealer Equips Bank in LaMarque, Tex. ... 


4 
: 





tery 
UR eA tre 


. 
: 


The Bank 
equipped by the Fred F. Hunter Co. of Galveston, Tex., with 
Lloyd Fallenberg as salesman. The chairs are all Gunlocke 
Chair Co. The arm swivel chairs are No. 640R upholstered in 
black scotch mill leather with gold fabric seats. The secretarial 
chairs are No. 684 RSB in black scotch mill leather with gold 


f the Mainland in LaMarque, Tex., was recently 


fabric seats. The side chairs are No. 2323 R in white scotch 
mill leather, and the chairs in the reception area are No. 1977 
USBR in scotch mill dusty gold leather. The desks are all by 
Standard Furniture Co. The floor covering is gold carpet, and 
the drapes are horizontal gold stripe on natural background 
The wall is a terra cotta brick 


Funston Appoints Sales Manager 


William J. Materke has been appointed executive sales man 


for t Funston Manufacturing Ce akers of steel shelvy 


lisplay cases and office furniture 


SERVICE | 


Steel 
Shelving 


Utility Table 





b Bookcase 
Quality production, , 
dependable delivery, ° RONUIE 
engineering, and layout : 
cK] 


. : > } > 
service available tohelp . MANUFACTURING COMPANY 


Z P. O. Box 13266 


plan a more efficient 
Dalles 20, Texas 


shelving installation. 


See your Frontier dealer or write for descriptive catalogue. 
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THE NEW ROBERTS 49 


TOPS IN 
SALEABILITY 


Since 1889) 


t always was popular. Today 
the improved Roberts 49 is the 
world's most saleable auto- 
matic numbering machine at 4 
price the customer will pay. 


‘ priced competitively, yet 





every detail says “class”. To 
pick it up is to say “I'll take 
t'. Customers like the solid unskimping way it is built, the 
fast smooth action, the rich chrome plating, the red plastic 
handle. This you can sell. This y an make a profit on, and 
keep customers happy. Weighs only 13 ounces. Three move- 
ments: 5 to 9 wheels of deeply engraved steel; clip-on ink 
pad. The 49, of course, is only one of a long line of famous 
Roberts numbering machines. For full details, write or wire 
Roberts Numbering Machine Division, Heller Roberts Manu- 


facturing Corp., 700 Jamaica Ave., Brooklyn 8, N.Y. 


20 Ib. WHITE BOND, MIMEO 
& DUPLICATOR PAPERS with 
at Binding Edges Reinforced with MYLAR™ 


(At GY 


ofxtlPo 
, PROOF 
| Sheets 


NOW 








*“RIP-PROOF” 
SHEETS 


Have Binding Edges 
Reinforced with 
Dupont’s MYLAR 

Toughest of Plastic Films 


IDEAL FOR USE ON 


All Makes of Stencil, apr rery—y—r} 
Gelatin, Spirit & Offset eo ~— = Fee y= ow nal 
Duplicator Equipment nine a een 








\ 





| ioe 
{|}! ALL THESE SELLING FEATURES 
/ \ @ MYLAR prevents punched 
v— his ~oON holes from wearing, tearing, 
~ | s pulling through 
@ Is Thinner than metal or 
T | a \ cloth reinforcement 

to @ Triples the life of the Ring 
Binder Holes 
@ Trouble-Proof feeding 





TESTS PROVE SUPERIOR STRENGTH 
In 4095 tests made, 20 Ib. Sheets 
with metal or cloth reinforcement, 
pulled through the metal rings at 
6 to 14 Ibs. pressure, whereas, Rip- 
Proof Sheets required 18 to 22 Ibs. 


FREE: For Free Samples, Price 
List, Write Dept. OA Teday. 


* Dupont’s Registered Trade Mark for its Polyester Film 


426 S. Clinton Street, Chicago 7, Hl. 
Plants in Chicego, New York, California. 
INDEXES 
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Quality wood office furniture 
by 
WORDEN of Holland 














260-OH (Top 66 x 42) 


WORDEN Company offers the office equipment deal- 
er a complete line of wood desks, tables, chairs, 
leather upholstered chairs and suites all manufac- 
tured with good quality as a standard. We invite 
you to investigate the many advantages of selling 
Worden products. A complete catalog will be fur- 
nished on request. 


the 


HOLLAND 


WORDEN company’ 


MICHIGAN 





















ZQGKK™ 


BETTER RECORD KEEPING EQUIPMENT 
FOR EVERY BUSINESS REQUIREMENT 


> ... SINCE 1900 








WRITE FOR 
FREE CATALOGS 


[_] POST BINDERS 
[_] PRONG BINDERS 
[[] RING BINDERS 
[] VISIBLE BINDERS 
[_] TRANSFER BINDERS 
[_] CATALOG COVERS 
[_] BUSINESS FORMS 
[-] PAYROLL FORMS 

















Some territories still open for 
franchise on Multi-Rite Pegboard 
Accounting Systems. 






SHEPPARD CO. 


1 & # Est. 1900 


THE C. E. 


44-07 21st St., Long Island City 1, 
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Oxford Featured in Store Window ... 


Sredrichs on's 


OFFICE SUPPLIES 
AGG EQUIPMERT 


: 


ae 


i 


: 


Si*2- “eS 
sity a a — 
This effective window of Frederickson’s Office Supplies & 
Equipment, Aurora, Ill., featured the full Oxford Filing Supply 
Co. line including Oxford Pendaflex steel equipment and filing 


systems as well as popular items of the general line. Walk-in 
trade was reported to be expanded by the window. 
Protectall Warehouse Opened in West 

King-Raub Corp., distributors for Protectall Safes in Cali- 
fornia, Nevada, and Arizona has established warehousing 
facilities in San Francisco to give immediate delivery on Pro- 
tectall equipment to Northern California in addition to cover- 
age in the southern part of the state 

Raymond W. Graber, general manager of Protectall Safes, a 


move 1S part of an 


division of the Mosler Sate Co., stated the¢ 
expansion Of the distributive setup to give maximum service to 
dealers throughout the country. 


1 5D Gia py 


2 or 3 holes as desired 


Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 
Order from your wholesaler 

MODEL 32... For 3-hole punch- 


ing, 4” dia. spaced 4%” on cen- 
” 


ters. For 2-hole punching, 4 


dia. spaced 254” on centers. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 
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NEW Phone Amplifier 
Frees BOTH Hands! 





Tel-O-Master 
New Improved Model 


@ Amplifies INCOMING Mes- @ Completely PORTABLE 
age for individual or @ NO INSTALLATION re- 
group use quired 


Transistorized Tel-O-Master picks up voice from phone 
receiver and amplifies it for easy reception anywhere 
in the office. Ideal for conferences. Operates on long- 
life battery. Handsome hammertone finish. Fully Guar- 
anteed. Only $49.50. Immediate delivery. 

Dealerships available now. 


tb 
Fisher Research Laboratory, Inc. 


Dept. OA-1, Palo Alto, Calif. 
Electronic Instruments Since 1932 








b 
READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 















Takes all copy up to 20 inches 


A money-maker that is easy to sell. 
| WW" Now the RITE-LINE Copy holder has 
! — the new Telescopic Eyeguide at no 

— extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
a Self-contained, all-metal, compact, at- 
20" foo Requires no installation or 

service. Illustration shows it with LINE 
: i ~ MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


EYEGUIDE CONTRACTED 


EYEGUIDE EXTENDED 


For full particulars, discounts, etc., write to— 





RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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First BASICALLY NEW 
Lighting Idea in 
20 Years! 






trombolite 
“Blended Light Protects Your Sight” 


ys Combines fluorescent and incandescent in 
one reflector! 


Adjusts to any position. Arm extends, tilts, 
rotates. Reflector tilts, swivels. Spring 
action cord extends, retracts with arm. 


4 Decorator Colors: Blue, Grey, Tan, Green. 


Clamp-On Model complete with Lamps $28.76 list 
Wall Bracket $1.00 Draftsman Bracket $2.00 


Write for sales-boosting material 
and discount schedules. 


CORPORATION 





111 WATER ST., BROOKLYN 1, N. Y. 











IMMEDIATE SHIPMENT 


CARTS 


DRAWER UNITS 


PARTS BINS 


SHELVING 





TOTE BOXES 
. 
TOOL STORAGE 
UNITS 


You do the billing — we do the rest. We will drop ship in 
your name using your labels if you desire. We can put your 
decals on our products; just send them in with your order. 
Ours is the highest quality equipment available of this type. 
You will be proud to have your name on it as many dealers 
have over the last 17 Years. 


WRITE TODAY FOR OUR CATALOG 


BAY PRODUCTS INC. 





1621 W. INDIANA AVE., PHILA. 32, PA. 
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A TREMENDOUS DEMAND ITEM 


boc-¥ yr-FOve, 


DIAL "PHONE LOCK 


Absolutely Foolproof 
* Stops Call Thefts 


¢ Affixed in a Second 


* Permits Incoming 
Calls 


* 8 Different Key 
Combinations 


ADVERTISING MATERIAL 
AVAILABLE 


© 2 color envelope stuffers. 





e Illustrated catalog sheets. 
—— e Easeled window display 
sign, holding two 
Call your wholesaler LOC-UR-FONES. 
or write for literature. e Inquiries from national 


advertising. 


PACKAGING 
| LOC-UR-FONE to a card. 12 cards to a counter display rack 
or 12 cards to an attractive counter display box. 
Weight — 12 Ibs. per gross. 


el | Uo) > Gieie)'i le) 7 Wale), 


NEW WINDSOR (NEWBURGH), NEW YORK 
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REGISTER COMPANY 


STANDARD & CUSTOM 


REGISTER FORMS 





Za > DAY 
© SHIPMENTS 


Shipped in your name 







ALL FORMS SHIPPED 
BY ROYAL 

ARE MANUFACTURED 
BY ROYAL 


Key C 











Write or wire for 
Illustrated Catalog, 
prices, sample forms 


REGISTER COMPANY 


NASHUA NH BETTENDORF 'Owa 


woe LP = 


$ spins itself clean! 
the automatic ‘‘SPIN-TOP”’ ash tray 


~— 


NO DIRT i) NO. 587,737 
. a ae ae 
. oo AN IDEAL 
°e NO SMELL GIFT 


Available in bronze, chrome, brass, saddle stitched pigskin, 
wood, and a choice of decorator colors. 


To retail from $3.95 
$12.50 


up to 
4 ? For Complete New Catalog, 
AUD Write To: 
4 9 Propucts, inc. 4 
Dept. O-M6 
111 Pioneer St., Brooklyn 31, N. Y. 4 


oe eee 
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Fort Smith Firm Takes Large Quarters 


O. B. Williamson & Co., Fort Smith, Ark., typewriter firm 
ently n ) larger quarters at 2120 N. “B” St. For the 
the firm has occupied offices at 704 N. “A” 

St. The n ition gives the firm approximately 500 square 
Che new shop is air-conditioned 


O. B. Williamson, owner, established the typewriter and of 
_ } 


machin usiness in 1929 with one mechanic and one office 
Today, the business has nine employ: ind a payroll of 
$3 nnually 

The ¢ t of the employees are stockholders in the co 


New Port-a-Wall Representative 


Hal Sullivan of 17252 13th Ave., Seattle 
77, Wash., has been appointed the 
Northwest representative of Port-a-Wall 
office partitions. An expert in office 
planning and design, Mr. Sullivan wiil 
help dealers in solving their special 
problems. In addition, stocks of Port-a 
Wall office partitions will be warehoused 
in a centrally-located place for delivery 
within 48 hours 


Wilson Jones Will Fill Stock Orders 
During July Factory Vacations 


Orders for stock items will be filled without interruption by 
shipping departments of Wilson Jones Co. during factory 
ications. In all cases stock orders will be filled at Chicago, 
Elizabeth and New York City while the Chicago factories are 
losed July 4-20 inclusive, and the New York and Elizabeth 
factories at losed July 14-27 inclusive, for employees’ annual 
ition 


* Safe, efficient method of controlling key distribution. 


* Key Control System has met our originai expecta- 
tions, and has helped solve this problem. 


* Compact and easy to use and yet versatile enough 
to handle perfectly any problem. 





CUSTOMER SATISFACTION 
PROVES TELKEE SYSTEMS 
ANSWER KEY CONTROL PROBLEMS 











Quotes above come from 
typical Telkee users who 
vrote un licited letters 
ww on file 


lelkee Systems are used by 
American industry from 


Aviation to Zincography. 


This range of applications 
prove the adaptability and 
idvisability f Telkee for 


control at a low in- 
estment Pays for itself 
a short time 


FIND OUT FOR YOUR- 


SELF. Write today for the ‘ 
 Telkee REGENT WALL CABINET 


Dimensior 16%, , 1214" wide, 5” deep. 





malts satya 
Systems. Ask for free book ; 
let ‘The Key To The 4] Sable tulle 9 
Whole TI! omg for ; 


Address Dept. U-48 





The MOORE KEY CONTROL® Systems 


P. O. MOORE, INC. 
A SUBSIDIARY OF SUNROC CORPORATION, GLEN RIDDLE, PA 
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“SPUTNIK" LANDS AT 
QUALITY PARK ' 


—zg 
DEALER / “ 


OUT-OF-THIS-WORLD 
MACHINE MEANS GREATER QUANTITY | ih 
éDISCOUNTS FOR DEALERS... 





—— « —* 3 


“See your Quality Park salesman | | UY 
NOW and find out how new machine |, 
production means bigger sales and 
more profits for you on volume runs of 
File Jackets No. 3033ST and 3033DT. 
Or write Quality Park direct.” 













Pa % 
Sold through Dealers Only ae iy 3 
q ’ 
QUALITY PARK ENVELOPE co., 3 
Chinage Oftes and Warchoomn, 9840 Bameas #h., Chionge @. Wiest : . 
West Coast Office and Warehouse, 837 Traction Ave, Los Angeles 13, Calif * + 








AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mort 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street 
SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. 
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DEALERS .. . AN OPPORTUNITY TO 

| STOCK THE FINEST OFFICE FLOOR MAT 
| EVER MADE! THIS IS AN ITEM YOU'LL 
| a TO HANDLE . . . BE PROUD TO 





: uw CRYSTO-MAT 
NEW — 

Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly "blobs" in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. !t will move fast and bring 
you steady profits! 

For Full Sales and Profit Particulars Write: 


CRYSTO-MAT CO. 


(Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 











makes sales sense ’ 


| 
i 


NEW 


STACOR- MATIC 
S> ) 


} 
ee <@ 
ToE.Toucn CO™ 


drafting > 
table that 





@ Increases productivity, efficiency 
@ Saves man-hour costs @ Reduces waste motion 
@ A complete work-station in one unit. 


Get all the facts—send for illustrated Bulletin 
704 and complete new Stacor catalog 





m@ STACOR EQUIPMENT CO 


309 Emmet St., Newark 5, N. J. * Bigelow 2-6600 















for 


and 


faster filing 
easier finding 





BARKLEY TAB filing supplies 





Barkley Tab File Guides featuring Magnified Visibility can 
help you increase dollar volume and profits per sale. 
Display them prominently on your counter, in your windows 
—they sell themselves. Write for illustrated literature. 


C. L. BARKLEY & CO. 
1220 W. Van Buren Street °* 


Chicago 
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ONLY The ‘‘Precise”’ y | 


TRIMMING BOARD 






Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

®@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


background speed accuracy and -.. Aunt al 

> ino ti > 2 . °. — 2" —Biade 
measuring time. Models 5, 6 & No. 4—121,"—Blade 
: have special safety spring. No, 5—151/."—Blade 
The “Precise” is a steady seller No. 6—181/."—Blade 


wherever displayed. No. 7—24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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Marchant Holds Sales Conference @eeee72xeee7e2ee#eeee#es#e 
A thi \ nterence otf the sales ex t s who direct the * 
nan f 1 organization of Marchant Calculators, Inc 
» Oaklar Calit April 28 ° 
Participat vere Marchant’s three area directors and four e 
! nagers who direct sales activities in maj . 
g raphi zions of the United States. Also present was tl 
ral of Marchant Calculators, Ltd., the company’s eo 
Ca ia lary 
* 
[} t s conterred with Marchant ofticers and and throw the 
nt on the company’s tuture marketing progran * 
lh ting Ver presided over by W esley E. Jenkins, Vice * 
sident at general sales manager, and National Sales Man ditt away / 
r Ward J. Koepenick e 
~ 





New Representative To Sell Cosco 


Robert J. Marshall is the newest Hamil 
ton Mfg. Co. representative for Cosc« 
office furniture in a four-state area con 


& 











sisting of Kansas, Missouri, lowa and cs 
Nebraska. He will handle the territory 
along with Cosco representative Bill . 
Burt. Prior to joining Cosco, Mr. Mar . 
shall was employed in retail sales by the 
John A. Marshall Co., Kansas City, Mo * 
& 
= 
| disposable TYPE CLEANER | posable TYPI ANER 
Ol’ Doc Stork ee 
Melville Bail Wheel i] ’ tecll 15 ot * DAILY USE PREVENTS COAGULATION OF 
IVIECIVILIE alley 1eeler, was »0OTn ON 4 pri a « MULATION OF DIRT 
Greenwi Hospital in Greenwich, Conn. to Mr. & Mrs. Mel * CARBON AND ACCU 
Wheeler, Jr. The father is with Desks, Inc.. New York City % o RK-UP 
nd tl ron grandfather is Mel Wheeler, Sight Light manu * QUICK TURNOVER... 50 A 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 















Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canado), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
7 240 Fleet St. East, Toronto 2B, Ont. 
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YOUR OWN OFFICE SUPPLY CATALOG 
AT NO COST TO YOU sn BEACH'S new SUMMARY 


OVER 400 PAGES 


answers INCOME TAX need 
+ printed on quality enamel stock 


mene ves 16,300 ITEMS This Monthly form for CONDENSED reports of travel 
-+sfeaturing top name brends expenses can be filed with returns, and copies 




























HANDSOMELY DE ° 
eowith your rom ~T retained. Pads of 50 sheets. 





-* Wetch Your Sales bad 
(wv) ._ _ss—sLIMB Also — sell more BEACH Expense 
ye + 44 BOOKS now .. . handiest means of 
K \ 1 Beachs keeping complete on-the-spot daily 
. Vf jeanne! 5 records, that verify and give sure 
LEARN MORE OF THIS common Cnse protection. Sell the LEADER! 
NO-COST CATALOG DEAL FE 2 > 
it Z Xpense Write for Samples, Prices 
Utility Wholesale Stationers bYetet 
641 W. Lake St. Dept. AN BEACH PUBLISHING CO. 





Chicage 6, Illinois 
19829 W. McNichols Rd., Detroit 19, Mich. 


_ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
stee! track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 














no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 








cooperates! 


Write for fast-action merchandising program on our new top Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
quality STATESMAN line of carbon paper and typewriter ribbons. 
Full protection! Manufactured by 


WRITE, INC, 22° Lexington avenue, New York 17, N. Y. I. D. COTTERMAN  ncoovie mi’. 


Factory: Bridgeport, Conn. 





































JURABLE STEEL OFFICE EQUIPMENT 
™ IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 







=| FAST SELLING! 

SPACE SAVER! 

~ |MODERN ISLAND BASE 
SALESMAN’S DESK 
Linoleum top (40”x2542”) 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 


<I la Desert sage, 









BOOKCASES “1 $93PS q mist green, grey 
SECTIONAL BOOKCASES “4! NEW! PRICED TO SELL! 
ROLLER FILES EXECUTIVE CONFERENCE DESK TOP vaLue! ‘ 

Linoleum top (60’x30”) TOP SELLER! 


TELEPHONE CABINETS 
SPECIALTY CABINETS 


Desert sage, mist green, grey 





EXECUTIVE DESK | 


Linoleum top (50’x24’ "iF 
Desert sage, res 
mist green, grey = 










| TERRIFIC BUY! 
MODERN SALES DESK 
OVERHANG TOP 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG +47 AND DEALER PRICE LIST. 
~~ & ry. 


URABLE METAL PRODUCTS co. fieaoeesa 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 rou ena 
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NEW "Vinylam” . 


Scuff proof vinyl laminated to genuine leather 


» Attractively designed 
» Durable long wearing construction 
» Priced for Back-to-School promotion 
N400 — RING BINDER, wide expansion, large capacity 
handles. Dealer cost $3.00. 
— BRIEF BAG, three pockets, edge-protecting 
side runners. Dealer cost $4.00. 





Style 


Style N425 


ro"= = 


northwest 


leather goods co. _ 


_ 311 N. Desplaines St. 


LARGEST AND MOST 


IMPORTANT SHOW of 
its Kind in the World 


Most representative in 
products and_ services 
— more than 500 in all 
. Most important in 
management attend- 
ance ... Most important 
source of new ideas. 
New York Coliseum, New York City 
October 20th through the 24th 


1958 


National Business Show 
Rudolph Lang, Mer. Dir. 
530 Fifth Ave., N. Y. C. 
OXford 7-7142 





Where appearance matters... 


\f ph i CASTERS Ls 


*Y silent, permanently lubricated, 
lintproof 
© swivel instantly to prevent scuffing and wear — 
roll easily even over deep carpets 


iu 
* metal tread for carpets, linoleum, rubber tile; rubber tread for 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 


vy attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog and consumer literature 


SHEPHERD CASTERS, INC. P.O. Box 672 Benton Harbor, Mich. 


Shepherd Casters Canada lLtd., 





(In Canada: Toronto, Ontario) 





SELL THE LATEST IN MEMO PADS 








@ Continuous desk level 
writing surface 
Patented construction 
guarantees perfect 
rolling and re-rolling 
Complete with attached 
pencil and extra loose 
note paper 


Best for telephone 
notes, etc. 





595 RETAIL 


write for dealer discounts 


WECKESSER COMPANY 


5703 Northwest Highway e Chicago 46, Ill. 
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SERIES 
by northwest 


rings, 
shoes, 


Samples on request 





disappearing 


lifetime handle, 


Chicago 4, Ill. 








FROM DESK PADS and SETS TO CUSHIONS 
TO “MYLAR” and ACETATE SHEETS 


er | 


From the president's office to the office boy's desk C-Line office 
accessories are preferred for quality, durability, utility and beauty! 











FREE! Illustrated descriptive catalog! Write today! 


CHICAGO DESK PAD CO., Inc. 


4640 NORTH OKETO AVE., CHICAGO 31, ILLINOIS 








Keep Klean 
POCKET PROTECTOR 


A VERY USEFUL GIFT! Protects 
clothing against ink stains . . . wear 
and tear, pencil marks, etc. Easy to 
transfer from one pocket to another. 
A real goodwill builder! Priced from 
7¥%c. Trade marks etc. can be re- 
produced. Stock colors: white, blue, 
red, brown, or yellow. An undupli- 
cated and appreciated item in 18 
gauge, durable, heavy-weight plastic. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 





che 
“ono FLUID 
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A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 


Wy in FABRIC 


Hand Fashioned by Craftsmen of Experience 


in LEATHER 


for the Executive Suite 


moderately priced 


Brochure available on request 


niemann inc. 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1232 Crampten St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 




















America’s 
Lowest-Priced Protection! 


“Hur SENTRY ° SAFES 


Sell for 35% to 50% LESS than 


| comparable labeled or unlabeled safes 


All new single compartment SENTRY 
floor safes carry the U.L. Class C label 
indicating 1-hour 1700°F. fire test, 
2000°F. explosion hazard test, and 30 
ft. drop test... feature V ermiculite i insu- 
lation, all-welded construction, built-in 
3-number combination lock, bank vault 
type lock bar. Full profit. Write for details. 


Sussested $7995 JOHN D. BRUSH & CO., Inc. 
Std. Disc.-Adv. Allow. 545 West Ave., Rochester 11, N.Y. 


TAPE PRINTERS FOR THE TRADE SINCE 1937 





Src 


Scotch TAPES 


- « » from 6 rolls up 














- « « from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast to coast since 1937. ACCOUNTS BY SELIL- 

Specialise in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists om request. 


ol-Bindeor 1832 WESTWOOD AVE. 
CINCINNATI 14, OHIO 
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SPEEDY TRU -TEST| KRAFT SMALL RUNS 
SERVICE GUMMED TAPE INVITED 





Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST « ST tours 7 


A_°¥MHCC«L_ 
4 Gor Finest Quality 


0 Jor the Broadest Line 


of Rubber Stamps 
and Marking Devices 





SPECIFY 


Write for your copy 
of our new catalog No. 80 


Fujin DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue . Chicago 13, Illinois 


MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes: stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 


902p S. Wabash Ave. Chicago 5, Ill. 
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WHAT WILL YOU HAVE IN RUBBER 


We make every type, size, width 
and color in our new modern plant. 


We sell only through regular 
trade channels. 


We invite you to send for 
samples and prices. 


K E E NE E R . « « “The Name Indicates the Quality” 








NEW <ou- Cost 


, v7, MODEL FH-SC 

- FOLD-O-MATIC 
Electric Folding 
Mm Machine 


FOLDS+ CONVEYS + STACKS Ha 
120 SHEETS PER MINUTE , 


any fold ...any stock . . . automatically! 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD. ® CHICAGO 6 IL 





READY FOR YOUR CUSTOMERS 


TOPS Consumer Catalog 


IMPRINTED WITH YOUR NAME 


Complete line of business 

forms for office, warehouse, 

factory, etc. in your own catalog—will sell 
more for you! Write or call for full details! 


BUSINESS FORMS 


107 N. WACKER DRIVE 
Chicago 6, Illinois—-ANdover 3-6755 














More and More Leading Draftsmen, 
Accountants and Artists 


are INSISTING on » 
“T1u- Motul 


LEAD POINTER 










For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to 4%” long without breaking. Just 

insert lead and rotate lid. 


Variable Taper Mode! 
lets you dial the taper 
you wont, 


SHORT — << 


Write for Literature and Dealer Prices. 





LONG << 


ORIN _ 
BETWEEN 











ELWARD MANUFACTURING CO. 


Baker Street - 





Coloma, Michigan 
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KEENER 


- 








KEENER RUBBER, INC. TELEPHONE 
800 COMMERCE COURT, ALLIANCE 2, OHIO 1.3536 
GENTLEMEN: PLEASE RUSH SAMPLES AND PRICES: 

COMPANY NAME (PLEASE PRINT) 

STREET city STATE 





ORIGINAL “DUX" Pencil Sharpeners 
BEST-SELLERS, For OFFICE, For HOME and SCHOOL 


it's the blede thot 
makes the difference, 
rezor-sharp, replace- 
able. Speedily sharp- 
ens regular, slim and 
oversize clis, soft 
or herd leads, cray- 
ons, chalk. 








24 Highly 
Specietized’ Models 


Nationally Advertised 
FRED BAUMGARTEN 
Exclusive Distributor 


1000 Virginia Ave. N.E. 
Atlanta 6, Georgia 











You can earn good 
commissions selling 
our complete line 

of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


4g 
Dout 
PASS UP THOSE 


EXTRA 
COMMISSIONS 


Write for Information 


——— 


‘PASSBOOK CO. 


CLAR‘O:TYPE 


CLEANS TYPE CLEANER 
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inates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
Order direct or from 











THE CLAROTYPE CO., inc 


261 BROADWAY, NEW YORK 7, N.Y 
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Harter Tempo 300 Executive Chair 
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There’s a new Tempo in the office 


... and it means a new Tempo | 





of sales for Harter Dealers 


Here are chairs with authentic contem- 

porary styling—the true decorator flair. 

And, with this they have the fine quality 

and comfort so traditional with Harter. 

The Tempo series gives Harter dealers a 

new avenue to profit. Promoted by beau- 

tiful four-color national advertising and 
literature, the Tempo series completes a 
profit picture that’s brightest with a 
valuable Harter franchise. 


If there’s no Harter dealer in your area, 


\ 


Harter Tempo 310 Side Armchair 


drop us a line for complete information. 


HARTER \ 
i ] 


HARTER CORPORATION + 22 5 PRAIRIE STREET + STURGIS, MICHIGAN 
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TODAY it’s an L-Shape to meet all the user’s needs— 
with plenty of workspace, fingertip control of materials. 





Rectangular desk work area 
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Mod-U-El! 

’ You get 44% more top 
space with Mod-U-Ell—in 
the same floor space. 


YawmMan 











TOMORROW it might be a Z-Shape or continuously 
grouped to handle new functions, new personnel. 


ONE desk—but just watch it grow 


Always complete, never final—this desk 
can grow with your business to keep 


pace with changing needs. 


A “dynamic” desk ¢ It’s “Y & E” Mod-U- 
Ell—a dynamic desk that needs but a few 
parts to become many desks when you need 
them. It arranges in shapes from L to Z, can 
be grouped continuously, or expands to a 
U-Shape around the worker. 


It’s “a desk and a table”? «With Mod-U- 
Ell you have for each of your workers the 
equivalent of a desk and a table in the same 
or less floor space than a desk alone. 


92 combinations possible * You can cus- 
tom design each work station to the individ- 


ual who uses it—choose from 92 possible 
combinations. Pedestals, end-panels, and 
cabinets come in a variety of sizes and 
depths. You can get tops in linoleum or 
Textolite. 


Colors, Colors, Colors * You choose from 
a wide assortment of desk colors. Premium 
finishes include Royal Maroon, Heather 
Tan, and Verde Green. Standard finishes 
are Neutra-Tone Gray, Driftwood Tan and 
Surf Green. Match or contrast any of these 
with a variety of top colors—5 linoleum 
and 6 Textolite complementary shades. 

Find out how Mod-U-Ell can work and 
grow in your office. See your “Y & E” man 
for all the details, or write us today! 


& ERsBeE MFG. CO., INC. 1015 JAY STREET « ROCHESTER 3, N.Y. 


Around Labor Day the demand for Gelatin products increases 
sharply. The small fry troop back-to-school . . . business firms go back 
into action, clubs and churches reorganize and start mailing bulletins 
to members, etc. They all want duplicators and supplies and want 
them immediately! Many dealers have learned this the hard way and 
the wise dealer has complete stocks of Gelatin Duplicating products 
ready and waiting for the fall rush . . . supplies ordered in May and 
June while it is still possible to ship gelatin on a steady and 
regular basis. 








HE KTOGRAPH 








The Heyer line of Gelatin Duplicating products . . . the most complete on the market 
and famous for quality and performance since 1903 . . . is ready for immediate 
shipment. Hektographs, Ideal Duplicators, Jr. Efficiency Duplicators, Efficiency Roll 
Duplicators, Films and Rolls for all duplicators, Refill Composition and copy prepara- 
tion supplies are all basic items in your store that bring big returns when displayed 
and promoted. You'll need them as sure as Labor Day is coming . . . so wire, phone 
or air mail your order at once. 


BECAUSE! Gelatin Products Can’t Ride in HOT TRUCKS 


During the hotter months of July, August and September shipments of gelatin duplicators 
and supplies are often purposely delayed to avoid exposure to excessive heat in transit. 


Wie. BUT...They Stay Safe and COOL IN YOUR STORE 


Stored in their cartons in a cool section of your stockroom or basement, Gelatin Duplicators and 
Supplies keep perfectly and ready for sale all summer long. And . . . they'll be there when the 
big fall sales start coming. 





THE Wg ceRPORATION 
1852 SOUTH KOSTNER AVE. CHICAGO 23, 








